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Dealers Throng Service Show— 


Over 60,000 dealers and service shop operators turned out to view the National 
Automotive Service Show in Boston last week. The show attracted visitors from all 
ports of Massachusetts and from several neighboring states. Story on Page 6. 


Fontinued U.S. Shortage 
Of Foreign Cars Seen 


By Maynard M, Gordon 
News Editor 
UROPEAN auto officials expect 
™ the shortage of foreign cars in 
U. S. to continue for some 
to come. 
/Shipping is scarce and production 
fapacity in Germany and France 
& severely limited, it was reported 
lst week by Wilhelm R. Vorwig, 


No Need to Put 
Rein on Credit, 
FRB Decides 


By William Ullman 
Washington Correspondent 
ASHINGTON, —- Governors of 
the Federal Reserve Board see 
B® need for peacetime authority to 
control consumer credit, and Presi- 
dent Eisenhower agrees with them. 

The FRB stand, contained in a 

Message to Congress and the 

Administration, hardly came as a 

Surprise. There were a number of 

@fivance hints, most of them drop- 
heavily by board member A. 

Mills jr. 

The President made known his 
ment less than 24 hours after 
board reported its conclusion 
standby authority for such con- 

“is not now advisable.” 
‘The White House issued a state- 
nt saying President Eisenhower 
id not ask Congress to give him 
thority to impose standby con- 





* * * 


E FRB report mentioned eight 
reasons for deciding to skip 
‘tedit curbs at this time, The state- 
| needed a bit of translation, 
iNCe it was written in “Economics,” 
foreign language often used by 
bMfessors, statisticians and civil 
rvants in preference to their 
ive tongue. 
_After translation, the FRB rea- 
| boil down to the following: 
| 1, All kinds of people, rich and 
Poor, are using installment credit 
buy cars, furniture and ap- 


2. The rate at which installment 
dit is granted hops up and down 
ong with the rest of the economy. 
3. These ups and downs are a 
tle risky, but our economy is 
ealthy enough to handle them: 
+ x 


ALL the blame for inflation 
can’t be heaped on installment 
(Continued on Page 4, Col. 4) 
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57 Profit Outlook at Stake... 


By Robert M. Lienert 


Associate Editor 


_— the second year in a row, 
new-car dealers find the chips 
are down as they turn the corner 
into the June market. 

As in 1956, the pressure is on 
largely because sales failed to 
increase as much as had been 
et anticipated during the March- 
nN z May period. Thus, 1957 again 
43) iy finds June as a “make-or-break” 

> ia | month. 
| Because of the way the new-car 
market has developed in the last 
two years, June has come to be re- 
garded as the transitional month 
of the sales year. 

= 


_ 


ITH the start of the cleanup 

season gradually starting 
earlier in the year, June is the 
month in which dealers must work 
| their way into as strong a trading 
| position as possible for the balance 
|of the model run, 
Dealers agree that if total sales 
| could be nudged above 600,000 
| this month, most problems would 

find their own solutions. 
secretary general of the West Ger- They are just as quick to agree 
man Automobile Manufacturers | that sales are not going to reach 
Assn., and Pierre Dreyfus, president 600,000 during June. On the basis 
and general manager of Renault.| o6¢ May’s windup, dealers calculate 
Vorwig, visiting Chrysler Corp. | June sales in the neighborhood of 

on an extended tour of this coun- | 550 900. 
try, was guardedly optimistic 
about the long-range sales pros- 
pects for German cars in the 
U. S., particularly the pace-setting 
Volkswagen, 


* > 


rr SOME ways, 
better outlook this year than 
they did a year ago. In other 
respects, however, the 1957 pros- 


* 


dealers have a! 


| was being curtailed sharply by the 
| factories in an attempt to help 
dealers work off their overload of 
unsold new units. 
ia + > 
7 sales paced at approxi- 
mately the same rate this year 
as last, production in recent weeks 
has been running more than 10 
| percent ahead of a year ago. 

Although stocks are not as big, 
dealers feel they will have to run 

faster this year to keep from 
going backward. 

Another factor putting a tighter 
Squeeze on the new-car dealer this 
year are thin profits. Many have 
been saying privately that first-half 
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spread when first-half profits 
amounted to a flat one percent. 
* * > 


N LOOKING into the short-term 
future, few dealers see any solid 
chances of this year’s cleanup 
equalling last year’s, which was one 
of the better ones in dealer 
memory. 

Said one new-car retaiier in the 
East: “Most of us have had to 
make ‘cleanup offers’ since last 
fall just to keep things moving. 
We can’t make any longer deals 
when the real cleanup season 
gets here.” 


Many dealers feel that in order 


profits are certain to fall below the| to round out the 1957 model season, 


0.8 percent reported nationally for 
the first quarter. 
A year ago, alarm was wide- 


3 Millionth Car of Year 


factories will have to offer help in 
the form of more-liberal contests’ 
(Continued on Page 4, Col. 5) 


‘To Beat 56 by Week 


By Martin L. Whitmyer 
Staff Writer 
——- to normal five-day 
operations after an industry 
average of three days’ production 
last week, car manufacturers will 


year this week. 
The manufacturers, who are 


mark the assembly of the three) 
millionth car of the 1957 calendar | 


|least a week ahead of 


its 1956 
counterpart. 
> 


> * 


| AS week’s output, hampered by 
long Memorial Day holidays at 
several plants, totalled an estimated 
82,719 units-—-a 35.1 percent drop 
from the previous week’s 127,428 
assemblies, but still 68 percent 


| above the same holiday week a year 





“Volkswagen,” he said, “will con- 
tinue to increase its exports if more 
shipping be comes available, but 
VW’s postwar production increase 


pects are dimmer. 
Stocks of unsold new cars are 


not nearly so monumental this | 


June as they were a year ago, 


. . | ago, when the makers rolled 77,435 
just 126,128 units short of topping | cars from the lines. 

the three-million mark, could | he decline dropped output to 
reach the milestone Friday, but | ¢7 percent of Automotive News’ 


when dealers faced inventories 
just a shade under 800,000 units. 
REYFUS, who came to Detroit Preliminary reports this year in- 
after opening a new Rehault dicate field stocks currently are 
showroom on New York’s fashion- somewhat under that figure. 
(Continued on Page 4, Col. 1) A year ago, however, production 


will level off this year.” 
* * * 


may need Saturday operations by 
at least one maker to surpass it. 


| Regardless cf which day it rolls | 


|from the lines, the three millionth 
‘car of 1957 will make its bow at 


Dealers Gain Ad-Rate Victory 


battle for the lower rate following 
the action of the auto makers in 
dropping the cooperative adver- 
tising plan which had hampered 
previous efforts, 

Meanwhile, NADA offered to 
dealers a suggested procedure to 
follow in asking newspapers to 
change their rate policies. 

NADA pointed out that in those 
cities where the newspapers have 
changed to local rates, both dealers 
and newspapers have benefited. 

+” * * 
Ce in which newspapers now 
offer the local rate to dealers in- 
clude: 

New Haven, Conn.; Dallas; 
Miami; Cincinnati; Louisville; 
Rochester, N. Y.; Hartford, Conn.; 
Bangor, Me.; Reno, Nev.; Trenton, 
N. J.; Albuquerque, N. M.; Troy, 
N, Y, 

Canton, O.; Newark, O.; Port- 
land, Me.; St. Louis; Pawtucket, 
R, L; Reading, Pa.; Scranton, 
Pa.; York, Pa.; Allentown, Pa.; 
Kalamazoo, Mich.; Corpus Chris- 
tie, Tex. 


Bristol, Va.; Charleston, W_ Va.; 
Cheyenne, Wyo.; Cody, Wyo.; Char- 
lotte, N. C.; Dayton, O.; Battle 
Creek, Mich.; Grand Rapids, Mich.; 
South Bend, Ind.; Chattanooga, 
Tenn.; Tampa, Fla.; Richmond, Va., 
and Roanoke, Va. 

- 


HREE important newspapers in 

the nation’s capital joined last 
week the growing list of those now 
offering local advertising rates for 
individual dealer display advertis- 
ing, 

Dealers considered this a major 
breakthrough in the renewed 


Top Cars 


New-car registrations for three 
months, plus 24 states for April: 
1957 Pos. Make 1956 Pos. 

1— 400,116 Ford 337,855— 2 

2— 375,587 Chev. 408,086— 1 
3— 162,580 Plym. 135,715— 4 
4— 124,607 161,404— 3 
5— 112,844 127,610— 5 
6— 92,193 103,603— 6 
I— 15,744 73,743— 7 
8— 69,929 57,905— 8 
9— 40,854 38,694— 9 
10— 31,688 30,133—10 
31,613 28,048—11 
20,673 19,170—13 
16,875 25,311—12 
11,461 11,094—14 
9,499 3,015—18 
3,642 8,449—16 

2,399 987—19 

1,975 3,450—17 

1,906 9,597—15 

273 Cont 619—20 
37,087 Misc. 18,795 

Total All Makes 

1,623,555 1,603,283 
Further details on Page 44. 


12— 
14— 
14— 
15— 
ibe. 


18— 
19—- 
20— 


as three Washington (D. C.) 
papers which changed their pol- 
icies are the Post and Times Herald, 
the Evening Star and the Daily 


Howard paper, while the other two 
are independently owned. 

The local rate in these papers 
now applies to new cars, trucks, 
used cars, service, parts and ac- 
cessories, 

The NADA memorandum pointed 
out: 

“Now is the time for new-car 
and new-truck dealers to get their 
newspapers to discard the discrimi- 
natory practice of charging dealers 

a ‘national’ rate for locally placed 
display advertising on new cars 
and trucks. 

“Essentially, this is a local prob- 

(Continued on Page 8, Col, 1) 


| 





three-year index, as compared 
with the 103.2 percent compiled 
on the previous week’s assemblies. 
Last week’s output also was the 
low for the year. 

Estimated car output for may 
was 532,697 units—down 3 percent 
from April's 549,239 assemblies, but 
12.9 percent above May a year ago, 


| when the manufacturers turned out 
News. The Daily News is a Scripps- 


471,673 cars. 


> * * 


NLY manufacturer to work more 

than four days last week was 
Plymouth, which worked its Detroit 
and Evansville (Ind.) plants Friday 
and Detroit operations one shift on 
Saturday. The Los Angeles plant 
was down on Thursday and Friday. 

Plymouth’s output last week 
was 12,300 cars, as compared with 
16,372 during a six-day operation 
the previous week. 

Output at other Chrysler Corp. 
units took sharp drops because of 
three-day operations at Dodge and 

(Continued on Page 53, Col. 3) 
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Wiles Urges Dealer Leadership 


MEMPHIS.—Delegates to the 18th 
convention of the Tennessee Auto- 
motive Assn. were urged to exer- 
cise personal leadership in the cam- 
paign to preserve the franchise 
system. 

Ivan L, Wiles, General Motors 
executive vice-president for dealer 
relations, said the campaign must 
be based upon “a realistic ap- 
praisal of the problems of the 
market place.” 

He recalled that earlier this year 
GM President Harlow H. Curtice 
asked dealers to join in a “crusade” 
against practices threatening the 
franchise system of car and truck 
distribution. To make this crusade 
effective, Wiles said, “Leadership 
by each dealer must be exercised.” 

“The franchise system has the in- 


herent strength and flexibility to 
meet today’s merchandising trends,” 
he said, “Its future, however, is 





Maine Legislators Kill 
' Rules for Auto Financing 


AUGUSTA, Me.—A bill to regu- 
late financing of auto sales has 
been rejected by the Maine House. 
The proposal had the backing of 
the House’s business legislation 
committee. 

The proposal set maximum in- 
terest rates at 7 percent a year 
on new cars, ll percent on cars 
one to three years old and 15 
percent on those over three years 
old, 





Curtice Predicts 1957 Sales 
Will Be Close to 56 Total 


WILMINGTON, Del. — President 
Harlow H. Curtice told General 
Motors shareholders at their annual 
meeting that the auto industry prob- 
ably will sell about as many cars 
and trucks in 1957 as it sold last 
year. 


He predicted sales of about 5,- 
850,000 cars and 900,000 trucks. 
Domestic registrations for 1956 
totalled 5,955,248 cars and 894,366 
trucks. Curtice earlier had forecast 
a rise of about 10 
percent for 1957. 

He said that 
“there is every 
indication that 
our economy is on 
a sound basis,” 
but declared that 
the auto market 
thus far this year 
“has not measured 
up to the indus- 
try’s expecta- 
tions.” 


Curtice added, “For the second 
successive year, the historical spring 
rise in sales has failed to material- 
ize.” 

(Henry Ford I, at his company’s 
annual meeting, voiced similar 
sentiments. He mentioned the lack 
of a spring boom, and predicted 
sales would continue at their cur- 
rent pace throughout the 1957 model 





H. H. Ourtice 


Business 
Barometer 


Auto Production — 100,543 cars, 
trucks in week vs. 94,665 year before. 

Department Store Sales—Down 
2 percent from year before. 

Freight Loadings—722,521 cars in 
week, down 56,476 from year before. 

Gasoline Stocks — 196,383,000 
borrels, a decline of 1,019,000 barrels 
in week. 

New-Car Registrations—1623,- 
555 in 1957 to date vs. 1,603,283 year 
ago. 

New-Truck Registrations—232,- 
647 in 1957 to date vs. 250,227 year 
ago. 

Oil Stocks — 264,111,000 barrels, 
an increase of 2,235,000 barrels in 
week. 

Soft Coal Outpst — 9,635,000 
fons estimated in week vs. 9,649,000 
tons yeor earlier. 

Steel Output — 87.8 percent of 
estimated capacity vs. 86.4 percent 
week before. 

Used-Car Prices—$900 in May 
vs. $927 in April. 

Wholesale Prices—117.1 percent 
of 1947-49 average vs. 117.2 percent 


week earlier. 
e-@4 


Common Stocks 


May May 1957 
28 22 High 
Am. Motors -6% 6% 
Chrysler 75 75% 
Ford 56%, 56% 
GM 42% 42% 
S-P 7 7% 


37.70 


Low 
5% 
64%, 
54Y— 
38 
6% 


Average 37.55 





year. November-December sales, he 
said, will depend'on public reaction 
to the 1958 models.) 


Curtice conceded that GM is 
“experiencing a decline in our par- 
ticipation in the market” and, in 
answer to a shareholder’s question, 
he admitted that two GM divisions 
“are slightly in the red.” He de- 
clined to identify them “for com- 
petitive reasons.” 


Curtice said GM’s second- 
quarter car-and-truck production 
schedules for the U. S, and Can- 
ada are about 93 percent of the 
year-ago period. First-half output 
will be about 91 percent of the 
1956 figure. 

Discussing the national economy, 
he said the gross national product 
is running at a record annual rate 
of $427 billion, compared with $412 
billion last year. 


Since the beginning of the year, 
Curtice noted, “consumer expendi- 
tures for durable goods—including 
new homes, automobiles and ap- 
pliances — have been at a slower 
rate.” 


“On the other hand,” he con- 
tinued, “expenditures for nondur- 
able goods and for services have in- 
creased to record rates. Total con- 
sumer spending is at an alltime 
high, Capital expenditures by busi- 
ness are likewise at an alltime high, 
while expenditures by government 
are rising.” 

Although domestic car sales are 
down, Curtice said that demand 
for most other products made by 
GM has been well sustained this 
year. He said such divisions as 
Electro-Motive, Detroit Diesel, 
Allison and Euclid are operating 
at or near capacity. 

Overseas demand also is good, he 
said, especially for cars and trucks 
produced in England, Germany and 
Australia. 

In answer to a question, Chair- 
man Albert Bradley told a share- 
holder that GM spent $225 million 
on advertising last year, compared 
with $216 million in 1955. Bradley 
noted that ad rates were generally 
higher last year. 

Shareholders approved GM’s in- 
centive program by a tally of more 
than 98 percent of the shares voted. 
The program included recommen- 
dations for modifying the bonus 
program and instituting a stock- 
option plan for high executives. 


GM has had a bonus plan since 
1918, and it has been modified 
from time to time to meet chang- 
ing conditions. Corporation by- 
laws specify that the program 
must be submitted to share- 
holders for consideration at least 
once every five years. It last was 
submitted in 1952. 

A proposal advanced by Lewis D. 
Gilbert to limit “aggregate compen- 
sation” of GM officers to $200,000 
a@ year was rejected by 96 percent 
of the shares voted. 

Meeting the same fate was a sug- 
gestion for regional meetings of 
shareholders, advanced by the 
Federation of Women Shareholders 
in American Business, Inc. Some 98 
percent of the shares voted opposed 
this idea. 

More than 2,400 shareholders at- 
tended the meeting. The present 34 
directors of the corporation were 
reelected. 


no better than its individual deal- 
ers.” 

He warned that dealers must ex- 
ploit the assets which their fran- 
chises make possible for them if 
the franchise system is to survive 
against the challenge of other mer- 
chandising methods. 

He urged franchised dealers to 
give increased attention to appear- 
ance, customer parking space and 
other physical aspects of their lo- 
cations and to make a thorough 
study of changing customer buying 
habits. 

“We must look anew,” Wiles 
said. “We must see what we look 
at. We must understand what 
we see. We must learn from what 
we understand, but above all we 
must act on what we learn.” 

“In the long run the system of 
distribution which will prevail in 
any retailing field is that which 
brings the greatest value for the 
dollar to the ultimate consumer,” 
Wiles said. 

He said that the crusade to pre- 
serve the franchise system “calls 
for a realistic appraisal of the 
problems of the market place. It 
calls for imagination to free hide- 
bound thought patterns. It calls for 
new concepts. It calls for new ideas, 
new thinking. 

“It calls for enthusiasm and posi- 
tive thinking to inspire concrete 
and constructive action, And it calls 
for the traditional resourcefulness 
of each automobile dealer in order 
to crown our joint efforts with 
success.” 

Wiles said “the long range out- 
look for the retail automobile busi- 
ness is extremely bright.” The auto- 
mobile, he noted, is “in universal 
demand and its market grows at a 

(Continued on Page 8, Col, 2) 


Hollow Axle Holds 
Air for GMC’s 


Truck Suspension 


PONTIAC. — Production-line ver- 
sions of GMC’s air-suspension 
trucks are utilizing a hollow front 
axle to replace the air reservoirs 
seen on prototype models. 

In the original design, tanks 
mounted on the front axle con- 
tained compressed air for operating 
the front assembly of GMC’s air- 
suspension system in which air 
bellows take the place of regular 
leaf springs. 

A GMC spokesman said the 
hollow axle was conceived as a 
“neater solution” to the air-reser- 
voir problem, The hollow axle can 
withstand 16 times more twisting 
force than a regular axle, GMC said. 

The tubular axle is six inches in 
diameter and holds 1,000 cubic 
inches of air. It links two rubber- 
ized air bellows on each side of 
the frame. 

When the truck hits a bump, the 
air in the bellows contracts. This 
compresses the air in the axle and 
cushions the impact. 


Hollow Axle Goes on Truck— 








White Distributors Plan Sales Program— 


The National Distributor Council of White Motor Co. is looking ahead to the 
greatest sales year in the history of the company, according to plans discussed at 


the group's annual meeting in Cleveland. 


Standing, from left, are N. O. Gresham, 


White retail and wholesale operations director, and P. E. Tobin, sales vice-president, 
Seated: D. P. Patterson jr., Columbia, S. C., council chairman; |. B, Langford, Corpus 
Christi, Tex.; George H. Fulton jr., Roanoke, Va.; H. H. Young, Canton, O.; L. C 
Brunner, Windsor, Ont.; S. F. DeVore, Casper, Wyo., and R. E. Mountz, Springfield, 
ill. White presented its complete line of trucks and sales plans for the year to the 


distributor organization. 
* & 


White’s 


Purchase of Reo 


Stirs Diamond T Rumors 


CLEVELAND.—White Motor Co. 
last week purchased the assets of 
Reo Motors, Inc., Lansing, a sub- 
sidiary of Bohn Aluminum & Brass 
Corp., Detroit. The purchase price 
was not announced, but it was be- 
lieved to be about $4 million. 

The move gives White a V-8 
engine-production line, broadens 
its participation in the truck field 
and adds two million square feet 
of manufacturing to White’s 
present facilities which total 
about three million square feet. 

White presently builds its own 
six-cylinder engines. It buys its 
diesels from outside suppliers. 

In the area of market participa- 
tion, the purchase brings White 
into the 14,000-19,500 GVW class. 
Last year, more than 85 percent of 
White’s trucks were in the over- 
26,000-pound GVW class, while more 
than 45 percent of Reo’s were in 
categories below that weight. 

The acquisition by White will 
strengthen the Reo parts and 
service setup through its associa- 
tion with the larger White organi- 
zation. 

Of interest to Reo dealers is 
the fact that Reo will operate as 
a division of White and will con- 
tinue to handle its own distribu- 
tion. As yet, there are no plans 
for extensive dualling of White 
and Reo dealerships. 

John C. Tooker, formerly Reo 
president, will be general manager 
of the division, Reo general offices, 
manufacturing and sales head- 
quarters will continue at the Lan- 
sing plant. 

The White-Reo transaction and 
rumors of the sale or impending 
sale of two large blocks of stock 
in Diamond T Motor Car Co. re- 
vived reports that White is negoti- 
ating for Diamond T. 

This was denied in a one-sentence 





GMC workers place a hollow axle on a truck frame. The axle is an integral part 
of GMC's air suspension and is said to be able to withstand 16 times more twisting 
force. Upside down when the axle is mounted, the frame is turned over farther along 
the production line. The insert shows a cutaway view of the axle. 





statement from J. N. Bauman, 
White president. He said: “White 
Motor Co. is not in any way in- 
volved in negotiations for Diamond 
T Motor Car Co.’s stock or any of 
its assets.” 


A similar denial was issued by 


|Z. C, R. Hansen, Diamond T presi- 


dent. In a notice posted on the 
employe bulletin board, Hansen de- 
clared that “no merger or change 
of management is being considered 
by the directors.” 

But the reports persisted, A 
large shareholder in both com- 
panies was quoted as saying, 
“White will eventually get Dia- 
mond T, but I can’t say when.” 
Bohn Aluminum also is a large 

shareholder in Diamond T, and its 
block of shares was one of those 
mentioned as having been sold or 
about to be sold. 

In December, 1955, Bohn blocked 
a move by White to acquire Dia- 
mond T for $8,622,781. At the time, 
Bohn claimed Diamond T’s assets 

(Continued on Page 6, Col. 3) 


N. H. Newspaper 
Slaps Official for 
Foreign-Car Blast 


MANCHESTER, N. H.—The New 
Hampshire Sunday News, published 
here, has chided State Motor Ve- 
hicle Commissioner Frederick N. 
Clarke for his recent threat to 
crack down on foreign cars because 
of what he called an “alarming ac- 
cident rate.” 

The newspaper said it was denied 
access to the reports of 62 accidents 
which Clarke used as a basis for 
his remarks, at a meeting of the 
New Hampshire Automobile Deal- 
ers’ Assn., that “foreign cars are 
appearing in too many accidents.” 

However, the Sunday News 
claimed the 62 accidents cited by 
Clarke as involving foreign cars 
during the first quarter of this year 
represented only 1.33 percent of the 
total of 4,641 highway mishaps. 


Chevrolet Boosts 
Pritchett, Hopkins 


DETROIT. —T, L. Pritchett has 
been appointed Chevrolet zone 
manager in Atlanta, and Fred T. 
Hopkins jr. has been named head 
of the Wichita zone. 

Pritchett, who joined Chevrolet 
in 1937, formerly was a De 
city manager. He also has served 
in Louisville and Jacksonville, Fla 
In Atlanta, he succeeds 
Smith, who will handle special as- 
signments on the Southeast regional 
staff. ’ 
Hopkins, an assistant national 
sales promotion manager, succ 
P. C. Migge who is retiring. Hop- 
kins joined Chevrolet in 1936 and 
has served in the Buffalo, Cleveland 
and Norwood (O.) zones. 
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ROSS-SELLING and _ bootleg- 
ging are the current problems 
this trade. They are the cause 
diminishing dealer profits. The 
mination of these practices must 
the prime target for the fac- 
es, dealers and government. 


We also suffer from false and 


Qnisleading advertising and price 


confusion. These are a matter of 
education. The power to overcome 
them rests with members of this 
trade. 

In our attempt to eliminate 
cross-selling and bootlegging we 
must have the help of both 
manufacturers and government. 
If they are allowed to continue, 
they will weaken or destroy our 
distribution system. This, in turn, 
will have a disastrous effect not 
only on dealers and factories but 
on our national economy. 

These twin menaces stem from 
the elimination of the territorial 
security provisions of the former 
contracts. This contract clause 
must be restored. 

In arguing the return of pro- 
tected territory, I know I am 
going counter to the desire of many 
dealers. If dealers who now prefer 
open territory will look not only at 
themselves but at the trade in gen- 
eral, with long-term vision, they 
would change their minds and be 
more than willing to forego what 
temporary advantages open terri- 
tory brings them and to do the 
constructive thing of helping bring 
about closed territory. 

o > + 


Eliminated After War 
REALIZE that all business is 
subject to antitrust and anti- 

monopoly laws, I think that this is 

as it should be, Furthermore, I 

think these laws should be enforced 

to the fullest. 


Humiliated Visitor 
Sues Ala. Dealer 
For $25,000 


BIRMINGHAM, Ala—aA suit for 
$25,000 has been entered here 
against Vulcan Lincoln-Mercury 
Co. by William E. Campbell, who 
claims he was humiliated and em- 
barrassed by actions of the dealer. 

Campbell came into the dedler- 
ship showroom and asked to use 
the phone. When the request was 
granted, he placed several toll calls. 

pany officials were unable to 
get Campbell to pay for the calls, 
and said he offered a check that 
was not good. 

During the argument, a Vulcan 
salesman investigated the car 
Campbell was driving and found 
that a finance company was look- 
ing for it because several payments 
on it were past due. 

The finance company was notified 
and a representative called police. 
Campbell was arrested and the 
damage suit ensued. 
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But in advocating protected 
territory, I firmly believe that we 
are not encouraging law viola- 
tion. We of this trade and in- 
dustry do not want or expect 
special privileges above the law. 
Territorial security clauses were 
eliminated after the war. 

Denying protective territory is 
putting restrictions on our trade 
that apply to no other. If you don’t 
believe that statement, just inquire 
and investigate other local com- 
mercial practices. 

I don’t believe there is a hard- 
ware jobber in the country who 
does not have certain lines of goods 
that he sells exclusively to one 
dealer in a town, The same is true 
among clothing manufacturers and 
shoe manufacturers. Even the 
little store in my office building 
is an exclusive outlet for a par- 
ticular brand of cigars for the 


entire city. 
* * 


Died During Auto Shortage 


O AUTOMOBILE manufacturer 
has a monopoly. Neither has 
any automobile dealer. If he hasn’t 
competition in his own line, he cer- 
tainly has aggressive competition 
from other makes. 
Even in a _ protected territory 





there is no restriction as to where 
customers can purchase a car. Ex- 
clusive territory has been a com- 
mon practice for retailers since 
the beginning of time, as well as 
the present. 

When factories discarded ter- 
ritorial protection, after all the 
years it had been the practice in 
this trade, there was a shortage 
of cars and dealers weren’t much 
concerned. I feel the factories 
were more than willing to give it 
up at that time. Administrating 
protective territory always was a 

for them. | 

When Iwas with Willys- 
Overland 40 years ago, it required 
a large department. The rule re- 
quired that the car must remain in 
the territory 90 days before a claim 
was filed. We would approve such 
claim after 90 days only to find the 
owner had moved to another city 
and the claim would be entered 
from that point. 

However, we considered it well 
worthwhile. It protected our 
dealers; it encouraged them to de- 
velop their territory; it justified 
them in erecting and maintaining 
larger service facilities, and it 
placed them in a position to profit 
by giving honest, aggressive repre- 
sentation. No territory was over- 
looked or neglected and we could, 
in fairness, expect performance 


from each of our outlets. 
7 > ” 





Consider the Customer 


- OPEN territory no one is re- 
sponsible for satisfying cus- 
tomers. This generates trade con- 
ditions in which few dealers find it 
profitable to consider customer in- 
terest first. With open territory it 
is not only the dealer with the big 
investment who suffers but it is the 
customer who is fast losing brand 
loyalty as well as his general re- 
spect for dealers. 

The interest of the automobile 
owner must be the first con- 
sideration of this industry. 
Taking steps now to bring about 
the return of territorial respon- 
sibility is the statesmanlike thing 
to do. 

I am sure we need no new laws. 
I am sure such clauses can be re- 
instated in contracts without viola- 
tion of present laws. Factories, 
however, are too competitive to 
make this change individually. The 
one which initiated it would, per- 
haps, suffer temporarily. I am 
sure, in the long run, it would 


n. 

But let’s get a ruling now by 
which the manufacturers can act 
unitedly. Let’s not wait until it is 
too late or too little or for a time 
when all profit and capital has 
been forced out of automobile re- 
tailing and thereby suffer a seri- 
ous setback which would take 
years of time and great cost to 
overcome. 


|}dent field by Harvard University. 
| Chief witness will be Dr. Ross Mc- 
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Vacation Information— 


The Greater Detroit Plymouth Dealer 
Assn. has launched its sixth annual travel- 
map giveaway. Here, members of the 
association's advertising committee look 
over one of the posters to be used in 
dealer showrooms. From left are Ken 
Brown, Glenn Walker and Jim Mason. The 





To Regain Public Trust... 





Quality Dealer Setup 


ALBUQUERQUE, N, M.— Fred- 
erick M. Sutter, NADA president, 
told the annual convention of the 
New Mexico Automobile Dealers 
Assn., that the time has come to 
institute a quality dealer program 
in the industry. 

While emphasizing that the 
“wheelers-and-dealers” and the 
“slick” dealers are in the minor- 
ity, he declared that these few 
give the industry a bad name and 
destroy public confidence in the 
industry. 

“The public is getting fed up with 


fourth member of the committee is Bill| the slick deal,” Sutter said, “and 


Snethkamp, not pictured. 


if we wait until this feeling crystal- 





House Safety Unit to Study 
U.S. Aid to Driver Training 


By William Ullman 

Washington Correspondent 
WASHINGTON. — The special 
House Traffic Safety subcommittee 
will hold a hearing June 10 on a bill 
to provide Federal funds to assist 
states in setting up driver training 

programs in public schools. 

Author of the bill is Rep. Ken- 
neth Roberts, Alabama Democrat 
and subcommittee chairman. He 
said prior testimony before the 
unit has shown that groups with 
driver education have less ac- 
cidents than others. 


reached epidemic proportions and 
is a national health problem.” 

He indicated hope that Con- 
gress would appropriate funds 
for greater research into the 
“human factors” underlying ac- 
cidents, saying such information 
“is essential before we will have 
the complete picture.” 

The safety chairman also 
touched on another aspect of pos- 
sible Federal aid with the state- 
ment that the subcommittee’s probe 
may prompt Congress to finance 


Possible hearing witnesses in-| expanded technical research into 
clude the American Automobile} auto safety design through govern- 


Assn., American Bar Assn. and! ment laboratories and proving 
Aetna Casualty and Surety Co.,| grounds. 


Hartford, Conn. 


Deploring the emphasis on speed, 


The subcommittee has also! Roberts said the public is paying 


| scheduled a field hearing in Boston| for horsepower increases not only 


June 15, to take testimony on|in less safety but also “in unef- 
studies made in the highway acci-| ficient operation (of cars) and gas 


Farland, of the school of public 
health, who has done safety re- 
search for 10 years. Massachusetts 
highway officials may also appear. 

A subcommittee staff member 
said that at a later date the group 
may also schedule hearings on 
other safety legislation introduced 
in the House. 

In a speech before the Presi-| 
dent’s Committee for Traffic Safety, | 
Roberts said the destruction of 
human lives on the highways “has| 


Study Proposed 
On U.S. Control 
Of Auto Design 


WASHINGTON. — A congres- 
sional study of whether the Federal 
Government should be empowered 
to regulate, promote and enforce 
maximum safety standards in the 





construction of cars and trucks was) 
proposed in a resolution introduced | 


in the House last week by Rep. 
Thomas Lane, Massachusetts Re- 
publican. 

Lane said it was his opinion that 
auto engineers can perfect radar- 
control equipment to the point 
where a car would automatically 
be slowed to a stop when it comes 
too near another car, person or ob- 


t. 

He called for a “crash program” 
to develop and install such equip- 
ment on every vehicle as a standard 
item. 

Lane said hearings on the bill 
could elicit expert engineering tes- 
timony from the auto industry and 
other sources to determine whether 
radar-control devices or other 
safety equipment are being with- 
held “due to cost, delays or other 
motivations.” 

The legislator charged that auto 
makers are not concentrating on 
mechanical developments to pre- 
vent collisions, adding that they 
have a public responsibility to exert 
every effort to come up with 
“accident-proof” cars to eliminate 
the “staggering” highway casualty 
to! 


Ll. 
He said that with present tech- 


consumption.” 


He expressed belief the growing 
attractiveness of small European 
cars in the U. S. market is due to 
their economy. 

“I personally feel and hope,” he 
declared, “that the automotive in- 
dustry will be greatly helped by 
developing desirable safety features 
rather than having them result in 
lower sales.” 

He added that “safety must 
take precedence over cost, design, 
horsepower and speed where 
human lives are at stake.” 


Roberts said the subcommittee 
hopes the auto makers will act 
“voluntarily” in maximizing the 
|safety of their product but re- 
| peated his warning that if they fail 
|to do so the subcommittee will 
have to move “in behalf of the 
public interest.” 


| He did not elaborate but the 
threat of Federal legislation was 
clear. 


| Needed Now—Sutter 


lizes, we may be too late to recover 
public confidence.” 

At a business session, the 127 
dealer delegates approved two res- 
olutions. One called upon NADA to 
continue its efforts to persuade 
manufacturers to include a service 
responsibility clause in dealer con- 
tracts. 

This is necessary, NMADA said, 
“to protect the public and the 
dealer into whose zone of influence 
a motor vehicle is sold by another 
dealer of the same make.” 


In the other resolution, the 
association voiced emphatic op- 
position to any extension of the 
Fair Labor Standards Act to re- 
tailing. It particularly opposed 
wage-hour legislation pending in 
Congress, especially the elimina- 
tion of retailing exemption. 

Sutter told the convention, “One 
of NADA’s big jobs is to foster a 
spirit of cooperation with manu- 
facturers so that everyone works 
together to improve industry stand- 
ards. 

“Certainly,” he continued, “the 
dealer must have adequate capital 
and facilities; he must render good 
service to his customers, and must 
give his factory a reasonable sales 
volume in his own territory. 

“But if integrity is missing, the 
quality dealer program in mean- 
ingless.” 

Part of the responsibility for a 
quality dealer program rests with 

the factory, Sutter declared. 
“There must be integrity at the 
top factory level which will de- 
mand integrity at all levels of the 
organization,” he said. 

John M, Nash, national chairman 
of the Young Automotive Managers, 
hit at lax credit practices as one 
of the reasons that dealer profits 
stand at 0.8 percent. 

“Everybody in the organization,” 
he said, “should be responsible for 
the credit business his part of the 
firm does. Control of credits re- 
ceivable is one of the primary ways 
in which a dealership can save on 
the investment and keep cus- 
tomers.” 

Nash said that lax credit prac- 
tices actually drive customers to 
the competition, because a customer 
who has been delinquent in pay- 
ments doesn’t want to face the 
dealer and takes his business else- 


Elson G. Sims (Ford), Vincennes, 
Ind., who repeated his plea for 
a standardized, simplified account- 
ing system which will show the 
dealer the true cost of a single- 
unit sale. 

Sims called the retail auto busi- 
ness a wholesale giveaway and de- 
clared that the dropping of the 
service responsibility clause from 
dealer contracts in 1949 has had 
much to do with making it a give- 
away. 








North Carolina Officers— | 





New officers of ihe North Carolina Automobile Dealers Assn., are, from left, Allan 
Mims, Rocky Mount, NADA director; Joe A. Watkins, Oxford, vice-president; Walter 
A. Deal, Asheville, president; Ralph Winkler, Boone, secretary; Bessie B. Ballentine, 


nology, an “accident-proof” car is| Raleigh, executive secretary; and H. S. Mobley, Greensboro, treasurer. The officers 
were elected at the association's 22nd annual convention in Asheville. 


possible. 
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Report German, French Officials: 





Foreign-Car Supply Restricted 


(Continued from Page 1) 


able Park Ave., forecast U, S., sale 
of 25,000 Renaults this year. 

While this is Renault's goal in a 
drive to reach second place in the 
U. S. market, Dreyfus acknowl- 
edged that the French plant would 
be unable to satisfy American dis- 
tributors. 


The distributors reportedly have 
long waiting lists of dealers in- 
terest in the Renault franchise 
but are prevented by their in- 
dividual quotas from signing 
new dealers. 

Salesmen at the new Renault 
showroom in New York told pros- 
pects that there would be a three- 
week waiting period before de- 
livery. Dreyfus said 6,319 Renaults 
had been shipped to U. 8S. dealers 
this year, compared to 2,900 last 
year and 800 in 1955. 

oa * * 


youws reported that U. S. 
purchasers were waiting as long 
as Germans for VWs—six to nine 
months, First-quarter registrations 
of VW in this country totalled 14,- 
645, compared to 10,987 for the same 
period of last year. 

Vorwig, who held a press con- 
ference in the office of James C. 
Zeder, Chrysler Corp. engineering 
vice-president, declined to answer 
the question that has intrigued 
Detroit auto writers: 

“Do you think an American 
auto company will market a 
Volkswagen-type car?” 

Smiling, Vorwig pointed to Zeder, 
who ‘completed a tour of the Euro- 
pean auto industry recently: 

Zeder and Nicholas Kelley jr., 
Chrysler's export vice-president, 
grinned but remained silent. 

Chrysler is understood to consider 
itself at a potential disadvantage 
to General Motors and Ford in the 
event that the VW market grows 
to a lucrative volume level. 

> * 


y= Chrysler lacks a Euro- 
pean-car subsidiary, GM has 
the British Vauxhall and German 
Opel and Ford has been marketing 
its British car in the U. S. for 
several years. The new Vauxhall 
Victor went on display two weeks 
ago in Detroit’s General Motors 
Bidg., whose showrooms often are 
used by GM to sample consumer 
response and interest. 

The West German auto industry 
produces 100,000 vehicles a month 
currently, Vorwig said, Approxi- 
mately half of these are Volks- 
wagens and about 45 percent of 
the overall total is exported, he 
added. 


“The growth of the German auto 
industry in the past 10 years has 
been phenomenal,” Vorwig declared. 
“The VW plant, for example, re- 
covered from the bombing destruc- 
tion of the war to a point where 
in ’48 it was able to produce 15,000 
units. This year, thanks to a new 
truck plant at Hanover, VW may 
go over the 500,000 mark. 

“Overall, our industry will build 





Heat-Resistant— 


Corning Glass Works says its new Pyro- 
ceram has no recorded loss of strength 
at temperatures as high as 1,470 degrees 
Fahrenheit. The company said this Pyro- 
ceram is still rigid after furnace tempera- 
tures hot enough to melt a copper bar 
ond cause a steel bar to sag. 





around 1,200,000 vehicles this year, 
compared to 1,100,000 last year and 
900,000 two years ago. But it would 
be fair to say next year will not 
show a comparable increase.” 

- + * 


yas. making his first visit 
to the U. S., conferred in De- 
troit with the presidents of the Big 
Three auto companies, all of whom 
had met with him last fall in 
France. 


The Renault chief saw no likeli- 
hood that U. S. manufacturers 
would enter the economy-car field 
“because they can’t make any 
money doing that.” 

“Sale of 150,000 cars a year — 
which the European industries 
expect to reach in 1957 in the 
United States — does not hold 
much profit for your companies,” 
Dreyfus told Detroit newsmen. 

Renault is confining its U. S. ex- 
ports to the year-old Dauphine, in- 
troduced at the Geneva show in 

March, 1956. Approximately 116,000 
Dauphines were produced the first 
year of production, which Dreyfus 
said was a record for Europe. 

Dreyfus said Renault has 15 dis- 
tributors and 325 dealers in this 
country and is purposely building 
its retail organization slowly. Most 
of these outlets are concentrated on 
the east and west coasts. 

. = * 


B= Vorwig and Dreyfus re- 
flected the bitter competition 
which has arisen among the Euro- 
pean countries with extensive auto 
industries. 

Vorwig said the German “AMA” 
office in Frankfurt had cabled him 
“frantically” a few weeks ago when 
the British Society of Motor Manu- 
facturers. and Traders opened an 
information office in New York. 

“I looked into it and decided 
there was no reason for us to 
compete on this level,” he re- 
marked. 


Dreyfus said Renault was shoot- 






CORNING, N. Y.—Corning Glass 
Works announced last week that it 
has developed “a whole family of 
new wonder materials.” According 
to company scientists, they are 
tough, heat-resistant substances, 
harder than high-carbon steel, 
lighter than aluminum and nine 
times stronger than plate glass. 

Pyroceram. is Corning’s trade- 
mark for the new crystalline ma- 
terials made from glass, The first 
use of them will be in radomes 
—nose cones for missiles. 

Possible automotive applications 
include: Gas turbine engine parts, 
such as turbine blading and com- 
bustion chamber liners, where there 
is need for low-cost material that 
will maintain strength at high 
temperatures. 

Speculating on future applications 
of Pyroceram to automotive com- 
ponents, it is anticipated the new 
material may be specified in places 
where its unusual combination of 
properties is advantageous—e ven 
though there is no special need for 
resistance to high temperatures or 
thermal shock. 

Among such possibilities might 
be: 


1, Roof pillars and window 


2. Automotive structural and 
sheet-metal areas where Pyro- 
ceram’s unusual combination of 
properties might open up new de- 
sign possibilities for using the ma- 


terial in either transparent, opaque. 


or tinted forms. 

The new materials were invented 
by Dr. S. Donald Stookey, manager 
of Corning’s fundamental chemical 
research department. 

The Pyroceram announcement 
opened a four-day company cele- 
bration marking completion of a 
new research and administration 
center. The center will be named 
Houghton Park, in honor of the 
company’s founding family. 

William C. Decker, Corning 





Corning Reports New Family oh 
Claim Wonder Materials 


ing at Volkswagen, with VW’s first- 
place spot in U. S, sales a prime 
target. 

“Our automobile,” he said, “will 
outperform anything in its class im- 
ported into this country today, And 
just as soon as the public discovers 
this, we are bound to be in the 
top spot.” 

Asked about the proposal for 
public sale of Volkswagen shares 
by the West German government, 
Vorwig said the German “AMA” 
favored free ownership, He pointed 
out that the plan as set forth by 
the Adenauer government would 
forbid any single company or com- 
bine from getting a controlling 
bloc of shares. 

+ * . 

|e stu ys Germany, he said, still 

is closed as a new-vehicle 
market for Western Germany, al- 
though the Communist nation has 
recently expressed a desire to buy 
used cars in the West. Prospects 
are brighter for doing business soon 
with Czechoslovakia, Poland and 
Yugoslavia, he said. 

The three factors tending to 
freeze German car design, said 
Vorwig, are lack of space, high 
cost of fuel and the fact that taxes 
are based on engine displacement. 

“Traffic in our cities is worse 

than Detroit or New York,” he 
explained. “Gasoline costs about 
60 cents a gallon, and a VW 
owner pays a ‘possession’ tax of 
$220 a year, starting with the date 
of sale.” 


Vorwig voiced enthusiasm about 
the auto market possibilities in the 
proposed six-nation economic agree- 
ment, which over a 12-year period 
would abolish customs duties among 
six nations with a population of 
160 million—Belgium, France, Italy, 
Luxembourg, The Netherlands and 
Western Germany. 








for Pyroceram: Parts for super- 
sonic aircraft, jet engine compon- 
ents and piping for chemical and 
oil-refining industries, 


with a wide range of controlled 
materials. 

On the subject of price, the com- 
pany said, “Pyroceram probably 
cost little more than glass and far 
less than steel.” 

The company noted that Pyro- 
ceram products can be made in a 
wide variety of shapes. The ma- 
terial starts as glass and can. be 
formed like glass by conventional 
blowing, pressing, drawing or spin- 
ning techniques; It also can be cast 
like metals. 


— 


Ace Motor Sponsors Truck Show— 


1957 





At S-P's Spring Driveaway— 


The first Studebaker truck dealer starts for home after taking delivery of this 
new Transtar pickup during the 1957 spring driveaway at Studebaker-Packard’; 
proving ground near South Bend. There were 899 cars and 120 trucks turned over 
to dealers during the two-day driveaway. 


FRB and Ike See No Need 


For Restricting Credit 


(Continued from Page 1) 
credit. Real estate and other loans| and rose about $2.5 billion in 1956, 


have helped bring it on, too, 

5. “Tight money” and slower auto 
sales have put the brakes on the 
rapid rise in installment credit. 

6. “Crazy credit” practices in 
1954 and 1955 were the result of 
temporary conditions. 

7. Consumer credit seems likely 
to expand more slowly from now 
on. 

8. FRB doesn’t think peacetime 
credit controls can be enforced, 
anyway. 

* > > 

HE credit study grew out of a 

request in the President’s 
Economic Report to Congress in 
January, 1956. The report did not 
recommend credit controls or stand- 
by authority, but suggested that it 
was a good time for Congress and 
the Executive Branch to study the 
problem. 

Last week’s statement from the 
White House included the sum- 


It is believed that Dr. Arthur F. 
Burns, former CEA chairman, fa- 
vored an outright request for stand- 
by authority in early 1956, but 
agreed to the request for a study 
as a compromise with anticontrols 
forces. 

Burns resigned later in 1956 and 
has been replaced by Raymond J. 
Saulnier. 


HE new council memorandum, 
as summarized by the White 
House, takes indirect notice of the 
fact that the 1955 installment buy- 
ing spree tapered off in 1956, and 
said it was not likely to happen 
again. 
The volume of installment debt 
increased about $5.5 billion in 1955 













Shown above is a portion of the fifth annual truck and equipment show sponsored 
by Ace Motor Sales, Inc. (Ford), Woodbury, N. J. The display included a full line of 
Ford trucks as well as related items, such as trailers, earth movers, cargo lifts, diggers, 
buses, vans and industrial tractors. The show, held at the dealership, was planned by 
president, listed these possible uses' A. N. Eastlack jr., president, and Pete Russo, truck manager. 





So far in 1957, it has been trimmed 
about $300 million to $31.3 billion. 


Federal controls over consumer 
credit ended in 1952 when Regula- 
tion W was lifted. It had been 
used two years as a Korean War 
emergency curb on inflation. 

That regulation and others dur- 
ing and after World War II set 
minimum downpayments and maxi- 
mum repayment periods for in- 
stallment loans on such things as 
automobiles and appliances. 

> > o 
7= FRB governors last week 
also adopted a minor technical 
amendment to Regulation T which 
relates to margin requirements of 
brokers and dealers. 


margin 

ments certain loans made for 
capital purposes to a member or 
member firm of a national se- 
curities exchange. 

The principal effect of the amend- 
ment is to recognize the fact that 
corporations now are permitted to 
be members of a securities ex- 
change. 

Accordingly, it broadens a section 
of the regulation to cover capital 
purpose loans between corporate 
members of exchanges and their 
affiliates, as well as between mem- 
ber firms and their affiliates. 


New-Car Market 


Faces June Test; 
Profits. at Stake 


(Continued from Page 1) 


with cash prizes or extensive retro- 
active bonuses. 
> * - 


SLACKENING also has been 

noted at the wholesale level of 
the used-car market, with 
prices and activity heading down- 
ward. 

According to Automotive News’ 
index, the overall average price 
of used cars sold at wholesale 
auction last week leveled off at 
an even $900, some $3 below the 
previous week’s level. 

It had taken 22 weeks for the 
average price to drop to $900 from 
the $1,000 level. In 1956, used-car 
averages fell below $900 in the sec- 
ond week of January. 

On last week’s index, the price 
of ’56s rose $2 to $1,576, while '51s 
also went up $2 to $239. The price 
of 50s remained unchanged at $193. 

All other adjustments were down- 
ward, as follows: ’55s, off $1 to $1- 
211; 53s, off $2 to $557; ’52s, off $8 
to $357; 54s, off $6 to $834, and ‘578, 
off $14 to $2,236. 

> ~ + 


International Sales Up 


International Harvester’s t ruck 
division set a record in April when 
domestic sales totalled more than 
$52 million, according to L, W. Pier- 
son, manager of motor truck sales. 
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Use Stainless Steel trim to help you sell! 


Looking for a way to boost your Hudson sales? 
Then don’t neglect the Stainless Steel trim used 
to heighten the style on the new models. 

Show the Stainless trim to your customers. 
Point out its advantages over other brightwork 
material—its strength, its hardness, its dura- 
bility. Stainless withstands denting and scratch- 
ing, pitting and corrosion. Car-washing deter- 
gents will keep it clean without discoloration. 
Best of all, the beauty of Stainless trim on the 
new Hudson will still be evident years and 


years from now. 

Your customers are already familiar with the 
outstanding job Stainless Steel does in hun- 
dreds of daily applications. You can use this 
familiarity to make your selling job easier. 

These sales points will go to work for you! 


USS 
Stainless Steel 
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‘No-Man’s Land’ Wiped Out? ... 


NLRB Seen 


Covering 


Added Dealerships 


HE National Labor Relations 
Board will probably expand its 
jurisdiction soon to handle some of 
the dealership labor disputes that 
have been pushed into “no-man’s 
land” by the recent Supreme Court 


decision. 

Boyd S. Leedom, NLRB chair- 
man, said last week 
that if Congress 
doesn’t do something 
about it—by ceding 
more jurisdiction 
over labor disputes 

‘to the states—the board intends to 
do what it can to help. 

Formerly, the state courts and 
labor boards moved into any dis- 
pute in which the NLRB decided 
the employer did not have a suffi- 
ciently large volume of interstate 
commerce to give the NLRB juris- 
diction. But the Supreme Court 
upset this procedure by ruling that 
state courts and laws cannot take 
over in disputes when the NLRB 
refuses to act if the employer is 
involved in any amount of incom- 
ing or outgoing interstate com- 
merce. 

Admitting that its decision 
might “create a vast no-man’s 
land, subject to no regulation or 
court,” the Supreme Court ruled 
that to grant states jurisdiction 
im cases covered by the Taft- 
Hartley but refused by NLRB 
would “produce confusion and 
conflicts in Federal policy.” 

The high court suggested these 
three solutions: 

1. Congress could be asked to 
change the law to permit the states 
to enter cases the NLRB refused 
to enter. 

Despite pressure from many un- 
fons and a few management groups 
(especially the dealers in Gales- 
burg, Ill), there is little likelihood 


Pearson Closes 
Deal; Blames 
Lack of Plymouths 


BURLINGTON, Vt. — Too much 
business has put a Burlington auto- 
mobile dealership out of business. 

John Pearson, president and 
treasurer of Colonial Motors 
(Chrysler-Plymouth), explained the 
closing of his company with this 
statement: 

“We could sell 25 Plymouths a 
month. We got four. 

“The quota was cut down in May; 
we got a few for June. This has 
been going on since last Novem- 
ber. : 


“We hated to make the move, but 
we couldn’t stand the pressure any 
longer.” 

Pearson formed the company 
June 1, 1956, with Antonio Pomer- 
leau as vice-president. Last fall, 
the dealership moved to new head- 
quarters on the Williston road. 


that Congress will take this action 
before it adjourns next month. 


2. NLRB might seek a loophole 
in the Federal law to cede jurisdic- 
tion to the states. Insiders say they 
can’t see any governmental agency 
voluntarily giving away any of its 
authority. 

3. NLRB could simply reassert 
its jurisdiction over cases it now 


refuses. 
> * + 


Logical Solution 


HIS solution is considered the 
most logical because (a) it 
would be the easiest to implement, 
(b) it would be fairest to workers 
and employers by applying uniform 
labor regulations throughout the 
country, (c) it appears that the 
Supreme Court feels that this is the 
most suitable solution and (d) it 
is the solution that could be most 
quickly applied. 
The principal disadvantage of 
this solution is that it would in- 


NLRB branch offices by as much 
as 20 percent and most local chair- 
men feel that their staffs are al- 
ready working to capacity. The 
amount of extra work would be de- 
pendent upon the degree to which 
the jurisdiction is expanded. 

However, one ranking NLRB 
official said 60 to 100 extra men 
could probably handle the extra 
work and that these additions 
would probably cost $500,000 to 
$750,000 more a year. He added 
that Congress could pass a sup- 
plementary appropriation to pro- 
vide this amount. 


One thing that would prevent the 
NLRB from ceding its authority 
to state labor boards is that the 
NLRB can do this only when the 
state board has policies and regu- 
lations similar to the national 
board. This is not the case in most 
states. 

Generally, the unions prefer the 
NLRB to state courts and boards, 
despite the union tendency to criti- 
cize the present board. But the 
unions have found the state agen- 


cies even tougher. 
. = * 


Buffalo Union Wins 


. Local 55 of the 

United Auto Workers has won 

an election among auto salesmen 

in Buffalo at Kiepfer Bros. (Buick) 

by a 6-2 majority. This is believed 

to be the first victory for any in- 

ternational union among Buffalo 
salesmen. . 

Earlier, Local 55 was involved 
in a dispute at Truman Collision 
Service in Buffalo in which two 
employes were injured while try- 
ing to cross a picket line. Police 
are now guarding the firm’s en- 
trance. 


In New Haven, Conn., the State 
Labor Relations Board has con- 


ducted elections at two dealerships 
(Continued on Page 49, Col. 5) 








Ford TV Commercial Wins Award— 


Ford division and its advertising agency, J. Walter Thompson Co., have won a 
New York Art Directors Club medal in the 36th annual National Exhibition of Ad- 
vertising and Editorial Art and Design for the best complete animated television 
commercial of 1956. Created and produced by Playhouse Pictures, Hollywood, the 
animated commercial, entitied “Rope,” is one of a series of 12 openers used on 


the Tennessee Ernie Ford show on NBC-TV. 


| 











Vocational Students See Service Show— 


More than 200 automotive graduates of Boston vocational schools toured the Na- 
tional Automotive Service Show as guests of the National Standard Parts Assn. Shown 
above are this year's graduates from Franklin Technical Institute of Boston. The 


school was one of 20 invited to the show. 





Sales Bonuses Offered 


By Joseph M. Callahan 
Staff Writer 


| AN effort to stimulate a spring 


sales push, Ford, Buick, Chevro- 


let, Mercury, Dodge and Lincoln 
are giving bonuses to dealers and 
salesmen. 

However, some of the factories 
aren’t too optimistic and are willing 
to pay extra to their dealers and 
salesmen if they’ll just do as well in 
May and June as they did in Janu- 
ary, February and March, 

Although the Ford dealers 
won’t profit too much personally 
from the bonuses offered by their 
factory, they are happy with 
their bonus program because it 
is based on a plan they have 
long advocated and one which 
was recommended to the factory 
by the National Ford Dealer 
Council. 

Under the plan, dealers will re- 
ceive $50 for each car and $80 for 


Reo Sale to White 
Stirs Rumor on 
Diamond T Deal 


(Continued from Page 2) 


were worth more than the White 
offer. ; 

The other block of Diamond T 
stock mentioned in the sale reports 
is owned or controlled by C, Russell 
Feldmann, of Stanford, Conn. Bohn 
and Feldmann are said to own or 
control some 254,000 of the 421,259 
Diamond T shares outstanding. 

Bohn acquired Reo late in 1954 
when it took over a contract for 
the purchase of Reo’s assets 
which was held by Henney Motors, 

Inc. Feldmann was Henney’s 

president and principal share- 

holder. 

Bohn acquired a 67 percent inter- 
est in Reo, and the remaining 33 
percent was obtained by Bohn ex- 
ecutives and others. 

The purchase of Reo is another 
step in White’s diversification pro- 
gram. First to be acquired, in 1951, 
was Sterling Motor Car Co., builder 
of off-highway vehicles, Next came 
Autocar Co., in August, 1953, Auto- 
car now builds both highway and 
off-highway units. 

In March, 1955, White acquired 
the diesel engine division of Na- 
tional Supply Co., which produces 
stationary engines. White also is 
national distributor for Freight- 
liner, a line of light weight, heavy- 
duty, high horsepower diesels built 
on the West Coast. 


U. C. Reports Extended 


To All Buffalo Dealers 


BUFFALO. — All Buffalo auto 
dealers now are required to send 
the Police Department a report on 
all used vehicles and parts and ac- 
cessories thereof which are bought, 
exchanged or obtained by trade. 

Used-car dealers have been sub- 
ject to such a regulation for several 
years. Under an amendment to the 
city ordinance, new-car dealers are 
included for the first time. The pur- 
pose of the rule is to screen the 
vehicles for stolen cars. 


By Six Car Makers 


crease the work loads of the 30) 


each truck they sell in excess of 
their quota during May and June. 
The quota is about 67 percent of 
their sales in the first quarter of 
1957. 


The factory recommends that the 
dealers pass this bonus on to their 
salesmen as sales incentives in any 
manner devised by the dealers. 


Ford dealers, and dealers in other 
lines, have long felt that these 
nationwide contests were unsatis- 
factory because they did not take 
into account the differences in sales 
forces, localities, previous contests 
and other important factors. 

* 


Ford dealer, for example, is 

giving his salesmen a $25 bonus 

for each sale in excess of his in- 

dividual quota. At the end of June, 

all money from the factory will be 

divided among the quota-exceeding 

salesmen, after the previous $25 
bonuses are deducted. 

This is part of Ford division’s 
“May-June Spring Selling Sweep- 
stakes,” which is offering some in- 
teresting prizes to salesmen. The 
national winner of the contest will 
receive $100 a week for the rest of 
his life. 

The winning salesman in each of 
Ford’s 34 districts will have his 
choice of a cabin cruiser, a college 
education for his child, complete 
furnishings for a home or a fully- 
equipped Ford Skyliner. There are 
also numerous other prizes, 

Prizes go to the salesmen who 
write the best 50-word articles on 
“How to make a conquest sale.” 
Salesmen have to make their in- 
dividual quotas to qualify for the 
contest. They are also eligible for 
merchandise. 

From May 1 to June 30, Buick 
is paying its dealers $150 and its 
salesmen $50 for every car they 


sell in excess of 85 percent of their 
(Continued on Page 49, Col. 4) 





Anniversary Celebration— 


Don Alien, second from right, receives 
a 73-foot scroll of congratulations from 
his 1,000 employes during the celebration 
of his 20th anniversary as a Chevrolet 
dealer. The anniversary coincided with 
the grand opening of his new dealership 
in Albany, the city where he started in 
business. From left are W. B. Sherman, 
Albany general manager; A. E. MacQueen, 
sales manager, Allen; and Don Seymour, 
operations manager for the Allen organi- 
zation. 


—_—. 


62,000 Acclaim 


Service Show 


Boston Event Called 
Pattern for Future 


By Harry Stanton 
Staff Correspondent 

BOSTON. — More than 62,000 
persons attended the 1957 National 
Automotive Service Show at Com. 
monwealth Armory. According to 
Draper M. Harvey, administrative 
executive of the show, the event 
was “a tremendous success.” 

Many exhibiting manufacturers 
not only built up substantial 
backlogs of orders for future de- 
livery but actually sold for im- 
mediate use the equipment on 
display in their booths, he said, 

Lynn Woolman, general manager 
of the Equipment & Tool Institute, 
was quoted as saying the Boston 
show “will mark the pattern for al] 
future shows.” 

More than 300 manufacturers 
utilized 539 booths to display their 
wares to New England’s automotive 
trade. So great was the demand for 
space that an auxiliary -tent had 
to be erected to supplement the ar- 
mory’s more than two acres of 
floor space. 

Show days were from Thursday 
through Sunday (May 23-26), fol- 
lowing a series of meetings and 
convention sessions by sponsoring 
and affiliated groups during the 
early part of the week. 

Among convening groups were 
the National Standard Parts 
Assn., Motor & Equipment 
Wholesalers Assn., Motor & 
Equipment Manufacturers’ Assn. 
and Automotive Boosters Club. 

Fuel-injection and automatic- 
transmission clinics were held as 
part of the show and were well 
accepted. A special committee ar- 
ranged sightseeing trips, a fashion 
show and a breakfast for the wo- 
men attending the conventions and 
the show with their husbands. 

Exhibitors and association of- 
ficials agreed that the show direc- 
tors added several innovations that 
will become standard practice for 
such shows. 

One was NSPA’s invitation to 
graduates of vocational and techni- 
cal schools with automotive classes 
to visit the show. The exhibitors 
spent considerable time showing 
the young mechanics how their 
machines worked, and they let the 
boys operate them. 

Another feature was the thor- 
ough manner in which the job- 
bers were organized, not only in 
the immediate area, but in the 
whole of Region I which includes 
New England, New York State, 
New Jersey, Delaware, Pennsyl- 
— and the District of Colum- 


A goodly number of representa- 
tives from these states attended the 
show, along with jobbers from Can- 
ada, southern and western states 
and export men from other coun- 
tries. 


NADA Sponsors 
2nd Conclave on 
Service Profits 


WASHINGTON.—A second work- 


_ |ing conference on “Profits in the 


Service Department” will be held 
by NADA in the Shoreham Hotel 
here June 4. 

Topics run from setting up and 
running a service department to 
methods and systems of controlling 
expense. Listed among the speakers 
is an Ohioan whose service absorp- 
tion is 124 percent. 

Question and answer sessions will 
deal with the problems of individual 
dealers. 

A similar conference was held in 
Boston Apr. 9. 





No Auction 

Because Automotive News went 
to press on Wednesday last week, 
the Detroit Auto Auction feature 
is not carried in this issue. The 
report will be resumed in 
next issue. Other auctions 0B 
Pages 42, 43, 46, 51. 
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—as well as many others in The Inquirer—receive so many questions. 
And that’s why readers have confidence in the answers. 


The Inquirer has always been a loyal citizen of the community it 
serves. And so it has won the loyalty and confidence of readers far 
beyond any other newspaper in its area. : 







People come to As a result, The Inquirer enjoys amazing response for editorial fea- 
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a The Inquirer because tures ...and for its advertisers. That’s why more advertisers place 
The Inqu irer goes to more linage in The Inquirer than in any other Philadelphia newspaper ! 
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Major Breakthrough for Dealers .. . 


D.C. Papers OK Local Ad Rates 


(Continued from Page 1) 
lem. It’s best handled at the local 
level, It should be handled logically, 
calmly, without emotion. 

* . * 

a the problem: Many 

newspapers, especially in the 
larger cities, have many different 
rates for various types and classes 
of advertising. One is a ‘national’ 
rate for manufacturers. Another is 
a ‘local’ rate, considerably lower in 
cost. 


“Some newspapers charge new- 
car and new-truck dealers the 
national rate for display adver- 
tising in which any mention is 
made of the new car or truck 
handled by the dealer. 

“At the same time these news- 
papers charge the local rate to 
other retailers despite the fact that 
nationally distributed products are 
featured by these retailers in their 
advertisements. 

“Display advertising should not 
be confused with classified, co-op 
or factory-placed advertising. 

“Recently, a number of news- 
papers have discarded the national 
rate policy for automobile dealers. 
Now is the time to get all news- 
papers to do it. 


* . 
APER publishers and ad- 
vertising managers are usually 
rugged individualists. It’s their 
stock in trade to resist pressure. 
It’s to the dealers advantage to 
avoid an appearance of pressure. 





the factory are not fully understood 
by the newspapers. They are 
worried about them. 

“Let the newspaper people know 
that you could understand — even 
you didn’t appreciate it— 


change their policies 
co-op system existed. 


“It’s importance is clear when 
one-third of all na- 


if not removed entirely. 
newspapers charge local 
rates now. 


“About 35-40 percent of the large 


“3 DEALERS are independent 
* advertisers. 

“Some manufacturers reimburse 
their distributors and dealers for 


dealers 
corresponding increase from the 
manufacturers at the national 





logical for newspapers | ©) 


(In newspaper circles, considerable |help to renew the faith of dealers 


publicity has been given to this), 
“Advertising media in competi- 
tion to newspapers frequently use 
the rate charges in their sales 
approaches to dealers. 

“Dealers feel that the rate differ- 
ential is unfair and discriminatory. 
This attitude is bound to affect the 
dealers’ desire to advertise in the 
media, ‘ 

= * 


‘as wild claims, gimmick 
advertising, price and discount 
appeals used as bait, fantastic 
claims in overallowances have been 
predominant in advertising copy for 
the past few years, many dealers— 
like much of the public—have lost 
faith in advertising, 

“A change in the rate charges, 
coupled with new sales appeals, will 


L-O-F Agrees to End 
Price Favors for GM 


WASHINGTON. — The Federal 
Trade Commission last week ap- 
proved a consent order prohibit- 
ing Libbey-Owens-Ford Glass Co. 
from selling automobile safety 
glass to General Motors at prices 
lower than those charged com- 
peting customers. 

An FTC complaint, issued last 
Dec. 26, had charged L-O-F with 








in all forms of advertising. 

“5. The newspaper is free to 
act. It is illegal for any national 
or state organization to set prices 
or a system of pricing for its 
members, 

“The American Newspaper Pub- 


lishers Assn, cannot dictate to a| j 


local paper as to what prices must 
be charged for space. If the news- 
paper in your city used this excuse, 
gently remind him of the law—you 
are under the same law. 
7 os = 
- WORD of caution and warn- 
ing: 

“1. Avoid any threats of any 
nature, 

“2. Don’t use legal arguments, It 
is yet to be proved that it is illegal 
for the newspapers to charge differ- 
ent rates to different advertisers. 

“Some newspapers have as 
many as 40 different rates, If a 
court had acted on a case you can 


tions . . . make this a man-to-man 
talk between you—the individual 
dealer—and the newspaper official. 

“You'll just cloud the issue if you 
talk of the Department of Justice 
and the Federal Trade Commission. 
These agencies have known about 
the multiple-rate system a long 
time, and they have shown no in- 
clination to crack down. 

“4. Don’t threaten to boycott the 
newspaper if it doesn’t change its 
rates. Don’t promise more advertis- 
ing if it does.” 


Exhorts Dealers to Lead 


Wiles Tells Tenn. Dealers Franchise System 
Faces Survival Challenge 


(Continued from Page 2) 


faster rate than does our popula- 
tion.” 

Other TAA convention speakers 
debated the question of whether 
there will be smooth sledding 
ahead for dealers. 

Accentuating the positive was 
Warren A. King, director of auto- 
motive merchandising for Life 
magazine. Edward Payton, automo- 
tive business management con- 
sultant, of Cleveland, was less 


ptimistic. 

Citing the nearly eight million 
cars sold in 1955, King told 400 auto 
dealers, manufacturer’s representa- 
tives and sales finance executives 
that the outlook in the field over 
the next quarter of a century is 
“exhilarating.” 

Payton warned, on the other 
hand, that many auto dealers have 
become complacent while accepting 
as “gospel” the idea that they are 


entitled to a profit. 

“The automobile is a 
profit or loss operation,” he de- 
clared. “You have no title what- 
soever to a profit.” 

The elderly consultant, whose 
firm lists Sears-Roebuck and Co. 
and Standard Oil of Ohio among 
its clients, said there will be a 
28,100,000 increase in population 
over the next eight years. 

“But only 20 percent of this figure 
will be in the buying age range. 
The other 80 percent will be either 
too old or too young to be con- 
sidered automobile buyers.” 

Payton recommended that 
dealers “keep the working capital 
turning” and watch the big busi- 
nesses to see what they are doing 


capital. 
M. R. Darlington jr.. managing 
director of the Inter-Industry High- 


people are afraid to get out on the 
highway on weekends and holidays,” 
he said, “and with good cause, too.” 

Darlington said the new highway 
system, when completed, will save 
about 3,500 lives per year. He urged 
dealers to attend local hearings on 
expressways and get behind the 
program. 


rate.| ter, he advised passage of state 





vehicle inspection codes and 
adoption of driver training 
courses in all high schools. 

In connection with driver train- 
ing courses, he said dealers would 
do well to loan automobiles to 
schools for that purpose. 

“The kids, all potential custo- 
mers, learn to drive your brand of 
car and will likely buy it when they 
get ready for such a step,” he said. 
“The loaned car also is a moving 
billboard for advertisement pur- 
poses and you will have the op- 
portunity to sell it to the school 
faculty.” 

Carroll G. Oakes, Morristown 

to-Plymouth dealer, was re- 
elected to his second term as as- 
sociation president. Also renamed 
for additional terms were David P. 
Whelchel, of Nashville, executive 
vice-president and general man- 
ager, and Roy A. Cruze, Knoxville 
Nash dealer, secretary-treasurer. 

Delegates voted to hold next 
year’s session June 15-17 at Nash- 
ville. 


A Ford Winner Again— 

Harry Morris, left, owner of Lubbock Auto Co., Lubbock, Tex., receives the Ford 
Four Letter Award from J. B. Glass, Ford Dallas district sales manager. The dealer- 
To reduce the highway slaugh- | ship has won six of the awards based on finances, management, spirit and facilities. 


The 1956 awards are going to only 23 of the 209 dealerships in the Dallas district. 


With DeSoto 25 Years— 


Arthur J. Grootegoed, left, co-founder 
of Mayfield Village Sales & Service, Inc. 
(DeSoto-Plymouth), Mayfield Village, O., 
receives a silver tray on his 25th anni- 
versary as a DeSoto dealer. The presen- 
tation is made by Eugene Roberts, DeSoto 
regional manager, at a dealer luncheon 
in Cleveland. 





Kurland Named _ 
Distributor for 
Simca in 14 States 


DENVER.—Kurland Motors, for 
17 years a Willys distributor here, 
has been appointed distributor for 
the French-built Simca in a 14 
state area. 


Gene Kurland said his firm ex. 
pects to distribute 6,000 Simcas an- 
nually through an initial dealer or. 
ganization in 44 key cities in the 
area between the Mississippi River 
and the Rockies. 


Kurland said the move to Simca 
was the result of more than six 
months’ analysis by his firm of the 
imported-car market. 


Kurland will continue to handle 
Willys. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! 
you? 


Are 


Oil Industry Seen Ending — 
Legislative Isolationism 


ATLANTIC CITY, N. J.— There 
are increasing and encouraging 
signs that the various segments of 
the petroleum industry are emerg- 
ing from their legislative isolation- 
ism, according to Thomas E, Sun- 
derland, genera] counsel, Standard 
Oil Co. (Ind.) 


Sunderland addressed a jobber 
workshop session during the mid- 


year marketing of the 
American Petroleum Institute. 
Other workshops took up opera- 
tions and engineering, service 
station problems and personnel 
training. 


In the past, Sunderland said, 
there has been a dangerous tend- 
ency for each segment of the oil 
industry to think that restrictive 
legislation or regulation affecting 
one segment would leave the re- 
mainder of the industry untouched. 

He saw signs that the entire in- 
dustry is pulling together and 
praised the jobbers for leadership 
in this regard. He urged oilmen to 
regard a threat to any portion of 
the industry as a threat to the in- 
dustry as a whole and to act ac- 
cordingly. 

Sunderland asserted that one of 
the great problems facing the in- 
dustry today is a “relentless cam- 
paign to subject private enterprise 
to continually increasing govern- 
mental controls and bureaucratic 

ions.” 

A panel discussion of “Patterns 
of Service Station Construction 
Costs” was a feature of the opera- 
tions and engineering workshop. 

It was asserted that a service 


for both land and plant in areas 
of greater potential. 
To counteract this, the panelists 
recommended “progressive stations.” 
These were described as stations 





with a minimum of original floor 
area and facilities, but designed to 
permit economical growth as the 
potential increases and warrants 
further investment. A five-year de- 
velopment program was outlined. 

The panelists were Vernon R. 
McCoy, D-X Sunray Oil Co., Tulsa, 
Okla.; J. E, Niland, Humble Oil & 
Refining Co., Houston, and C. B, 
Popkin, Continental Oil Co., Hous- 
ton. 


In the service station workshop, 
petroleum dealers were told to 
mind their Ps and Qs—P for “Pres- 
tige” and Q for “Quality.” The 
speaker was Samuel Rosenwasser, 
who operates stations in Brooklyn, 
_ ws 


Declaring that the oil industry 
needs better relations, he added, 
“We all have friends, neighbors 
and acquaintances in other fields 
of endeavor. Let us talk up the 
oil story. Let them know the truth 
about the accomplishments of the 
industry.” 

However, he warned the dealers 
that as the first step toward build- 
ing prestige, they must “respect 
one another and have forward- 
looking, ethical and courageous 
policies.” 

Speaking on personnel training, 
C. H. Stewart jr., Portsmouth, Va, 
said management institutes and 
clinics, offered in many areas, are 
helpful in showing how to train 
men, how to supervise and how to 
increase sales. 

He also discussed the importance 
of proper delegation of responsi- 
bility. 

The jobber viewpoint was pre 
sented by J. E. O’Neal, Sinton, Tex, 
who spoke on “What the Jobber 
Wants to Learn.” 


“We want to learn more about 


“We want to learn how to work 
more closely with our suppliers . .-. 

“We want to learn more about 
how to reduce costs by increasing 
efficiency of personnel, proper a 
counting, inventory control, analysis 
and evaluation of these... 

“We want to learn more about 
vital legislation which can affect 
our industry.” 


Tidewater Offers 

‘Super’ Gasoline 
NEW YORK.—Tidewater Oil ©. 

has introduced its new “100-octane 


plus” Flying A Super Extra gase 
line at its service stations in thé 


Flying A Super Extra replace 
Tidewater’s former premium graée. 

The new gasoline is produced ® 
Tidewater’s new Delaware refinefy 
a $200 million electronically co® 
trolled installation. 
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AUTOMOTIVE WASHINGTON 


All Oppose ‘Tax Cut Now 


But Reasons Differ | 


By William Ullman 


Washington Correspondent 


ee ae and the President agree that tax cuts are out 


of the question this year, 


but their reasons differ. The 


President thinks we should reduce the national debt; the | 
Senate thinks it can get bigger tax cuts by waiting until | 
next year. Still another reason for holding off on tax reduc- | 


tions was advanced by the 
staff of the House-Senate 


Ecomnomic Committee. The 
committee insists that tax cuts 
should not be voted as long as in- 
flation persists. 

Committee staff members also 
reported they feel “moderately op- 


timistic” about the U. S. economic} 


outlook for the rest of the year. It 
looks now, they said, as if con- 
sumer, business, and government 





© a “ 
plus was predicted as in “the $1) 


billion to $2 billion range.” | 

There was general agreement 
that there has been no slackening 
in inflationary pressures. If any- 
thing, the staff thought they may 


have increased. 
* * ok 


Living Costs Up 


— support to this view was 
the news that living costs in 


the Department of Labor’s con- 
sumer price index advanced 0.3 


percent, a 3.8 percent jump over| 


@ year ago. 


The increase will mean a two- | 


cent-an-hour wage increase for 
some 1,400,000 automotive, elec- 


trical and farm machinery | 


workers. 


Labor’s Bureau of Labor Statis- 


tics checks prices in eight major 


groups of consumer purchases to 


come up with its index. 

Of the eight, only one group— 
clothing showed a decline 
April. Food, housing, 
tion, medical care, reading and 
recreation and other goods and 
services all increased, 

Of the 19 major legislative pro- 
posals advanced by the President 
in January, only two had become 
law two weeks ago. 

* od * 


Road Program May Grow 

7 big highway program may 
get even bigger. 

~A Senate public works commit- 

tee has voted unanimously to in- 

crease the 41,000 mile interstate 


purchases are on the increase. The the U. S. rose again in April for) system to 48,000 miles. 


gross national product this year, it 
was forecast, should hit about $435 
billion, compared with an annual 
rate in 1957’s first quarter of only 
$427.1 billion. 


reasons for the 
expected up- 
turn, the staff 
concluded, are 
the tapering off 
of the housing 


liquidation. Very 
soon, invento- 
ries will start | 
accumulating again, the econo- 
mists said. The budget surplus 
for the current fiscal year—which 
ends June 30—will run about $1 | 
billion, compared with an earlier | 
guess of $1.7 billion, the staff re- 
ported. 

For the next fiscal year, if there 
are no retroactive tax cuts, the sur-! 





William Uliman 


Parts Executive 
Takes Issue with 


BBB in Chicago 


CHICAGO.—A Chicago parts firm 
has taken issue with a Better Busi- 
ness Bureau report on complaints | 
of orders paid for but not received | 
from the firm and its subsidiary. 

The BBB reported “scores of na-| 
tionwide complaints” against Orig- | 
inal Warshawsky & Co., Inc., and} 
J.C. Whitney & Co. 

In a letter to the BBB, Roy War- 
shawsky said the firms received 31) 
complaints in the last half of 1956) 
out of more than 100,000 orders! 
handled. In 1957 through April 17, | 
there were nine complaints from | 
th BBB while the firms were} 
handling more than 100,000 orders. 

Warshawsky said every effort 
Was made to satisfy all customers | 
and that reference to “scores of| 
complaints” was misleading. 


Nimnicht Elected | 
In Jacksonville 


JACKSONVILLE, Fla. — B. N. 
Nimnicht (Chevrolet) has been| 
elected president of the Jackson-| 
ville Automobile Dealers Assn. for 
the coming year. 

Other officers named by the as- 
Sociation at its annual meeting are 
William Catlin jr. (Studebaker- 
Packard), vice-president, and Don- 
ald E. Davidson (Ford), treasurer. 
Allen L. Poucher is managing 
Secretary. 


Mercury Assn. Elects 


Tupman as President 


PHOENIX, Ariz. — Hilton 
Tupman, Los Angeles, has been 
elected president of the Southern 
California Mercury Dealers Assn., 
Succeeding Fred Jennings, River- 
Side, Calif. Other officers are Bob 
Estes, vice-president; Warren 
Wright, secretary, and Jim Van 

a, treasurer. 

All seven members of the board 
Were reelected, They are: Tupman; 
Estes, Los Angeles; Jim Van Etta, 
Banta Barbara, Calif.; Fred Jen- 
Rings, Riverside, Calif.; Henry 

rns, San Gabriel, Calif.; Wright, 
Diego, and H, Stevens, 
Phoenix, Ariz. 


Among the | 


decline and an | 
end to inventory | 


the eighth consecutive month. 
Sparked by higher food prices, 


If apprcved by Congress, the pro- 
posal would add seven years to 





in || 
transporta-|/ 


Wilcox Expands Dealership— 





An outstanding dealership modernization program carried out recently is that of 
the Wilcox Motor Co. (Chevrolet), Jeffersonville, Ind. Completion of the project was 
hailed by a four-day grand opening. Expanded facilities in the remodeled building 
include a new-car showroom with generous use of glass in a modern, functional design. 





the time limit for the roads pro- 
gram, stretching construction to 
1979. The additional cost would be 
about $15.4 billion. 

* * * 


SBA Makes 784 Loans 


HE Small Business Administra- 
tion approved 784 loans totalling 


$38,760,000 during April, as well as 
326 disaster loans for $2,407,000. 

Loans ranged all the way from 
$35,000 to an Alaskan placer gold 
mine to $100,000 for a Massachu- 
setts firm raising laboratory ani- 
mals. A loan of $82,000 went to a 
Montana auto dealer employing 23 
persons. 





“Our greatest challenge... 
the development of men’”’ 


Ralph Cordiner, President, General Electric Company 


““Few expenditures we can make are more 
important than those for education. A well- 
educated person produces more and consumes 
more, makes wiser decisions at the polls, 
mounts a stronger defense against aggression, 
and is better able to perform the grave re- 
sponsibilities of American citizenship. 





‘Freedom needs educated people. So do busi- 
ness and industry. I earnestly ask ‘you to 
support the college or university of your 
choice in its planning for expansion and a 
stronger faculty. The returns will be greater 


than you think.” 


If you want more information on the problems faced by 
higher education, write to: Council For Financial Aid To 
Education, Inc., 6 E. 45th Street, New York 17, New York 





Sponsored as a public service, in cooperation with the Council for Financial Aid to Education 




















NO OTHER MAGAZINE matches this 


The Progressive Farmer 


The Progressive Farmer is published in five separate editions with each 
edition localized to one of the five farming areas of the South. Illus- 
trated below is separate-edition editorial matter for one issue. Every 
page and every item is exclusive to the edition in which it appears. The 





Separate Edition Editorial Pages from One Monthly 





Items Exclusive to the TEXAS-OKLAHOMA Edition... 


Why does The Progressive Farmer go to 
great expense to publish five different editions 
each month? Why are fully-staffed editorial 
offices maintained in Raleigh, Birmingham, 
Memphis and Dallas? 

The answer is reader service unequalled in 
magazine history. 

Agriculture is Southwide but crops and farm 
practices are local. Tobacco doesn’t grow in 
Texas but it brings millions of dollars to farmers 


of the Southeast. Citrus thrives in Florida, but 
peaches are the chief fruit crop of South Caro- 
lina. Growing rice in Louisiana is not like grow- 
ing cotton in Georgia. 

Each edition is tailored to serve the particular 
farm and home interests of its readers. This local 
service is the foundation on which The Progres- 
sive Farmer has built its strength for 71 years. 

The only editorial matter appearing in all five 
editions is that which is of special interest to 





the entire South. Only The Progressive Farmer 
provides the qualities of a modern mass maga- 
zine plus the advantages of a local medium. 

With 1,345,000 subscriber-families (5,300,000 
readers) in the 16 Southern states, The 
Progressive Farmer is far out in front as the 
Magazine of the Rural South. 

Your product gains strong local prestige 
when it is advertised in The Progressive Farmer 
—a must in any plan to sell the rural Souti.. 

















intensively-localized editorial service! 


is Fa 02 magazines! 


separate edition principle was originated by The Progressive Farmer. 
No other magazine attempts to render a similar service on such a 
scale. This intensively-localized service is a big reason why The Pro- 
gressive Farmer is the Nation’s No. 1 Farm Magazine in Advertising. 


Issue of THE PROGRESSIVE FARMER 
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The South Subscribes to 
The Progressive Farme 
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Retailing Education Presents 
Industry Opportunity 


ee with dealers lately, we've noted heartening 


Viigns among these is the interest ressed 
by ers in a brief outline in AUTOMOTIVE NEws of a pro- 


posal for a four-year college course which would train young 
men to become auto dealers and managers. 

This interest, we believe, reflects the desire of dealers 
to upgrade the business to which they have contributed 
much, and, in many cases, the business that has contributed 
much to them. 

The new era of mutual helpfulness among 
makers and dealers is a factor. Dealers are tending to take 


a broader and | look at their business. More of them 
eee © to something permanent which their sons 
can carry on. 

NADA this in its proposal for establishment 


of an automobile retailing institute, a broad educational 
organization to be supported by makers and dealers, and in 
its Young Automotive Managers organization. 

In a somewhat narrower sense, makers have recognized 
need for education in automotive retailing. Chevrolet 
has its school of modern merchandising management, the 
GM Institute offers a course in dealer management, Ford 
has its dealer sons’ school and Chrysler also has been push- 
ing educational activities of late. 
there still is a big opportunity for the industry to 
work with the educators of the land in starting career col- 
lege courses in automotive retailing. 


& 


The idea in itself has great public-relations ae in 
addition to the sound business aspects. It can lp. elevate 


many dealers have pointed out, most of the ills 
ccenaed ents Renee’ 40 tacks of knowledge. 


interested in the future of automotive retailing 
promote this effort. 


Fee ee tans 
of 
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Coming 
Events 


Dealer Conventions 


June 6-7 — Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland. 
June 7-9 — Automobile Trade Assn. of 
Maryland, Commander Hotel, Ocean 
i 
June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 
oy le 9I—Geo 
General 
alae 
Aug. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, 
Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 
Sept. 68 — Maine Automobile Dealers 
. Inc., Samoset Hotel, Rockland, 
e. 


ia Automobile Dealers 
glethorpe Hotel, 


Sept. 8-10—New York State Automobile 
ealers, Inc., The Concord, Kiamesha 
Lake, N.Y 

Sept. eichueniie Trade Assn, of 
Virginia, Hotel Roanoke, Roanoke, 

Sept. 8-10—W. a ‘Automobile Dealers 
Assn. Sheridan 

“Be 9 — New ye Automobile 

—_ Assn., Lake Tarleton Club, Pike, 


a a — Vermont Automobile Dealers 
Assn., Rutland Country Club, Rutland, 
Sept. 15-16—Kentucky Automobile Dealers 
aes Sheraton Seelbach Hotel, Louis- 

ville. 

Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

= 1-17 — 

alers Assn., 
apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee, 

Sept. 19-2i—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Oct. 1-3—New Jersey Automotive Trade 


Minnesota Automobile 
Nicollet Hotel, Minne- 


a. Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 


= 20-2i—Oklahoma Auto Dealers Assn., 

ulsa. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 

Nev. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 


Assn., Hotel Statler, Hartford. 
Nov. 10-12 — Ohio Automobile Dealers 
Assn., The Neil House, Columbus. 


Nov. 24-26—National Independent Auto- 

mobile Dealers Assn.. Washington, D. C. 

3—Uteh Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


Jan, Il- 15—National Automobile Dealers 
Assn., Miami Beach. 
a, & 
Auto Shows 


Oct. 16-26—42nd International Motor Show, 
Earls Court, London. 

Oct. 30-Nov. 10—International Automobile 
Show, Turin, Italy. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. I—St. Past Automobile Show, 
Auditorium, St. Paul. 

Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami. 

Jan, 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis. 

Jan. 412 — Chicago ‘Auto Show, 
national Amphitheatre, Chicago. 

Jan. 8-12 — St. poe Automobile Show, 
Auditorium, St, Paul. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 23-28—Tampa Auto Show, Fort Hes- 
terly Armory, Tampa. 

Feb. 1-8 — Louisville Automobile Show, 
State Fair —— , Louisville, 

* * 


Quad 
June 16-21—Annual Meetin American 
Society for Testing Materials, Chalfonte- 
Haddon Hall, Atlantic City, 
June 20-23—Independent Garage Owners 
of America, National nvention, 
Toledo. 


Oct. 1416—Truck Body and Equipment 
Assn, 10th annual convention and ex- 
hibit, Atlanta Biltmore Hotel, Atlanta. 

Oct. 17-19 — Automotive Wholesalers of 
Texas Convention and Booth Conference, 
Hilton Hotel, San Antonio. 

Nov. 2-4—I3th Annual Convention, Texas 
Independent Automobile Dealers Assn., 
Inc., Commodore Perry Hotel, Austin. 

Dec. ‘8-11—American Institute of Chemi- 
cal Engineers, Annual Meeting, Conrad 
Hilton Hotel, Chicago. 


30 Years Ago... 


Inter- 


The Big Stories 


The May production schedule for-Chevrolet calls for 114,000 cars, 
including 18,000 commercial vehicles, according to W. S. Raedeen 


Chevrolet president. 


Predictions that Ford was to manufacture a-new car were officially 
confirmed when the company announced it will soon start production 
of an entirely new model in the low-priced. light car field, 

’ The 15th millionth. Ford model T automobile was assembled this 
week at the firm’s Highland: Park (Mich.) plant. 

Exports of American cars and trucks established a record during 
April, according to the Department of Commerce. A total of 34,840 
cars and 11,863 trucks were shipped abroad during the month. 

There were 60,900 cars in Denver on Jan. 1, as compared with 
59,627 single residences, according to a survey made by the Denver 
Real Estate Exchange. The cars also outnumbered residential tele- 


phones, the report showed 












Automotive Cartoon 


Of the Week 






“That's the trouble with him—he just goes on trying 
to sell, never reading the papers to see how bad busi- 
ness may be!" 


Letterbox 
‘Unfair to Dealers ..... 


This is an open forum for the discussion of any 
and your letters are welcomed. No attention is given to 








Mich. 


unsigned 
letters but you may sign your name with the assurance that it will not be 
used, 


if you so request. Address Editor, Automotive News, Detroit 26, 


the reserve from finance charges 
represent the difference between 
less and a very small profit and with 
the automobile manufacturer push- 
ing him and the finance company 


Who’s Conniving? 

I have read William Ullman’s 
article in the March 25 AvuTomorTive 
News and I think the BBB repre- 
sentative is being unfair to car 
dealers of America by accusing ee a Ps ~~ aan 
them of conniving with the finance they set out for him, 
companies and automobile tnsur-| If the BBB would inject auto- 
ance companies to cheat car buyers.| mobile makers instead of car 

there are those in the automobile | more correctly point out guilty 

business who are lacking in in- 
tegrity, but the number is in 
small minority. Actually the car 
dealers have no choice and no 





This statement comes from 4 
dealer with 31 years experience in 
the business and 24 years as a new- 
car dealer, and until it was no 
longer possible to make an honest 
profit in the business. — Ten NEssEe 
DEALER. 

- ok 7 
It Worked in *17 

A short time ago you published 4 
series of articles by John O. Munn 
on the subject of dealers going on 
a cash basis (on service). 

I did this same thing in 1917-18 
when I was the Peerless Distributor 
in New York and did not lose @ 
customer, at least one that was 
worth while.—Watrer Woops (Ford), 
Watertown, Coun. 


Factory-dealer relations organiza- 
tions are a farce, conceived and 
administered by factory officials 
with dealer “fair haired” boys as 
officers and directors and the aver- 
age dealer is caught in a vice be- 
tween the factory and the finance 


company. 
To a great majority of car dealers 


* 
Missing F. ahietes 


We read with a great deal of 
interest your report on the “Revolu- 
tion in i Interiors” in the 
May 13 issu 

Since 1955, ‘the two largest-selling 
seat-cover fabrics have become clear 
plastics—90 percent of which are 
sold on current model automobiles 
so that the new-car owner can pro 
tect and still see his beautiful up 
holstery— and terrycloth, which pro- 
vides washable protection for 

We assume that the only reason 
that these two fabrics were not 
mentioned, was due to the fact that 
the report only covers the 1950 to 
1955 period. However, according t 
the Automobile Seat Cover Manu- 

(Continued on Page 38, Col, 4) 


—From the files of Automotive News. 
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Foaming in different experimental antifreeze formulations is analyzed by special laboratory equipment. 


Dow reports on your company’s brand of antifreeze 


Today’s antifreeze must be constantly improved to keep pace with 
modern high-compression engines. That’s why your company 
tests and retests its own brand for equilibrium boiling point, 
foaming, corrosive effects, seeping, reserve alkalinity, and many 
other factors. 


It’s not only tested in your company’s own laboratories, under 
actual winter driving conditions, but also by outside research 
organizations. At Dow, for example, a close check is made on 


foaming because excess foaming can cause antifreeze to escape 


through the overflow. 


Because of this tireless research and study, there isn’t an antifreeze 
made today that’s any better than your company’s. You can 
recommend it and sell it with the same confidence you and your 
customers have in the other fine products your company makes. 


From every standpoint, it’s good business to sell one family of 
quality products. Order your company’s brand of antifreeze now. 


The Dow Chemical Company, Midiand, Michigan 
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British Step Up Exports— 
Metropolitons for western markets in the U. S. and Canada were among the 1,400 
vehicles carried by the SS Silver Point on her maiden voyage from Avonmouth, Eng- 





How They're Pushing Sales .. . 





Dealer Ad Ideas 


ODGE dealers of Buffalo and 

Erie County joined hands in 
staging the city’s first outdoor 
“Used-Car Bargain Fiesta,” held at 
the Thruway Plaza, a suburban 
shopping center. 

The four-day used-car sale was 
held from 10 a.m, to midnight each 
day. More than 600 cars were on 
display. 

Cooperating dealers set up fa- 
cilities for on-the-spot financing 
so shoppers would experience no 
delay in closing deals. Shoppers 
were urged to bring their car and 
title, ready to trade. 

The dealers described the event 

“the largest used-car sale ever 


as 

| held.” It drew steady traffic and 
‘buying action over the four-day) VeTsary as your Chevrolet dealer, 
period, resulting in movement of a} 


substantial number of used cars. 


The dealers promoted the sale|in us in having purchased over | 


with full-page newspaper advertis- 


& LaSpisa, Jos. W. Snider Motors 
(Buffalo), Delacy Motor Inc., J. W. 
Snider Motors (Tonawanda), Great 
Lakes Motors and Wassman Bros., 


Inc. 
+ + 7” 


55,000 Cars in 32 Years 


OY STAUFFER, Chevrolet 
‘dealership, Scranton, Pa. 
marked its 32nd anniversary with 
an institutional newspaper ad in 
which the dealership reported it has 
sold over 55,000 new and used cars. 
The ad featured photos of 
Stauffer along with other members 
of the firm, Said ad copy: “An- 
other year has passed and as we 
proudly celebrate our 32nd anni- 


we wish to thank the good people 
of this area for their confidence 


55,000 new and used cars from us 


land. British mokers are pushing exports. The shipment also included Austin A-55,|ing, radio spots and other media. | during our 32 years as a Chevrolet 
A-95 and A-105 sedans and Austin Healey “100” sports cars. Austin Motor Co., Ltd.,| Participating were Brost Motors, | dealer. 


chartered the Silver Point for her first trip across the ocean. The cargo was valued at; W. G. Haberer & Son, Lou Bielli| 


nearly $3 million. 


Dodge, Pankow Motors, Conshafter 


“During our anniversary month, 
we guarantee you the very best 





SPECIFY THE LINE OF STRONGEST DESIGN! 
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Dump Bodies... Hoists... 
Special Truck Equipment 


Hercules also builds 


® steel platform bodies 

® batching equipment 

® rock bodies 

® bulk cement spreaders 

® transit mixers 

© farm platform conversion 
hoists 


© packer-type garbage 
and refuse bodies 
AA-478 





high speed front mounted telescopic hoists 


HERCULES STEEL PRODUCTS COMPANY 


Galion, Ohio 





DISTRIBUTORS: 


ABILENE — Fleet Equipment Co. 

AKRON — National Towing & Service 
ALAMOSA, COLO. — McKah Equip. Co., inc. 
ALBANY—Vanel Body Co., Inc. 
ALTOONA—Brumbaugh Body Co. 
ATLANTA—Posey & Linn, Inc. 
AMARILLO—Lone Star Trailer & Mfg. Co. 
BERLIN, CONN. — Atlas Metal Products, Inc, 
BILLINGS — HCL Equipment Co. 
BIRMINGHAM—Truck Equip., Inc. 
BLUEFIELD, W. VA.— Equipment Sales Corp. 


Company 


BUFFALO—Truckstell-Wilcox, Inc. 
CALDWELL, IDAHO — B & M Equipment Co. 
CAMBRIDGE, MASS. — Hercules-Campbell Body 


CANTON, OHIO—Truck Equip. Company 
CEDAR RAPIDS—E. Cohn & Sons, Inc. 
CHARLESTON—West Virginia Tractor & Equip. Co. 
CLEVELAND—Scranton Body & Equip. Co. 


COLUMBIA—South Carolina Equip. Co. 


COLUMBUS, OHIO—Buckeye Truck Body 
Builders, Inc. 


CORPUS CHRISTI—Truckers Equip., Inc. 
DALLAS—Fieet Equip., inc. 
DETROIT—Pezzani & Reid 

DOVER, OHIO—Weigand Truck Equip. 
DULUTH—West End Body Co. 

ERIE—Erie City Welding Co. 
EVANSVILLE—Hallenberger, Inc. 

FT. WORTH—Fieet Equip. Co. 

GRAND RAPIDS—The Ovens Body Co. 
GREENVILLE, $. C.—Cato Trailer Service Co. 
HARLAN, KY.—Southeastern Sales Co., Inc. 
HOUSTON—Koenig Iron Works 
INDIANAPOLIS—Premier Mfg. Co. 
KANSAS CITY—American Body Equip. Co. 
KNOXVILLE—O. G. Hughes & Sons, Inc. 
LEBANON, PA.—M. A. Brightbill Body Works 
LIMA, OHIO—Lima Flack Co. 
LOUISVUALLE—). Edinger & Son 

LUBBOCK, TEXAS—Western Trailer Co. 
MACON—Trucking Equip. Co. 
MANHASSET—Vaniman-international, Inc. 
MEMPHIS—Dealers Truckstell Sales, Inc. 


Company 


Company 


MOBILE—Betbeze Mfg. 
MONTGOMERY—Scotts Brake & Safety 
MIAMI, FLA.—Truck & Equip. Service 


MIAMI, OKLA.—Kipps Roberts Machine 
Works, Inc. 


MILWAUKEE—Badger Auto Body Co. 
MUSKOGEE—Parker Truck & Equipment Co. 
NASHVILLE—Kirby Brothers 


NEWARK, NEW JERSEY—Glasier Truck 
Bodies, Inc. 


NORFOLK—A. S. Drumwright & Co. 
OAKLAND—Earl Sherman & Co. 
OMAHA—Omaha Body & Equip. Co. 
ORLANDO—Southern Tr. Equip. Service, Inc. 
PHULADELPHIA—Eastern Body Co. 

PHOENIX —Southwest Truck Body & Equip. Co. 
PITTSBURGH—Hercules-Pittsburgh Body Co. 
PORTLAND, MAINE—Hercules-Campbell Body 


PORTLAND, OREGON—Newell Truck Equip. Co. 
RALEIGH, N.C.—Mitchell Distributing Co. 
RICHMOND, VA.—Grenshaw Equip. Corp. 
SALT LAKE CITY—Wagstaff Co. 
SEATTLE—Evergreen Trailer Co. 

SPRUCE PINE, N.C.—Mitchell Dist. Co. 

ST. LOUIS—Truck Equip. Co. 

TARRYTOWN, N. Y.—Wayne Bus & Truck Equip. 


TOLEDO—Runner Equip. Co. 
TULSA—Tulsa Truck Parts 
TUSCALOOSA, ALA.—Cain Machine Co. 


WASHINGTON, D.C.—S. J. Meeks’ Son 


WICHITA FALLS—Wichita Engineering Co. 


WINCHESTER, VA.—Shade Equip. Co. 


YOUNGSTOWN, OHIO—0’Dea Truck Body 
& Equipment 


EXPORT AGENT: 
DETROIT—Herthornway Export Corp. 





deal you have ever been offered on 
a motor car, used car or truck. We 
urge you, for complete satisfaction 
from year to year, to come in and 
see us about your automotive 
needs.” 

* * + 


Special Shows Spur Sales 


MALL-TOWN interest in auto. 
mobiles can be channeled di- 
rectly into sales, according to 
Eastland Motors, Inc. (Dodge 
Plymouth), Waynesboro, Pa. 

The firm schedules a special show 
whenever an unusual model arrives 
in town, and it reports large crowds 
and several sales, 

When the first Dodge station 
wagon arrived, more than 100 pros- 
pects were obtained, three deals 
were closed and several others ap- 
peared likely, the company said, 

* ++ * 

Money-Saving Coupons 
Pig pier nasngge on the popularity 

of trading stamps and money- 
saving coupons, L, O. Gates Chey- 
rolet, South Bend, printed two $100 
coupons in a newspaper advertise. 
ment, 
One could be used toward the 
|purchase of a new car and the 
other toward the purchase of a 
used car. The coupons were good 
|for only one day, and only one 
| coupon could be used on any pur- 
chase. 


2 Oldsmobiles 
Given Special 


Color Treatment 


LANSING. — Two special 1957 
Oldsmobiles with colors and up 
holstery patterns chosen for and 
by women will be displayed na- 
tionally soon. 

They are the “Chanteuse,” a 98 
Starfire convertible painted in a 
high-luster violet, and the “Mona 
Lisa,” a 98 Holiday coupe finished 
in brilliant pearlescent tangerine. 

Both cars have special uphol- 
stery to harmonize with the ex- 
terior colors. They are display 
models and not production cars. 

The color and upholstery treat- 
ment is the work of Peggy Sauer, 
| stylist assigned to the Oldsmobile 
| styling studio. Special “women’s 
| equipment” in the “Chanteuse” in- 
| cludes a leather vanity case in the 
| green leather lined glove compart- 
|ment and a violet umbrella, housed 
|in a chrome tube on the lower sec- 
| tion of the right door. 
| On the subject of car colors, J. 
|F. Wolfram, Oldsmobile general 
| manager, has noted that customers 
|are swinging away from two-tone 
| combinations. 
| About two-thirds of 1957 Oldsmo- 
bile buyers have asked for solid 
|colors. In 1955, only 9 percent 
wanted the single-color treatment, 
| he said. 









‘Ree to Head 
Control Group 


DETROIT.— The American So 
ciety for Quality Control has in- 
stalled Leon Bass, Genera! Electric 
Co., Cincinnati, as president. 

Bass succeeds Dale L. Lobsinger, 
United Air Lines, Denver. Other 
officers are vice-presidents C. Eu- 
gen Fisher, Bell Telephone Co, 
New York; Henry Becker, Ameri- 
can Steel and Wire Co., Cleveland; 
Dr. Ellis Ott, Rutgers University, 
New Brunswick, N. J., and Clam 
ence R, Burdick, Houdaille Indus 
tries, Inc., Detroit, 

Executive secretary Less Eichel 
berger, A. O. Smith Corp, 
Milwaukee, and treasurer J. ¥. 
McClure, Convair division, General 
Dynamics Co., Fort Worth, were 
reelected. 


U.S. Gives GMC 


Two Contracts 


DETROIT.—GMC truck & Coach 
division has received an Army 
Ordnance contract to produce five 
ton tractors for a total of $1,562- 
894. 

The Army’s Tank - Automotive 
Command also has awarded a col 
tract to GMC for 2%-ton 
body trucks, Amount of the com 
tract was $453,584.99. 

All vehicles will be manufactured 
at GMC’s plant in Pontiac. 
































Now-for thousands of new 1957 car owners— 
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US.RoyalSafety8 


Preventing sudden “flats”... stopping dangerous skids... withstanding desert heat— 
all that and much more, the new U.S. Royal Safety 8 is now doing for thousands of 
new 1957 car owners. Small wonder this brand-new tire is ranked as one of the year’s 
most important automotive safety features. It meets and matches the new high perform- 


ance of finest new cars. It brings new assurance to everyone who drives it! 


eld ie 


AVAILABLE NOW! INFORMATIVE NEW FILM 


—tells the full story of the new U.S. Royal Safety 8. Call your U.S. Royal Tire 
District Office to arrange a showing at your place of business. 
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AUTOMOTIVE NEWS, JUNE 3, 1957 


TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Monroe Shows Remedy 
For Spring Overload 


F YOU find more than the usual 

number of mistakes in this re- 
port, it may be because I’m typing 
it while standing up. This unor- 
thodox writing stance is attributable | 
to treatment received in the most 
gruelling press conference of the 
year. 

Monroe Auto Equipment Co.) 
really gave us “the works” in the 
process of demonstrating the merits 
of its Load-Leveler unit. 

The instruments of torture in 
this instance, were automobiles in 





Fords, Chevrolets, Plymouths and 
Buicks. 

For comparison, one-half of the 
cars were standard and the others 
had Load-Levelers installed in 
place of the rear shock absorbers. 
Two of the Fords carried 200-pound 
loads in the trunks. 


The “proving ground” com- 


| prised improvised “test tracks” 


offering examples of rough and 
smooth paved and unpaved sur- 
faces, as well as some extremely 
bumpy off-road operation. 

After two hours of driving 
around in these 10 cars with full 
five-passenger loads, most of us 
were convinced that Monroe en- 


uct that improves riding comfort 
and suspension ride control on a 
heavily-loaded vehicle. 


A definite improvement in rear- 
spring sag under heavy loads also 
was apparent. 

The Load-Leveler combines an 
over-size, calibrated shock ab- 
sorber with an overload spring. 
This overload spring actually is a 
coil spring that is rated at 60 
pounds per inch. 


In a typical installation, it in- 
creases rear spring rate of the sus- 
pension by approximately 50 per- 
cent. 

+ * + 


prrom an engineering standpoint 
a number of unusual features 
are claimed for this device. In ad- 
dition to the regular “helper” 
spring function of providing suf- 
ficient load-carrying capacity to 
prevent suspension “bottoming” 
under severe loads, it compensates 
for the increase in spring rate and 
thereby avoids upsetting the “bal- 
ance” between front and rear sus- 
pensions. 

Monroe engineers attribute this 
advantage to the novel design that 
provides an oversize (specially cali- 
brated) shock absorber in addition 
to the spring member. In this man- 





Heater-Air Conditioner— 


Arrangement of components in Chrysler 
Corp's combined heater and air condi- 
tioner is shown in this schematic diagram. 
Integration of heating and cooling func- 
tions was facilitated by side-by-side 
mounting of evaporator coil and heater coil. 


pensate for the increased spring 
rate. 

Although it undoubtedly is true 
that a lightly loaded vehicle will 
exhibit a “firmer” or “stiffer” ride 
with Load-Levelers installed, de- 
signers of the unit claim that its 
characteristics are such as to 








a 10-car test fleet consisting of gineers have come up with a prod- 


ner, they say, it is possible to com-| “cause a minimum increase in the 








IN THE MILITARY MARKET 


From aprons to automobiles, the American 
woman plays an important role in the pur- 
chase of any consumer product. And the 
wives of U. S. Armed Forces members are no 
exception! In a market that has personal 
purchasing power of 9 billion dollars annual- 
ly, U. S. Service wives are responsible for 
nearly half of the consumer buying. That 
includes the tens of thousands of new and 
used cars that are purchased each year by 
U. S. Armed Forces families. 


ARMY TIMES 
AIR FORCE TIMES - NAVY TIMES 
15 Weekly Editions reach U.S. Armed 
Forces everywhere. 
Other Publications Include: The American WEEKEND, 


U. S. Coast Guard, A-N-AF REGISTER, 
The Military Market. 


ARMY TI 


I2Z20 M ST N.W 


WASHINGTON 


Mick 


YARD 





D.C 


A sure way to influence Servicemen and the 
women behind them is to advertise in the 
papers that are written especially for their 
interests—Army Times Publications. Domes- 
tic and overseas editions permit regional 
concentration or world-wide coverage. Let 
us show you how to influence both “new car” 
and “after market” buying of U. S. Armed 
Forces by advertising in these publications. 



















—. 


natural frequency of the suspen- 
sion system.” 

In a typical case, this increage 
is said to equal only about 9 per. 
cent, 

Monroe is going after the re. 


they already have units ready for 
most cars that have been built in 
the past seven years. 

Also, if current test results are 
favorable, there is a possibility that 
Load-Levelers may be offered ag 
optional equipment on several 1958 


models. 
* * * 


Industry Now Believes 


In ‘Catching ’Em Young’ 
i AN effort to stimulate the in- 
terest of young people in scien- 
tific and engineering careers, 
Delco-Remy has extended the pres- 
entations of its “traveling science 
show” to include elementary 
schools, in addition to junior-high 
and high school groups. 

The object is to stir the imagi- 
nations of these children and 
stimulate their interest in the 
vast opportunities available in 
the engineering field, While at an 
early, impressionable age, the 
children are entertained and 
mystified by exhibitions of eye- 
catching scientific demon- 
strations, 

While the content of the show 
(Engineering — the Key to Prog- 
ress) is somewhat different for 
grade schools than it is for high 
schools, the aims are the same: 
(1) To encourage children to study 
mathematics and sciences in prep- 
aration for either engineering col- 
lege or enrollment in the Delco- 
Remy apprentice program, and (2) 
to impress them with the idea that 
Delco is a “good place to work” — 
whether they plan to take a job 
immediately after high school, or 
go on to the apprentice program 
or engineering college. 

* * > 

T APPEARS that, after several 

years of sponsoring the travel- 
ing science show, Delco-Remy is 
well satisfied with results, What in- 
trigued me about the latest ap- 
proach to this activity is that the 
company has found it advisable 
(and presumably commercially 
justifiable) to extend its penetra- 
tion to audiences of fourth, fifth 
and sixth-grade pupils. 

Personally, I regard this entire 
project as a most commendable 
idea. [t benefits the children by 
giving them an early glimpse of 

the business world. It benefits in- 
dustry as a whole by stimulating 
interest in scientific and engineer- 
ing careers, And it undoubtedly 
benefits Delco-Remy by assuring & 
continuing supply of interested and 
qualified applicants for employ- 
ment at various technical levels. 
7 > > 


How to Classify 


Types of Research 

HE distinction between “basic” 

and “applied” research usually 
hinges upon individual interpreta- 
tions of a given situation. 

Recently, I've heard several apt 
descriptions of these terms that can 
be helpful as a guide to classifying 
the category of research in any 
particular case. 

To some industry people, basic 
research (also called “fundamen- 
tal” or “pure”) is a “search for 
knowledge” — while applied re- 
search (or development) is & 
“search for Y 

Particularly apropos, I thought, 
was the analogy used by one 
speaker at the National Industrial 
Research Conference. 

He said: “Let me distinguish be- 
tween research and development 
We sometimes think of the two a 
being the same thing, and — in 
truth—the line between them often 
is hard to distinguish. 

“Research might be compared to 
an explorer finding new lands; de 

velopment, to the geographer who 
maps out the new territory. Re 
search discovers new knowledge; 
development tests the utility of that 
knowledge. 

“The lines are not clearly draw. 
There’s a kind of no man’s 
where one type of investigation 
shades into the other.” 


Jones Opens 
Herbert Jones Enterprises hes 
opened a foreign and sports cé 
dealership at 1100 W. Capital Ave. 
Little Rock, Ark. The outlet 


sell Metropolitan, Renault Dauphine, 


Renault, Triumph, Ace, Bristol, 


Morgan and Alfa Romeo. 


placement market in a big way—ag. 
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& Safety 





The Maine Supreme Court has 
ruled that the expenditure of high- 
way-user revenues to relocate utility 
facilities is unconstitutional because 
it violates the antidiversion amend- 
ment adopted in Maine in 1944, 

The opinion was requested by the 
State Senate, which was considering 
a bill to require the State to pay 
the utility relocation costs arising 
from construction of the Interstate 
Highway System. 

Similar legislation has been con- 
sidered in 37 states and has been 


particularly since some of the 
colors of the late models seem 
to blend into surroundings and 
make it difficult for other motor- 
ists to see. The experiment shows 
that 50 percent of cars involved 
in intersection accidents were 
light gray or sand with only one 
red car being involved in the 
entire period. 
* ¢ ¢@ 


Shock Absorbers Are Called 


Vital Factor in Safety 


defeated in 14—Arizona, Arkansas, Two insidious causes of automo- 


Colorado, Georgia, Indiana, Iowa, 
Kansas, Maryland, New York, South 
Dakota, Vermont, Washington, West 
Virginia and Wyoming. 

New laws in nine states require 
the payment of relocation costs in 
varying degrees and systems. The 
states are: Idaho, New Mexico, 
Utah, Montana, North Dakota, Ok- 
jlahoma, Tennessee, Minnesota and 
Washington. 

A Rhode Island bill, awaiting ac- 
tion by the governor, would require 
the State to pay relocation costs on 
all Federal-aid systems. 

Relocation bills were pending in 
Connecticut, Delaware, Florida, 
Maine, Michigan, Missouri, 
Nebraska, New Hampshire, Ohio, 
Oregon, Pennsylvania, Texas and 
Wisconsin. 

. * > 
North Carolina Law 
Sets Up Driver Training 

A bill setting up a program of 
driver education in North Carolina 

iblic schools, was enacted into law 

13, when the House accepted a 
minor Senate amendment to the 
measure which assures that money 
taised from an additional $1 levy on 
motor vehicle license tags, will be 
allocated to the state’s 174 high 
schools on the basis of the number 
of eligible students. 

The amendment also provides 
that in cases where schools are 
not ready to launch the training 
program, funds will be held for 
them until they are ready. The bill 
has the backing of the North 
Carolina Automobile Dealers Assn. 
and other groups. 

a 


Oregon Governor * Okays 


Driver Training Bill 

Gov. Robert D. Holmes has signed 
into Oregon law a bill providing 
ttate aid for high school driver 
education courses. 

Money to partially defray school 
costs in conducting the driving 
courses will come from an addi- 
tional $1 fee for each driver and 
chauffeur license issued by the state. 
Distribution of funds will start in 
September, 1958. 

> . 


. 
Color Accident Study 
A study being made by Kitch- 
ener (Ont.) police on how colors 
of cars affect involvement in 
accidents is being watched by 
officials in other Canadian cities, 


160% Sales Gain 
Cited for British 


Autos in America 


NEW YORK. — Sales of British 
automobiles in the U. 8S. during the 
quarter of 1957 showed a 160 
percent increase over the compa- 
Table 1956 period, according to the 
British Automobile Manufacturers 


Total British sales in this country 
during the first three months of the 
year reached 11,662 units, compared 
with 4,483 during the same period 
last year, the association said. 

Sales during March alone, which 
totalled 5,266 units, exceeded last 
year’s entire first quarter, the as- 
Sociation said. 

Sales of small economy cars such 
as Austin, English Ford, Hillman, 
Morris, Metropolitan and Sunbeam 
Rapier increased over 200 percent 
during the quarter. Sports cars, 
fuch as Austin-Healey, Jaguar, MG 
and Triumph increased their sales 

112 percent. 

The association said that British 
Sutomobiles during the first quarter 
of 1957 accounted for over 33 per- 
tent of all foreign cars sold in the 

. S., as compared with 25 percent 
i oo the comparable three months 


bile accidents are worn-out shock 
absorbers and faulty muffler or 
tailpipe, according to Monroe Auto 
Equipment Co, 

Most motorists, Monroe says, 
never think of shock absorbers as 
a safety device. 

The primary job of the shock 
absorbers is to keep the four 
wheels of the car in constant con- 
tact with the road surface, par- 
ticularly where the going is rough. 
A rapidly moving vehicle cannot 


be controlled unless its wheels are 
on the ground. 

The Contest Board of the Ameri- 
can Automobile Assn. supervised 
tests conducted by Monroe to 
demonstrate the importance of ef- 
ficient shock absorbers in helping 
the driver keep his car under con- 
trol, 

Ed Schipper, contest board chair- 
man, said that the tests showed 
that a worn-out shock absorber will 
allow the wheel to bounce in a way 
which is decidedly dangerous when 
an emergency requires quick steer- 
ing or sudden braking. 

* * * 


Clarke Feted for 35 Years 


In N. H. Motor Vehicle Dept. 


More than 1,300 persons gathered 
in the Stae Armory in Manchester, 
N. H., to honor Frederick Newell 
Clarke, who was beginning his 36th 
year in the State Motor Vehicle 
Department. He has been commis- 
sioner since 1947. 

Gov. Lane Dwinell was one of the 


tions joining in the tribute were 
the Automobile Manufacturers 
Assn., the American Assn. of Motor 
Vehicle Administrators and the 
Eastern Conference of Motor Vehi- 
cle Administrators. 





Mack Distributors Expand Activities— 


The eight-man national distributor advisory council of Mack Trucks, Inc., after 
speakers, and among the organiza-/| meeting with Mack executives, announced a continuing program for expansion of all 


phases of distributor activities. Council members, standing, from left, are Truman 
O'Neill, la Mesa, Tex.; Ray E. Mason, Columbus, O.; |, B. Rosman, Mineola, N. Y.; 
J. B. Sweet, Fresno, Calif.; H. O. Kriete, Milwaukee; A. P. Cowles, Hartford; Charles 
Horner sr., Vineland, N. J. and F. A, Maddox sr., Memphis. Seated: J. B. Morehead, 
manager, distributor sales; L. E. Minkel, general sales manager, and G. F. Jones, 
assistant general sales manager. 





USED CAR RECONDITIONING TROUBLES? 





What's your problem? 


Don't know how? 


Can't hire skilled help? 


Takes too long. 
Lack of space. 
Costs too much. 


MAKE EVERY USED CAR AS 
F2701ONW 


Here's the solution. 


Write for FREE RECONDITIONING INSTRUC- 
TIONS—Developed and field tested for years 
by the industry's leading used car experts. 
Simple, easy to follow. Complete with time 
studies and costs. 


WWI 


pe 


GEM) WITH THESE JEWELS 


Q 





Included in 


leading new car 


manufacturers Used Car 
Reconditioning Programs 


Available through 11 Master Warehouses, 
Parts Wholesalers and General 
Distributors from Coast to Coast 


ARNDT-PALMER LABORATORIES, INC. 
























Worlds largest exclusive used car 
reconditioning manufacturer 


17730 Dora St. 


Let i. — 
original upholstery 
MMA help sell the 


my | 


A superior cleaner 

Deodorizes and restores 
new car scent 

Contains D-5 and a 
wetting agent 

Cleans faster and better 


Restores original colors 
in one operation when 
Arndt-Palmer Tints are 
mixed with cleaner 











| 


[] Reconditioning Instructions. 
] Information and prices. 
[] Name of nearest available source. 
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La ly Reliab nn A Cn Sa 
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PROD ite EM oe Be 


SEAWAY 
Speeding operations on the St. Law- 
rence Seaway, Mack 6-wheel dump 


trucks come through where other where dependable 
trucks often bog down .. . thanks to 


the Mack-built Balanced Bogie with 
Power Divider—the flexible, four- 
wheel rear-axle drive that transmits 
power to the wheels with traction. 


ORANGE JUICE 


Some Macks move mountains; others 
... frozen orange juice. While perhaps . ey as 
not as dramatic as the big off-highway Next time you see America’s apgonan 

projects, distributing highly perish- goes—products, produce or raw materials— 
able foods over long routes also puts . . the 
to the test a truck’s reliability. The moving down the highway . . . look ong 

frozen foods industry, among many Mack bulldog! Next time you see big con- 
others, makes good use of dependable ‘. . ae ‘no the 
Macks with their proved ability to struction trucks in action soenpng 

make light of the long haul and de- landscape, carving out craters, moving moun- 


SO Cains. . . every Wiese tains .. . look for the Mack bulldog! 


You'll start seeing Macks everywhere! Be- 


There are a number of excellent marketing areas open for appointment of new Mack distribu- 
tors. For particulars, write Distributor Sales Division, Mack Trucks, Inc., Plainfield; New Jersey. 





hauling counts the most... 


HANDLE THE IMPORTANT JOBS! 


cause all over the world, more and more truck 
users are discovering that “Built like a Mack” 
spells out the ultimate in clockwork schedules 
under demanding service, in years of trouble- 
free durability, in long, long vehicle life and 
in solid earning power. 


Why not find out for yourself? Give Macks 
an inspection in depth. Measure the capabili- 


ties of their superbly engineered transmissions, 
engines, axles and differentials against the 
toughest hauling jobs you’re likely to run 
into. You'll find out why Macks are more in 
demand than ever before ... why Mack sells 
more diesel-powered trucks, year after year, 
than any other maker. Mack Trucks, Inc., 
Plainfield, New Jersey. 


DEW LINE 


Building America’s line of Arctic radar stations 
called for an unparalleled transport argosy across 
the howling, roadless roof of. the world. Pitting 
their giant strength and endurance against this 
incredible terrain . . . driving through bitter bliz- 
zards, over icy mountain passes and across the 
frozen Arctic Ocean .. . standing up to tempera- 
tures of 80° below and gales of up to 100 mph... 
huge Mack tractors, each grossing over 164 tons, 
forged through to deliver the construction ma- 
terials—perhaps the toughest 1,500 miles ever 
faced by wheeled vehicles. 


IT’S PART OF THE LANGUAGE...BUILT LIKE A 


Mack. 


TRUCKS e BUSES e FIRE APPARATUS 
AND ELECTRONIC EQUIPMENT 
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pa what comes naturally— 
just being friendly — made 
Carl Neufeld, a salesman for 
Henry Caplan Inc., of Brooklyn, 
the top Chrysier salesman in the 
country in the recent Medallion 
Club contest. 

“Time was, years ago when I 
used to have to get out and dig 
up my prospects just like any- 
body else,” Neu- 
feld said. “But I 
made so 





Sales 
Case 
Histories 


have 






mers the way they 
like to be treated, 
that I have a following of loyal 
customers, who continually send 
me new p Fe 

reputation for sincerity, 
integrity and loyalty has given 
him a tremendous number of 
repeat buyers, bird-dogs and 
friends, who make it their 
hobby to recommend Neufeld 
to other prospects. 


50 Years of DeSoto Service— 

J. B. Wagstaff, right, DeSoto sales vice-president, and Y. M. Posthuma, left, Los 
Angeles regional manager, present 25-year service plaques to Los Angeles DeSoto 
dealers, Harvey Traveller, second from right, of Marshall & Clampett, and Domenich 
Basso, third from right, of Domenich Basso, Inc., Lynn Traveller, second from left, is 
assistant to the president of Marshall & Clampett. 


THE EQUIPMENT THAT LEADS THE WAY 


priced lower than any other truck unit. 


tion is easy; maintenance is simple. 





AMERICA’S LARGEST SELLING 
BACK-HOE 


NOW AVAILABLE 


TRUCK MOUNTED 
OPENING A GREAT NEW MARKET FOR TRUCK DEALERS 


The construction boom is on, and new, profitable sales are yours with 
this new DAVIS TRUCK BACK-HOE. Plumbers, contractors, 
utilities, counties, townships, cities, petroleum companies, and many 
other industries want this versatile equipment. FIRST, because it has 
the features that have made it America’s largest selling back-hoe. 
SECOND, because it can be completely detached from the truck in five 
minutes, freeing the truck for normal utility. THIRD, because it is 


How Nation's Salesmen Meet... 


Practical Problems of Selling 





How is it done? It boils down 
to treating his customers like 
human beings with average in- 
telligence, anxious to receive a 
fair and reliable deal. 

“I don’t use any tricks,” he 
declared. “I don’t highball, low- 
ball, needle or wheedle. It’s my job 
to give the customer the best deal 
available that will assure him 
proper servicing of his new auto- 
mobile. There’s no magic for- 
mula.” 

+ * o 
7. @ man buys a car from 
Neufeld, the job just begins. 
That sale is followed up, to make 


Dealer Fined for Fraud 


MINNEAPOLIS.—Dupont Motors, 
Inc., was found guilty of violating 
the Minneapolis used-car ordinance. 
The firm was accused of falsifying 
a contract given to a customer. 
Howard Bunce, partner in the firm, 
paid a $100 fine in municipal court. 


The Davis Back-hoe will fit all one-ton or larger flat-bed trucks. 
Independent hydraulic system is powered by any one of several 
industrial engines — giving you more sales in that line, too. Installa- 


It is available in both the popular Model 185, or the new Model 
210 which permits flush digging alongside buildings, fences, etc. 


A limited number of dealerships are available to truck dealers. 
Write for complete information and name of nearest distributor. 


MID-WESTERN INDUSTRIES, INC. 


WICHITA 15, KANSAS 





sure that the buyer is satisfied, 
Neufeld encourages his customers 
to call before the car’s first 
checkup. Then, he gets on an 
extension line with the service 
manager, and while the customer 
listens, makes a date for him in 
the service department and asks 
the manager to take special care 
of his customer. 

Neufeld said, “I make it a 
point to tell Ed Burke, our 
service manager, that this is a 
good customer of ours, and that 
we want to do everything pos- 
sible to make him happy. 

“I tell the customer that if he 
finds something not to his liking, 
I want him to call me immedi- 
ately, and I will do everything 
possible to correct it.” 

Discussing a man whose car 
had just passe d the warranty 
period, he said, we took especially 
good care of him, I explained the 
circumstances to him, that we 
personally had stretched a point 
to take care of his car, and then 
told him that he only owed me 
one thing, I told him I expected 
him to furnish me with just one 
customer in payment. It worked 
like a charm. And that guy has 
been a good repeat customer 
ever since.” 

= > + 


_— are a score of nonpaid 
bird-dogs who work enthusi- 
astically for Neufeld. One is a 
parking-lot owner, who sends an 
average of one hot prospect every 
week. Neufeld feels the only ex- 
planation is that Caplan’s cus- 
tomers are pleased with the 
service and deal they get, and 
the friendly, courteous manner 
in which they are treated. 


One of the first things Neu- 
feld attempts to do with a cus- 
tomer is to sit him down, make 
him feel at home, relaxed and 
in a receptive mood. 

“I'm acquainted with so many 
people in Brooklyn,” he explained, 
“I know that if I talk to a man 
for five minutes that I’m bound 
to know a friend or relative of 
his. I had a man here about a 
month ago who couldn't quite 
make up his mind about switch- 
ing from another make. We 
talked around awhile and I found 
that a relative of his was a mem- 
ber of my lodge. We both got on 
the phone and spoke to him, and 
before he left the showroom I 
had made another sale.” 


He said that a man walked into 
the showroom cold, not too long 
ago, business cards bulging from 
every pocket. Each had a price 
noted, alongside the dealer's 
name. On approaching him Neu- 
feld felt that something was 
amiss. 

* a a 
HE man couldn’t decide 
whether he wanted a Windsor 
or a New Yorker, and the cards 
quoting prices he carried with 
him, only served to confuse him 
further. 


The prospect was taken into 
the office, put into a relaxed 
friendly frame of mind. It 
finally developed that he had 
always driven a competitive 
middle-price make, The man 
couldn’t quite make the bridge 


Neufeld explained why it would 
be wise to switch at this time and 
convinced the customer that the 
Windsor would be his best buy. 

“The man was driving the 
cheapest model in our competitors 
line, and he just couldn’t swing 
the New Yorker financially,” he 
asserted. “But he moved up two 
steps by buying our Windsor, and 
that’s what finally sold him.” 

Neufeld feels, “The more people 
who know me and know that I 
sell Imperials, Chryslers, Plym- 
ouths at Henry Caplan’s, the 
more prospects Ill get. It’s simple 
arithmetic—I know that about 10 
percent of the people I contact 
turn out to be ‘hot’ prospects, 

Td rather get 10 percent of 4 
thousand than 10 percent of & 
hundred.” 
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Helps Stretch Cable— 


Many utility companies are now using two men crews for new line construction 
work. This four-wheel-drive, forward-control Jeep enables the crew to get any place 
they must go to stretch or repair a line. It maneuvers better and costs less to operate 
than the big trucks formerly used for this work, yet is able to carry all tools and 
wwpplies needed for most work of this type. 


Truckin’ 


-.- by Jack Weed 








oe SATTLER, George Mason, 
Ralph Forshee, et al, of Chev- 
Tolet, are not happy at all about 
the “cafeteria” part of the truck 
business. They are not the only ones 
who shudder when that end of the 
business is mentioned. Ford, Dodge, 


International and GMC brass have | 


the same aversion to the trend the 
business is taking. 

But Chevrolet manufacturing 
brass, especially those having to 
do with heavy-duty truck pro- 
duction, probably are more con- 
scious of the “cafeteria” develop- 
ment inasmuch as they are the 
newest to have to drop the Army 
mess hall tactics they have used 
in assembling components and 
parts for the production lines. 


With nearly 2,000 variations of 
tires alone that must be dished up 
to satisfy the desires of customers; 
the numerous axle types and gear 
ratios; the galaxy of transmissions 
and the wide assortment of engines 
and other components (to say noth- 
ing of having to stock at least two 
different types of ignition systems, 
Tegular and heavy-duty), this idea 
of carrying a tray around the pro- 
duction stock to fill each individual 
order instead of just dishing up so 
Many components for the same 
number of vehicles is still a little 
new. 

Tires, of course, are the particular 
headache of all heavy-duty truck 
makers, They must be stocked in 
Many sizes and in both tubeless and 
with tubes. They must be available 
in each size in either rayon or 
nylon. And to top it all off, there 
are myriad treads, any one of 
which any buyer may insist on 
having on his truck. 

That is one of the reasons why 
setting up modification points in the 
field is no child’s play. It also is 
One of the reasons why it takes 
Plenty of the long green stuff to do 
& national business in the heavy- 
duty truck business, meet delivery 


Truck New Products 


Page 36 












schedules of the competition and 
build.a full line to meet all haulers’ 
needs. 


> * ® 


30-Day Schedule 


HEVROLET, I learned at their 
delivery of the 37th million ve- 
hicle, is doing a pretty good job of 
meeting a 30-day delivery schedule 
(Continued on Page 25, Col. 1) 


as the emphasis that many 
truck dealers place on fleet 
truck business, 83 percent of all 
truck owners still own and operate 
only one truck, according to the 
Automobile Manufacturers Assn. 


Only 10 percent of the owners 
of trucks currently own fleets of 
five or more vehicles and only 
2,013,000 trucks and buses out of 
the 10,750,000 now in the nation 
are in fleets of 12 or more, 

This showed that 72.3 percent of 
all trucks and buses in operation 
are still the service responsibility 
of the franchised truck dealer, since 
few if any owners of fleets of less 
than five vehicles maintain their 
own service facilities. 

And, according to a survey by 
Automotive News, more than 80 
percent of the franchised dealers 
queried said they were taking care 
of all of the maintenance work for 
an average of 16 fleets each or an 
average of 151 fleet-owned vehicles 
per dealer. 

* cd *” 

HE breakdown of truck owner- 

ship indicated that 82.8 percent 
of the owners have just one ve- 
hicle, that 10.3 percent own two, 
that 4.1 percent own three or four 
trucks, that 1.9 percent own from 
five to nine vehicles and that 0.9 
percent own 1U or more vehicles. 

Thus approximately 8,737,000 
trucks are owned in groups of four 
or less vehicles. 

The 10,750,000 trucks now rolling 
on the streets and highways of the 


83% of Owners Have One Unit... 
Truck Service Needed 


Highest Sales in Four Years... 





Style 


ESTYLING and the introduction 

of glamor in the new pickups 
apparently has had more to do with 
the rapid recovery of the under- 
6,000-pound GVW trucks than any 
other factor. 


This light-truck classification 
registered more vehicles during 
the first quarter than in any such 
period since 1953, the last year in 
which more than 100,000 vehicles 
in this tonnage rating were sold 
during the first three months of 
the year. 

This year’s total of nearly 105,000 
sales during the three-month period 
is more than 8,000 units ahead of 
last year, 17,000 ahead of 1955 and 
13,000 ahead of 1954. 


* * * 





en emphasis to the think-|' 


ing that the new styling has 
had a pronounced effect on sales is 
the fact: that registrations in the 
next classification (6,000 to 10,000 
pounds) still trail every year since 
1953 by a wide margin. 

In fact, this class is about as far 
behind last year’s sales as the pick- 
up category is ahead. 

So, reason the experts, the dif- 
ference must be in the greater 
eye appeal of the new jobs, If 
it were market recovery alone, 
there is every reason to believe 
that the 6,000-to-10,000-pound jobs 
would have crept up in like pro- 
portion. 

Reports from the field also indi- 
cate that more dealers are realizing 

a satisfactory profit from the sale 


of the new “glamor” jobs than with |" 


the “cab-and-box” jobs of the last 


three years. 
> > > 


Salesmen Perk Up 


yam, the experts believe, is a 
clear indication that the radical 


| styling of the new pickups has 








nation represent nearly half of the 


| world total. U. S. truck registra- 
|tions have doubled since 1945. 


. * * 


T TAKES seven million men and 
women to keep this huge fleet 
rolling night and day or about one 
out of every 10 workers in the 
nation. Of these, 6,490,000 are truck 
drivers. California has the greatest 
number, 649,000. Texas follows with 
503,000. Pennsylvania with 368,000, 
New York with 352,000, Ohio with 
276,000, Illinois with 254,100, Michi- 
(Continued on Page 24, Col. 1) 








Top Trucks 


New-truck registrations for 
three months, plus 32 states for 
April: 

1957 Pos. Make 1956 Pos. 
1— 81,144 Chevrolet 3%4,136— 1 
2— 69,396 Ford 73,080— 2 
3— 25,976 Internat] 30,908— 3 
4— 18,947 GMC 24,806— 4 
5— 13,3850 Dodge 15,402— 5 
6— 6,486 Willys 5,810— 6 
i— 3,887 White 4,463— 7 
8— 3,665 Mack 3,619— 8 
9— 2,376 Studebaker 3,009— 9 

10— 1,032 Diamond T 1,167—10 

1l— 1738 Reo 309—11 

12— 174 Brockway 253—12 

4476 Misc. 2,815 
Total All Makes 
232,647 250,277 


Further details on Page 44. 





Aids Pickups 


more retail salesmen are begin- 
ning to do a little thinking in 
the selling of these new highly 


| caught the fancy of more salesmen, 
and at long last they are endeavor- 
ing to sell the light jobs instead of 
resorting to long trades and dis-| styled pieces. 
counts to move them. | While it is still too early for 
If the styling intrigued only the | many of the truck factories to have 
| public, claim these sales observers,| gathered many illustrations and 
|the dealers would be dealing them/| concrete examples of this resur- 
| off the showroom floor with little | gence of imaginative selling on the 
| regard to making a decent profit| part of the salesmen, the few ex- 





on the jobs. 
And if the experts are right, 
it also seems to indicate that 


amples that are beginning to 
trickle through from the field seem 
(Continued on Page 22, Col. 1) 








Harvester Moving Van— 

Moving day's compact dimension in Fort Lauderdale, Fia., is this International truck 
with 10-foot, 8-inch Metro-lite body and specially-built tandem axle trailer which 
Withers Van and Storage Co. operates in support of an over-the-road fleet employed 
in intra-and inter-state movement of household effects. The International Metro-Lite 
and trailer are key elements in the new Auto-Stack moving and storage system 


introduced by Timber Structures, Inc. of Savannah, Ga, and Eugene, Ore. 





For Plushier Areas— 


This Chevrolet Cameo Carrier, used by 
Leon's on a coffee and barbecue rovte in 
Dalias, was selected for the job because 
the owner felt that the vehicle's styling 
would enable him to get greater accept- 
ance in the more “plushy" neighborhoods. 
The refrigerated box in the bed of the 
truck holds food stuffs in perfect condi- 
tion and can be changed from truck to 
truck when the vehicles are traded. 


Modern Delivery Rig— 


Stores look for compactness, ease of .manevuvering in crowded city streets and 





At Home on the Range— 


Wailes Wolfe “salts” his cattle on his 
“Red Gap" ranch in Montana from his 
Ford Ranchero. Wolfe finds that the ve- 
hicle not only gives him. a “lift,” but 
pleases his women folk when it is used 
as the “go-to-town" vehicle. When he has 
to work his herd from horseback, Wolfe 
hitches the horse trailer to the Ranchero 
and gets his mount to the point of the 
range where he wants to start work. 





good looking “billboards” in their fast delivery units. This unit used by Sears 
Roebuck to deliver radios and television units answers all of those qualifications. It 
combines a roomy Boyeriown forward-control body on a Dodge “postoffice-type” 
chassis of only 95-inch wheelbase. It comes in 5,100 or 6,000 pound GVW sizes. 


| 
} 
| 











Quarterly Sales Hit 105,000... 


Fresh Styling Paces 
Pickup Comeback 


(Continued from Page 21) 


to bear out that the resurgence 
definitely ig taking place, 
* + = 
R instance, one example of 
more than casual thinking ap- 
plied to the sale of a light job is 
seen in the sale of a Metro by an 
International salesman in Fort 
Lauderdale, Fla. In this installa- 
tion a Metro unit with a 10-foot- 
eight-inch body was combined with 
a tandem-axled specially built 
trailer to meet the needs of a 
furniture moving firm. 

This firm, Withers Vault & 
Storage Van Co., uses plywood con- 
tainers, tailored to fit the load space 
of both truck and trailer, to hold 
the furniture and articles to be 
moved. 

For a houseful of furniture, both 
the truck and the trailer are 





taken to the job, The trailer is 
disconnected and parked along- 

side the truck in front of the 
house, making it easy to load both 
at the same time. 

If the load is small, it could be 
carried by the van alone, 

It is fitting the truck to the 
hauler’s individual operation, as was 
done in this’ instance, that often 
spells the difference between just 
moving a small truck and making 
a profitable sale. 

+. 


A Widespread Appeal 
— also are coming in 
from the field that in many cases 
these highly styled jobs are being 
sold to suburbanites as a second 
car in cases where the owner may 
have an occasional load to haul 
and where the pickup it better 
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Repairman's Time-Saver— 


The utility body mounted on pickup chassis is finding acceptance with radio, 
television and refrigeration repairmen, as well as in many other vocations where the 
operator has to take small parts, tool and fittings along on the job. Fitted with 
pipe holders and racks, this job becomes a traveling workshop for the plumber and 
air conditioning installer. 

ies - = 

In the Southwest, the new, 
stylish pickups are hitting the 
ranch folk right where they buy. 
They’re good looking jobs to 


adapted than a station wagon, Its 
beauty and style appeals to the 
ladies who use the second car most 
of the time in short trips. 


Want to get there Quicker, Safer, 
at Lower Cost? 


Eaton 
2-Speed Axles 


Will 






EATO 


More than Two Million 
Eaton Axles in Trucks Today. 


Eaton 2-Speed Axle trucks make quicker, full-load trips— 
with no sacrifice of power when it’s needed to pull out 


of the tough spots. But they do more than save time; they 
save money, too. With double the conventional number 


of gear ratios right at their finger tips, drivers use the 


Do It! 


right gear ratio for every operating condition. This lets 
engines operate in their most efficient and economical 
speed range; stress and wear are reduced right down the 
line from the engine to the axle itself. Operating and 


maintenance costs are cut to the bone. And through im- 
proved maneuverability and reduced driver fatigue, Eaton 
2-Speed Axle trucks make not only quicker trips but safer 
ones. They haul more at lower cost per mile, last longer, 





and are worth more when traded in. 








AXLE DIVISION 





MANUFACTURING COMPANY 


CLEVELAND, OHIO 


BS PRODUCTS: Engine Valves . Tappets « Hydraulic Valve Lifters , Valve Seat Inserts , Jet Engine Parts , Hydraulic Pumps 
Motor Truck Axles . Permanent Mold Gray Iron Castings « Forgings . Heater-Defroster Units , Automotive Air Conditioning 
Fastening Devices . Cold Drawn Steel « Stampings « Gears « Leaf and Coil Springs . Dynamatic Drives, Brakes, Dynamometers 





— 


drive into town and they’re also 
useful around ths ranch. 
In some of the more rugged 
sections of the Southwest, buyers 
are installing driving front axles 
making them four-wheel-drive ve. 
hicles. This type of unit also 
appeals to surveyors and to men 
who have construction gangs work. 
ing in the rough back country, 
Mounted with a service body, the 
new pickups also appeal to radio, 
television and refrigerator repair- 
men as well as to electrical and 
plumbing contractors. 
* * * 


— utility companies are 
using the light jobs even for 
farm-line construction, especially 
where the telephone or light com- 
pany is following the practice of 
using only two-man crews for this 
work. The cost of operation is much 
less; the vehicles maneuver much 
better, and they have sufficient 
power to tow a cable trailer. 
Dodge, in particular, is finding a 
modification of its postoffice de. 
livery truck with a shortened 
frequent-stop type of body on a 95. 
(Continued on Page 23, Col. 1) 


TBEA Clarifies 
Excise Tax Status 
Of Several Items 


WASHINGTON, — The Truck 
Body and Equipment Assn. has re- 
ceived an Internal Revenue Service 
ruling on the Federal excise tax 
status of several items built and 
sold by its members. 

Confusion has arisen since the ex- 
cise bite on some items was raised 
from 8 to 10 percent by the Federal- 
Aid Highway Act of 1956. Collection 
and payment of excise tax continues 
to be the responsibility of the man- 
ufacturer. 

Power-takeoffs and power tail- 
gates are subject to the 8 percent 
tax, TBEA said. However, when 
they are sold with a body or chassis 
by the manufacturer, the tax is 10 
percent. 

Farm and conversion hoists are 
taxed at 8 percent if they are de- 
signed primarily for use with truck 
bodies. If such items are types of 
equipment used only by a farmer, 
for example, they are not subject to 
tax 





The tax on dump bodies is 10 
percent. Dump body hoists and 
dump body accessories, such as cab 
protectors, etc., are subject to 10 
percent tax when sold on or in 
connection with the body by the 
body manufacturer. 


Forward-Mounted 
Power-Takeoff 
Offered by IH 


CHICAGO.—Six series of heavy- 
duty International six-wheel trucks 
have been made available with 
factory-installed front-mounted 
power-takeoff. 

Rated capacity of the new power- 
takeoff is 50 horsepower, which is 
adequate to turn a mixer barrel 
with ten cubic yards of concrete. 
It is offered on International truck 
series RF-190, RF-200, RF-2N, 
VF-190, VF-200 and VF-210, These 
models are powered with Inter- 
national six-cylinder or V-8 engines, 
with choice of gasoline or liquefied 
petroleum gas fuel system. 

The power-takeoff flange is 
mounted through the engine vibra- 
tion damper, directly to the fan 
drive pulley. A shaft with two uni- 
versal joints is attached to the 
flange and carried forward. A short 
jackshaft is attached to the for- 
ward universal joint and suspended 
between two self-aligned bearings 
which absorb side thrust into the 
frame. 


N. Y. Truck Light Law 
In Effect, Says Kelly 
ALBANY. 
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Quarterly Sales Hit 105,000... 
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Styling Paces Pickup Comeback 


(Continued from Page 22) 
inch wheelbase ideal for delivery of 
television sets and bulky but 
smaller pieces of furniture. 

Delta Air Lines liked its ability 
to thread heavy traffic so well 
that it has adopted the model for 
light package delivery to its planes. 

Unusual uses for the new jobs are 
popping up every day according to 
the salesmen who are really out 
working their areas for sales. 

A big aluminum kitchenware out- 
fit has adopted this type of unit for 
delivering merchandise to the 
housewife. A musician in a small 
Michigan town uses a Chevrolet 
Cameo Carrier with a specially 
fitted waterproof box to transport 
his $5,000 electric organ. Eskimo 
Pie and Good Humor route men 
see an advantage in using the small 
units with special 
boxes to carry their merchandise. 

* * = 


‘Ride a Pickup’ 
NE of the more hopeful im- 


pressions that has accompanied 
the increased sale of the half-ton- 


Power tailgates, such as this Perfection 
Minuteman, will raise a refrigerator or 
piano from the ground up 32 inches to 
the bed level of the average pickup. It 
is hydraulically operated. | 

* 


ners is that more and more dealers 
are looking for an acceptable profit 
on each sale. Basically, this means 
that they are insisting that their 
sales crews sell the light jobs on 
the merit of the vehicle and the 





Delta Errand Boy— 


This short-coupled body on a 95-inch 
light Dodge chassis delivers supplies for 
the crews and packages for Delta Air Lines. 


Tractors, Engines 
Of Porsche Set 
For U.S. Market 


BRIDGEPORT, Conn.—Porsche- 
Diese] Imports here has announced 
that air-cooled farm tractors and 
engines from Germany soon will 
enter the U. S. market. 

The one and four-cylinder units 
Will be shipped from- Germany at 
4n imitial rate of about 100 per 
Month, the company reported. 

A national sales and service or- 
Banization will be developed by 
Porsche-Diesel, the firm said, with 
technicians now undergoing an en- 
Sineering program at the German 
factory. 


refrigerated | 





work it can and will do for the 
buyer. 


Some larger dealers have found 
that it pays them to put a sales- 
man on pickup sales alone, Thus 


Long-W heelbase Unit 
Added by Chevrolet 


DETROIT.—To meet a growing 
need for light trucks that will 
accommodate special bodies with 
large cargo space, Chevrolet is 
offering a new cab-and-chassis 
long-wheelbase model in its half- 
ton series. 

The 123-inch-wheelbase unit is 
designed principally for users 
needing extra frame length to 
mount specialized larger-dimen- 
sion bodies for light but bulky 
loads, according to James E. Con- 
lan, manager of Chevrolet’s com- 
mercial car and truck department. 
All options and accessories offered 
on half-ton pickups will be avail- 
able. 








SMART DEALERS 








such a salesman is digging into 
every nook and corner where 
there is a possibility for a sale. 
And since these salesmen drive 
pickups on their calls, they are 
giving the vehicle much more 
sales exposure than it has re- 
ceived for a number of years. 
Other dealers who sell both cars 
and trucks have instituted a “ride 
a pickup” program at least one day 


a week for each of their salesmen. | “= 


This acquaints the passenger-car 
men with the light-truck business 
and enables them to talk much 
more intelligently to the prospect 


| because they have actually driven 


and used the vehicle in demonstra- 
tions. 


James and Murphy Buy 
Robert R. James and Nap Mur- 
phy, Hamburg, Ark., have pur- 
chased a Ford dealership at Strong, 
Ark, James will manager the firm 


|} and Murphy will continue manage- 


| ment of his Hamburg Ford dealer-| 


ship. 
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Sheriff's 


When the men from the sheriff's office | 


"Mountain Goat'— 


in Maricopa County, Ariz., have to take 


supplies up to their broadcasting station | 


on the mountain top, they find this GMC 
four-wheel-drive pickup fills the bill. This 
sure-footed “mule” negotiates the cork- 
screw bends on the little used trail without 


| jockeying or hesitation. 


they sell the 


5-in-1 





W. Germany to Sell 
VW Stock to Public 


BONN, Germany. — Dr. Ludwig 
Erhard, minister of economy, has 
announced plans to sell stock in the 
Government-held Volkswagen auto 
concern to thousands of small 
shareholders. 


The plan calls for the shares to 
sell for about $12. They may be pur- 
chased only by individuals and in 
small quantities. There will be legal 
safeguards against efforts of big 
financial groups to buy large quanti- 
ties of shares and seize control of 
the company. 

No date has been set for the be- 
ginning of the stock sale. Erhard 
said the VW sale would set a pat- 
tern for the disposal of other in- 
dustrial properties now owned by 
the Government. 


IH to Build in Omaha 


OMAHA. International Har- 
| vester Co. plans to build a truck 
sales and service building at Twen- 
tieth and Paul Sts. The new build- 
ing will include a 20-stall service 
station, a service parts area, a 
showroom and accounting and 
| sales offices. 








¢ DON’T STICK THEIR NECKS OUT! 


new Signal-Stat 


SIGFLARE system! 


Exciting advertising in every major automotive 
publication, sound distribution policies 
most effective signalling oysiens on the market 


today make the Signal- 


5-way 


is 


t line the fa 

greater-profit line! Smart vehicle owners want 
protectian — and they can get it with the 

No. 900 Sigflare switch and 4 Signal-Stat lamps: 


23 


i 


FARO Sn MAIR 6 EDS 





ALLE OR OLR  H Sod 


storily in long and expensive litiga-| 


24 


AUTOMOTIVE NEWS, JUNE 3, 1957 





AMA Makes Report... 


83% of Truckers Own 
One Unit, Need Service 


(Continued from Page 21) 


gan with 250,400 Minnesota with 
198,000, Indiana with 190,500 and 
Missouri with 183,400 to complete 
the ten top states in number of 
truck drivers. 

Trucks haul practically every- 
thing Americans use, traveling ap- 
proximately 240 billion ton-miles 
between cities in 1956. 

Trucks were the source of $2,140 
million in special tax revenues last 
year, including state registration 
fees of $465 million, state motor 
carrier fees of $140 million, state 
gasoline taxes of $775 million, 
special city and county taxes of 
$45 million, bridge, tunnel, ferry, 
and road tolls of $75 million, and 
Federal Excise taxes approximating 
$640 million. 

The U. S. produced 1,103,593 | 
trucks and 4,206 buses in 1956 or| 
45 percent of the total world out-| 
put. The wholesale value of Ameri- 
can trucks and buses built and sold 
during the year exceeded $2 billion. 

> > * 


a year U. S. trucks traveled a 
total of 115 billion miles, a 
figure that closely parallels eco- 
nomic activity and prosperity of the 
nation. Truck-miles traveled have | 
doubled and the gross national 
product has increased approxi- 
mately 40 percent since 1946. 


The truck accident rate in the 
U. S. has declined 71 percent 
since 1934, In 1933 and 1934 the 
rate was 5.7 accidents per 100,000 | 
vehicle miles traveled, In 1955 | 
and 1956 a rate of 1.63 per 100,000 
miles was achieved. 

More than 28 percent of the na- 

tion’s trucks are on farms. There 








Private Carriers 


Oppose Change in 
Definition of Role 


WASHINGTON.—Any change in 
the present definition of “private 
carrier” in the Interstate Commerce 
Act was opposed by the Private 
Truck Council of America, Inc., at 
hearings before the surface trans-| 
portation subcommittee of the Sen- 
ate Interstate and Foreign Com- 
merce Committee, according to 
James D. Mann, managing director 
of the council. 


The council, a national organiza- 
tion of private truck operators, 
transporting goods to their own cus- 
tomers or to their own plants in 
vehicles owned or leased by them- 
selves, was represented at the hear- 
ings by Frazor T. Edmondson, who 
is also vice-president and counsel of | 
Campbell Taggart Associated Bak-| 
eries, Inc., Dallas. 

He reminded the subcommittee 
that the proper construction of the 
term “private carrier of property| 
by motor vehicle” was the subject) 
of controversy before the ICC and 
the courts for about 16 years and 
that any tampering of the definition 
could result in the reopening of 
problems that were settled satisfac-| 





tion. 

As result of this litigation, Ed- 
mondson stated, “We now have a 
clearly defined rule to follow. That 
is the so-called ‘primary business 
test’ which is the law today. This is 
a simple common sense rule which 
both lawyers and laymen can under- 
stand, namely, you're a regulated, 
for-hire carrier if you're really en- 
gaged in the transportation business 
as such, but not if you are opera- 
ting trucks only as a bona fide 
incident to your own nontransporta- 
tion enterprise. Which of these you 
are doing is to be determined from 
the total facts in each case.” 


Vermont Hikes Limits 


MONTPELIER, Vt.—The State 
Senate has passed:a bill raising the 
truck weight limits in Vermont 
from 20,000 to 24,000 pounds on 
State-aid roads and 16,000 to 20,000 
pounds on such roads with wooden 
bridges. The limit on town roads 
with wooden bridges will remain 
at 16,000 pounds. 





are more farm trucks than there 
are farms, according to Motor 
Truck Facts. There are 2,212,892 
farms and 2,702,811 trucks doing the 
farm-to-market hauling. An inter- 
esting sidelight of the change in 
farm transportation is seen in that 
today farmers own over seven mil- 
lion motor vehicles as against four 
million horses and mules. 
Giving an indication of the 

present replacement market, 11 
percent or approximately 1,042,000 
trucks in use are prewar models 
and over 15 years old. Estimated 
scrappage for the last two years 
has hovered at 550,000 vehicles 
each year. It took 64 percent of 
the trucks sold last year just to 
replace those scrapped. 

Mexico, Venezuela and Brazil are 
the largest export markets for U.S.- 


Whatever your requirements for 





| 





built trucks. One out of every five 
trucks produced was exported last 
year. 

California led the states in truck 
registration last year with 940,000, 
closely followed by Texas with 818,- 
000. 

+ * + 
T TAKES 158,510 school buses to 
transport the 9,510,000 children 
who depend upon school buses for 
their transportation. School buses 
now carry 32 percent of all public 
schoo] students. > 

It took 4,547,875 tires for origi- | 
nal equipment and 8,894,228 tires | 
to replace those worn out on | 
trucks and buses last year. | 

The trend continues steady 
toward greater use of trucks in 
shipping livestock to the 63 major 
markets with four out of every five 
livestock currently being hauled on 
rubber. 

In the frozen food industry, 68 
percent of all products are being 
hauled by truck. Seven percent of 
all meat and poultry, 91 percent of 
all cooked and prepared frozen 
foods, 73 percent of all frozen sea- | 
foods, 64 percent of fruits and| 
vegetables and 43 percent of frozen 
fruit juice concentrates go to 
market on trucks. 


a 


- 





highway or off-the-road equipment — 
Timken® offers you a full line of driv- 
ing, trailer and front axles... brakes 
and gear boxes ... backed by over 50 
years of manufacturing experience 
and proven by continuing field and 
laboratory research. 

Proving the superiority of design, 
engineering features and quality that 
go into every Timken product is the 
Timken-Detroit Lightweight Tandem. 





































Giant of Autocar Family— 


This is Autocar’s new AP-40, latest and biggest of its AP off-highway line. The 
truck, a rear dumper, carries a 40-ton payload. More than 13 feet high, 31 feet, 10 
inches long and equipped with a 27 cubic-yard body, the truck is powered by V-type, 
turbocharged 12-cylinder Cummins diesel rated at 600 horsepower. The AP-40's top 
speed is 33 m.p.h. 
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Truckin’... 


By Jack Weed 


(Continued from Page 21) 


from the time the order is sent in 
by the dealer. 
The truck boys threw quite a 
luncheon deal out at the Willow 
Run truck plant where the “big- 
gies” are made, and where the 
milestone unit, a rescue truck for 
Civil Defense, was made. In ad- 
dition to the press, Chevrolet had 
several top Civil Defense officials, 
including Val Peterson, ex-gover- 
nor of Nebraska and a colonel 
in the Air Force Reserve, who is 
top man in the Civil Defense 
' agency. 

He made a statement which was 
hard for me to reconcile with the 
sluggishness in buying these civil 


floods, forest fires and other calami- 
ties. 

If there are that many occasions 
for the use of these four-wheel- 
drive buggies, why don’t they insist 
that the state units get equipped, 
now that the truck companies have 
gone to the expense and effort to 
design and build them to Civil 
Defense standards? 


> * * 


Visiting at Reo 

CIDENTALLY, the truck busi- 

ness has taken me on a number 
of “elbow bending” forays recently 
in addition to this Chevrolet affair. 
Immediately preceding the meet at 
Willow Run, Reo staged quite an 
affair to announce the completion 


defense units that are now being| of the first of 3,000 2%-ton six-by- 
The made by several truck companies. | Sixes for Army use. 


10 Peterson said that the Government 
pe, is spending approximately $19 mil- 
top lion a year on aid to states and 

cities on emergency relief from 


While there is no doubt in 
anybody’s mind that this $20 mil- 
lion order is going to help the 
Lansing maker this year, few 
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know just how much, John 
Tooker, Jack Adams and Bill 
Walworth took me for a short 
trip into their future when I 
was attending their press lunch- 
eon on the military vehicle, 

Reo “folk” have finally come to 
the decision that they would be far 
better off building a reputation for 
themselves in the heavy-duty, 
custom-made truck field than trying 
to buck the biggies of the industry 
now that all of the volume makers 
have invaded the heavy-duty field. 

They are strengthened in this 
thinking by the fact that they made 
more money last year than they 
have made on civilian production 
alone for some time and the greater 
share of their profits came from 
this type of vehicle. 

+ 


* * 


Mediums to Continue 


O* COURSE they expect to con- 
tinue to build the medium duty 
jobs even at no profit to give their 
dealers competitive merchandise. 
But the main development effort 
will be put on the real big custom 
jobs, where their competition will 
be narrowed considerably. 

They have many things in their 
favor to do this job. They have 


about as many or more years of 
truck-building experience as any 
maker in the field. They have a 
good engine that has built an 
enviable reputation. And Reo is 
nimble and able to bring out new 
creations within a reasonable 
length of time. 

I have their permission to tell you 
readers that before another moon 
has gone through its phases, Reo 
will be announcing a “western 
type” diesel with engines developing 
from 200 to 335 hp. Extreme care is 
being taken in the development of 
this job to make certain that it 
will appeal to the haulers who must 
snake 60,000-pound loads along the 
highways at passenger car speeds 
and that it will stand up without 
rattles or loosening up under the 
hard daily service that these jobs 
get. 

Reo also is modifying an eight- 
wheel-drive, four-wheel-steer job 
with twin diesel engines and twin 
radiators that is expected to carry 
a 90,000-pound GVW rating for off- 
highway use. This job has been 
given its final testing in service 
and is now ready for the market. 
Of course, one doesn’t sell babies 





TDA® LIGHTWEIGHT TANDEM GIVES YOU... 



























Greater Payload Capacity! Up 
to 700 pounds lighter than any 
other unit of equal capacity, this 
new TDA tandem will give you 
up to 26,000 extra ton-miles 
payload in every 75,000 miles of 
operation. 


TDA Parts Interchangeability 
means easier maintenance. Al- 
most all the parts in this new 
tandem ~—gears, pinions, dif- 
ferentials and brakes—are inter- 
changeable with parts from 
Timken-Detroit standard single 
axles. This assures you more 
productive road time... faster, 
simpler, more economical main- 
tenance...and smaller parts 
inventory. 

TDA Inter-Axle Differential 


divides torque evenly between 
axles... yet permits wheels of 


WORLD’S LARGEST MANUFACTURER OF 
AXLES FOR TRUCKS, BUSSES AND TRAILERS 


one axle to revolve faster or 
slower than wheels of the other 
axle. This means both axles are 
doing equal amounts of work... 
driving parts and tires last 
longer. 


Driver-Controlled Lockout! 
With TDA Inter-Axle Differen- 
tial, the driver can obtain the 
advantages of straight - through 
drive under slick or icy condi- 
tions by locking out the differ- 
ential at any driving speed. 

Big, Dependable Hypoid Gears 
rotate in correct direction for 
maximum gear and bearing life. 


Plants at: Detroit, Michigan * Oshkosh, Wisconsin 
Utica, New York * Ashtabula, Kenton and 
Newark, Ohio » New Castle, Pennsylvania 


TIMKEN 
AXLES 
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of this type oft the counter like 
stick candy. 
* 


GMC Report 


NOTHER of these truck lunch- 

eons that confounded my 
questionable attempt to diet was 
thrown by Phil Monaghan and Dick 
Woodhouse, of GMC, on the comple. 
tion of their recent swing around 
the country, holding meetings in all 
of their 19 sales zones, 

Their shindig took the form of a 
direct report on their findings in 
the field as to this year’s truck- 
sales prospects, In each of their 
meetings, they took the time to 
query dealers on their outlook for 
truck sales in 1957, how the pur- 
chasers felt and what business ac- 


tivity was in progress that would, 
in the dealer’s viewpoint, develop 
into immediate truck business. 
“Almost without exception, our 
dealers have told us that there 
is a new feeling of business 
confidence and sales activity in 
their areas,” Phil told the as- 
sembled press, “While sales for 
the first quarter have been off 
about 7 percent, we think the 
business now developing will give 
the industry a chance to equal 
the number of trucks sold last 
year.” 

Light-truck sales in the South 
are already indicating that the 
rains of this spring may again 
bring the farmers back into the 
market, both he and Dick said. 


While only one dealer reported 
that his area was actually buying 
equipment to build the new national 
roads that are in the works, they 
did find considerable evidence that 
there will be a demand for heavy 
equipment for construction work 
coming along soon. 


Perhaps one of the most notable 
evidences of a coming strong truck 
es year was seen in the almost 
universal bright condition of the 
used-truck market. Both these ex- 
perts agreed that light used trucks 
are in heavy demand and that 
dealers could sell a great many 
more than are now available at 
fair profit. Dealers report a good 
movement of the heavier used 
Pieces at better prices than they 
have realized for a number of years, 
they said. 


Monaghan also said that in sev- 
eral sales zones their April sales 
were ranging from 11.9 to 39.2 per- 
cent higher than for the same 
period of last year. 

This increase in truck sales was 
also born out by Ed Cole, president 
of Chevrolet, who let it drop in 
their meeting that Chevrolet truck 
sales for the first 10 days of May 
were more than 38 percent better 
than for the last 10-day period in 
April. 

So it begins to look like the 
combination of heavy rains and the 
sun beginning to shine on both sides 
of the street is sprouting truck 
business that may take this indus- 
try to greater heights than has been 
visualized thus far this year. 
There will be more profit to both 
the dealers and the body and equip- 
ment distributors, if “ear-to-the- 
ground” reports from the field are 
based on fact. 

And I believe they are. 


Showed Him 


Missouri Can Be Tough, 


Trucker Learns 


NEW MADRID, Mo.—The way of 
the transgressor can be expensive, 
as Richard L. Hester, a trucker 
from Temple, Tex., can testify. 
Hester had his truck loaded in 
New York with spark plugs, brake 
fluid, grease and burlap consigned 
to Los Angeles. He was stopped by 
the Missouri Highway Patrol here, 
and Hester was subsequently found 
guilty of: 

Refusing to drive his truck onto 
the weight station scales. Fine, $517. 
Operating a truck with 18,700 
pounds overload. Fine, $1,815. 
Having no Public ae Com- 
mission’ authority. Fine, $35. 
Having improper registration. 
Fine, $60. 

Operating an over-length truck. 
Fine, $15. 

Driving with expired chauffer’s 
license. Fine, $15. 

Fines totalled $2,457 


AMC Signs Gifford 
Gifford Motor Car Co. has ac- 
quired the Nash-Hudson-Rambler 
franchise in Puyallup, Wash. 
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Chevrolet Hikes Share... 


57 Truck Sales Trail 
Year Ago by 7 Pet. 


- TRUCK registrations for 
March slipped from last year, 
leaving a total of 193,778 for the 
first quarter. This was 7.21 percent 
under the 208,839 registered in 


1956’s first quarter, according to | 755 


figures compiled by R. L. Polk & Co. 
There was one bright spot, 

however, The loss for March was 
less than for February and Janu- 
ary. January’s slump was 9,162 
registrations; February’s, 3,349, 
‘and March’s, 2,552, or 3.30 percent 
below March, 1956. 

Chevrolet continued to lead Ford 
and garnered 35.48 percent of the 
first quarter market, an increase of 
1.61 percentage points from the first 
three months of 1956. 

a * = 
HEVROLET and GMC combined 
accounted for 43.67 percent of 
the market, showing a small loss 
from last year when General 
Motors’ truck share was 43.92. 
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How They Fared ... 


GMC’s loss this year offset Chevro- 
let’s gain. 

Ford dropped .09 of a percentage 
point with a quarterly total of 56,- 
400, compared with Chevrolet’s 68,- 


Inte with 22,116 regis- 
trations, dropped .80 of a point; 
GMC, with 15,871, was down 1.86 
points, and Dodge, with 11,487 
registrations, dropped .17 of a 
point from last year’s quarter. 

March’s total registrations were 
74,668, compared with 77,220 in 
1956; February’s were 62,129 in 1957 
and 65,478 in 1956, and January’s 
were 56,979 in 1957 and 66,141 in 
1956. 2.28. 2 

YS held sixth position, 
behind Dodge, with 5,541 regis- 
trations for the quarter, a gain of 
58 of a point; White was seventh 
and lost .14 of a point; Mack, 
eighth, up .12 of a point; Stude- 
baker, ninth, down .17; Diamond T, 


Commercial Car Registrations 





* White includes Autocar, Freigh 
** Miscellaneous includes Corbitt, Divco, Fede 


By Makes 


First Quarter, 1957-1956 
ist Qtr. Percent Ist Qtr. 


Regis., 
1957 


Percent 
Share of 
°56 Market 

33.87 
29.02 
12.21 
10.05 
6.10 
2.28 
1,80 
1.56 144 
1.05 1.22 
Ad Al 
32 31 
08 10 
1.91 1.13 


Share of 

’S7 Market 
35.48 
29.11 
1L41 
8.19 

5.93 
2.86 
1.66 


100.00 


tliner and Sterling. 
ral, Four Wheel Drive, 


100.00 


Marmom-Herrington, Peterbilt, etc. 


10th, down .03; Reo, 11th, up .01, 

and Brockway, 12th, down .02. 
Miscellaneous makes, with 3,698 

registrations, accounted for 1.91 


—Compiled from R. L. Polk & Co. data. 





market, 
centage point. 


percent of the 1957 first quarterly 
a gain of .78 of a per- 


California again led the states 
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Can Socony Mobil analyze my 
\\, layout and help me set up a more 


profitable service department ? 
igs” 
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Socony Mobil can help boost your 
service absorption in many important ways! 


How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 
over . . . increase volume. 

We’re ready to give you the benefit of years of merchandising ex- 
perience . . . suggest sales tips . . . give you vital retailing information 
that can change labor and parts sales figures from red to black. 

And, of course, there’s our lubrication training program. We’ll in- 
struct your men on the most up-to-date equipment . . . show them 
proper lubrication techniques on the make of car you sell. 


Here’s why it’s good business 
to do business with Socony Mobil 


@ You get America’s top sellers... Mobilgas, 
Mobiloil, Mobiloil Special! 

@ You get the help of experienced men to 
help you boost service absorption. 


e@ You get expert on-the-job training for your 
personnel. 
e@ You get the benefit of merchandising and 


lubrication knowledge unsurpassed in the 





Mobil means business... more business for you! 
Leader in lubrication for 91 years 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


with 8,212 registrations for March, 
Texas was second with 6,369, and 
New York was third with 4,181. 

Of the 10 top states, five showed 
gains over 1956 in a sinking truck 
market. They were California, Illi- 
nois, Florida, North Carolina and 
New Jersey. 

* * 
_ top 10 states for March 
were: 


1957 1956 

1. California 8,212 8,120 
2. Texas 6,369 7,969 
3. New York 4,181 4,320 
4. Ohio 3,805 4,561 
5. Illinois 3,256. 3,115 
6. Pennsylvania 3,029 4,526 
7. Michigan 2,748 3,438 
8. Florida 2,640 1971 
9. North Carolina 2,218 197% 
10. New Jersey 2,160 1,063 


Chevrolet, in March, led Ford in 
28 states, with Ford topping its 
rival in 20 states and the District 
of Columbia, 


Besides the five states in the top 
10, 18 others increased registrations 
over March of last year. 


Reorganized Fleet 
Hikes Efficiency 
In Post Office 


WASHINGTON. — Roy D. 
Schlegel, director of the vehicles 
division of the Post Office, has re- 
organized the op- 
eration of the 25,- 
0000 - vehicle 
division and is 
credited with 
greatly increasing 
its efficiency and 
economy. 

Schlegel inaugu- 
rated the. red, 
white and blue 
color scheme for 
the department’s ; 
trucks which has R. D. Sehiegel 
resulted in a 67 percent drop in 
accident frequency. 


In addition, he established new 
specifications for vehicles, build- 
ings and equipment which have 
brought savings up to 75 percent in 
garages, as well as a new inventory 
control system which has reduced 
the parts inventory from $94 to $36 
per vehicle. 
| Schlegel came from the War De- 
partment’s Corps of Engineers in 
1953. He joined the Corps in 1939 
as a $1,620 job supervisor for the 
removal of 2.5 million yards of dirt 
at the National Airport. 


17 States Assess 
Truckers in Full 


| On Fuel Taxes 


| WASHINGTON. — A new study 
has been released by the National 
Highway Users Conference which 
shows that 17 states now require 
certain trucks and buses to pay the 
state fuel tax on every gallon of 
motor fuel used in the state, re 
gardless of where it was purchased. 

This relatively new yardstick of 
highway use has been adopted by 
these states to require the opera- 
tors to pay a tax equivalent to the 
state tax on motor fuel used in 
traversing all mileage within state 
boundaries. 

Virginia was the first state to 
pass such legislation in 1942, and 
its law still is used as a model by 
other states when drafting similar 
proposals. 

At the present time, special fuel- 
use laws are in effect in Arkansas, 
Georgia, Iowa, Kansas, Kentucky, 
Maine, Maryland, Massachusetts, 
Michigan, Mississippi, Montan4, 
North Carolina, Oklahoma, South 
Carolina, Tennessee and Virginia. 

In all cases, the Conference 
these laws require filing of periodic 
reports as to mileage travelled by 
the carriers, both inside and out- 
side state borders. A record of all 
fuel purchased and where it was 
purchased is required. 

Payment of the state fuel tax is 
made by the carrier on all fuel con- 
sumed on. the highways of the state, 
and credit is given for fue! pur- 
chased within the state, upon 
the tax has been paid at the time 
of purchase. 


Grubbs Takes Hudson 
O. H. Grubbs has opened a Hud- 
son-Rambler dealership at 2421 Gar- 
land, Dallas. Manager of the opera- 
tion is his son, George R. Grubbs. 


Kenworth, 
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Reo Adds 16 Heavies 


B-Series Diesels Offer New Cab; Range Up 
To 63,000 Pounds GVW 


LANSING.—The addition of 16 
new diesel trucks and tractors to 
its line of heavy-duty vehicles has 
been announced by Reo Motors, 
Inc. 

Called the B-Series, the line in- 
cludes three 4 x 2 and four 6 x 4 
trucks; three off-highway trucks; 
and six tractor models. 

Single-axle units are engineered 

for 42,000 pounds GVW and the 
tandem-axle units up to 63,000 
pounds. Tractor models are designed 
for gross combination weights of 
65,000 to 85,000 pounds, 

The new models feature Reo’s 
new cab with slant-back windshield 
and full sweep vision, according to 
John C. Tooker, Reo president. 

Both four and six-wheel chassis 
models are available in steel or in 
lightweight versions utilizing many 
weight reducing aluminum and 
magnesium component and struc- 
tural parts, Tooker added. 

All models are standard with 
front-axle-forward position for 

+ od > 


Flat-Top Fenders— 

All models in Reo's B-Series diesels 
hove “Catwalk” fenders with diamond 
safety treads. These fenders provide a 
platform from which the driver or me- 
chanic can easily get to the engine. The 
flat-top fender permits tools to be placed 
within handy reach during servicing. 


> Improvements 
In Axles Cited by 
Eaton Engineer 


SAN FRANCISCO. — Substantial 
improvements in axle design and 
service life have been accomplished 
in the last five years, J. R. Bar- 
tholomew, chief engineer of Eaton 
Mfg. Co.’s axle division, told the 
California Trucking Assn. 

He said the improvements are: 
Induction hardening of axle shafts; 
&switch from hypoid to spiral bevel 
gearing; substitution of steel wash- 
ets for bronze; replacements of 
tivets by bolts and greater use of 
the self-contained single anchor 


brake. 

He said induction hardening has 
strengthened the axle shaft 30 per- 
tent and have increased fatigue 
life more than 400 percent. The 
change from hypoid to spiral bevel 





Wash. Tax Unit Probes 

Out-of-State Purchases 

OLYMPIA, Wash. — The State 
Commission is 


Hin 


: 
| 
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states where total combination 
weights are controlled by bridge 
formulas, or available with front- 
axle-rear position for states where 
maximum front axle loading is 
desired and bridge formulas are 
not a factor. 

A choice of nine Cummins’ heavy- 
duty diesels are offered in the Reo 
B-Series. Nine diesel power plants 
are available from 175 to 335 horse- 
power. 

More than two years of planning 
have gone into what is called the 
most advanced cab in the heavy- 
duty field, Tooker said. Panoramic 
vision is achieved through the use 


Fruehalf Expands 


BALTIMORE. — Warner Frue- 
half Trailer Co. has established a 
truck equipment headquarters just 
north of its trailer facility here for 
the display, assembly and servicing 


a 


of a top-forward windshield which 
enables the driver to get a full view 
ahead and on both sides without 
distortion or obstruction. 

Tooker said driver comfort was 
a first consideration in the design 
of the Reo cab, Instruments are 
easily visible and lights are con- 
trolled by toggle switches, the cab 
floor is flat and without a “dog- 
house” and the Bostrom “Level 
Ride 80” driver’s seat is standard 
equipment. 

Reo is the first of the truck 
manufacturers to introduce dual 
headlights, The B-Series carries 
twin units as standard equipment 
and offers the conventional single 
lamp system as an option, 

The twin lamp unit, manufac- 
tured by Auto-Lite, is built en- 
cased in a single housing for 
simplicity of installation or re- 
moval, In the event of a burned 
out filament, individual sealed 
beams can be re 

Ease of servicing the engine in 
the B-Series was accomplished with 
a large under-hood area and with 
extra strength “Catwalk” fenders 
with diamond safety treads. These 


easily get to the engine. 


Wt 


}) Extra-long cylinder sleeve overlap for perfect 
alignment during the dump cycle. 

2 Chevron-type packing rings hold maximum hy- 
draulic pressures safely. 

3 Wiper Rings guard packing and cylinder walls 


from scoring. 


& Spherical bearing base mounting of cylinder pre- 
vents side strain on cylinder sleeves. 


S Hydraulic inlet located at top of cylinder elimi- 
nates possibility of oil loss through control valve. 


& Manganese bronze bearings throughout assure 
smooth, trouble-free action and long life. 

WF Plunger-type control valve is fully balanced, with 
snap-in control positions, integral pressure relief and 


check valves. 


8 High-pressure Heil Perma-Pump, mounted in- 
line with power take-off, delivers dependable lift- 


ing capacity. 


D Complete hoist frame is part of unit, actually 
reinforces truck frame, provides simple, low-cost 


One of Reo's New Diesels— 





Reo's new B-Series diesel line consists of three 4 x 2 and four 6 x 4 trucks; three 
fenders provide a platform from) off-highway trucks; and six tractor models. The single axle units are engineered for 
which the driver or mechanic can| GVWs to 42,000 pounds and the tandem axle units up to 63,000 GVW. The tractor 





mounting on any truck; no fixed projections below 
top of truck chassis. 

1O Wide hinges and large-diameter hinge through- 
shaft assure stable dumping action with heaviest 
loads. 


W Two types of easy-acting lever controls available, 
plus finger-tip torsion bar tailgate release mechanism. 
VD Air vent at cylinder top vents air from cylinder 
with finger-tip action—no wrenches required. 


¥S Cast steel external packing glands reinforce cyl- 
inder sleeve ends and protect from “flaring.” 


VW New standard SAE “0” ring and 37° flared 
pressure fittings instead of conventional pipe thread 
fittings in all pressure lines. 


Yes, you can look to Heil for advanced body and 
hoist design. And you can look to your Heil dis- 
tributor to back you up with (1) expert help in 
working out dump truck specifications; (2) factory- 
approved parts and service to keep your customers 
satisfied. ' 


DUMP BODIES and HOISTS 





models are designed to pull gross combination weights from 65,000 to 85,000 pounds. 
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No. 33 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers — and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars. 
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Selling for you... 
with words and music 


Telling the story of all the Ford Family of Fine Cars is the job 
of Ford Motor Company institutional advertising. 


Each of you benefits every time we advertise this Family con- 
cept .. . for, in the public’s mind, each of your cars gains added 
prestige from association with the Ford Family of Fine Cars. 

So, to keep the eyes of car-buying Americans focused on that 
big, beautiful collection of cars you have to offer, we keep the 
advertising distinctive—fresh—and full of appeal. 

Take a closer look at two typical examples of this Family 
advertising . . . and its coverage. 

We’ve just prepared a double-page spread for magazines. It 
illustrates a line-up of our models in exciting full color and 
exacting detail. 

It tempts readers to “Choose your new car right here . . . from 
the Ford Family of Fine Cars” . . . and then to keep right on 
going to you . . . their nearest Ford, Mercury, Lincoln, or 
Continental dealer! 

Millions of prospective new car owners will see the ad this 
June, as a center spread, in THE SATURDAY EVENING POST 
... LIFE... and LOOK. Total circulation— 18,650,000! 


In addition, 33,846,000 readers of 282 newspapers from coast to 
coast, will see this center spread in their Sunday Supplement 
magazines . . . THIS WEEK, PARADE, FAMILY WEEKLY, 
and AMERICAN WEEKLY. 

In fact, almost one-third of the entire population of the United 
States (that’s 52,496,000 people) will have the opportunity to 
see and read this advertisement. 

And, from radios all over America, additional tens-of-millions 
are hearing and remembering a catchy little song about the Ford 
Family of Fine Cars. It’s been imaginatively set to a sparkling 
calypso rhythm . . . the type of music that’s sweeping the nation. 

As always, you’re in it, too—for the lyrics urge every listener 
to stop by and see you . . . and your products. 

We'll continue to keep this kind of advertising working hard 
for you—to promote every member of the Ford Family of Fine 
Cars. 

Another reason why it’s great to be a dealer in the Ford Family 
of Fine Cars. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD e THUNDERBIRD ¢e MERCURY ¢ LINCOLN e CONTINENTAL 
FORD TRUCKS e TRACTORS ¢ FARM IMPLEMENTS 
INDUSTRIAL ENGINES 


COMING SOON (E) THE NEW EDSEL 
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DeNooyer Honored for Brand Name Award— 


Jerry DeNooyer, left, DeNooyer Bros., Inc. (Chevrolet), Kalamazoo, Mich., took 
top honors among automobile dealers in Brand Names Foundation’s 1956 Brand 
Name Retailer-of-the-Year Competition. Runner-up honors went to A. E. White, second 
from left, Bob White, Inc. (Oldsmobile), Columbus; Charles T. Riley, center, Sherry 
Motors (Ford), Appleton, Wis.; J. A. Sanders, second from right, Sanders Chevrolet 
Co., Watertown, S. D.; and Bill James, right, Bill James Chevrolet Co., St. Louis. The 
firms were among 118 in 24 categories of retailing honored for their presentation 
of manufacturer's advertised brands to the public. The award winners and their wives 
were honored by the Saturday Evening Post at a buffet supper at the St. Regis Hotel, 
New York. 


the bearings you need 
...when you need them 


The BCA box is your guarantee of auto- 
motive bearings and bearing service that 
are right for you. Designed for and widely 
Teeter ee =) 
bearings—wheel, clutch, transmission, 
differential and generator— offer ease of 
installation in replacement jobs and per- 
lg lt ee 
for you. BCA ball bearings are quickly 
available when you need them through 
most leading bearing suppliers. 


Auto Personnel 


Election of two new vice-presi- 
dents by Thor Power Tool Co.’s 
board of directors has been an- 
nounced by Neil C, Hurley jr., 
president. 

James A, Lind was named finance 
vice-president, and will continue as 
treasurer as well. John F. Corkery, 
former sales promotion manager, 
was appointed public relations vice- 
president. He will be in charge of 
public relations, advertising and 
sales promotion. 

* + + 


Thermoid Board Adds 


Six New Members 


The board of Thermoid Co. has 
changed the corporation’s by-laws 
to increase board membership from 
nine to 15 and has elected the fol- 
lowing to fill the vacancies: 

John J. Bergen, chairman of 
Graham-Paige Corp. and of Hotel 
Corp. of America; Irving M. Felt, 
president of Graham-Paige and 
chairman of the executive commit- 
tee of Hotel Corp. of America; Ed- 


win M. Ost jr., vice-president and 
treasurer of Graham- Paige; A. 
Charlies Schwartz, partner of Bache 
& Co.; A. M. Sonnabend, president 
of Hotel Corp. of America and 
chairman and president of Botany 
Mills, Inc., and Charles Wohlstetter, 
partner of Seskis & Wohlstetter and 
chairman of Induction Motors Corp. 


* * * 


Johnson Moves to Trucks 

H. K. Johnson, former zone dis- 
tribution manager, has been named 
zone truck manager for Chevrolet 
in Atlanta. Johnson joined the com- 
pany in 1940. He succeeds A. M. 
Harrington, who resigned. 

= + * 


5 Take New Positions 
In American Airlines Sales 


Realignment of administrative 
duties within its general office sales 
department has been announced by 
American Airlines. 

Moving to new positions are 
Frank J. Beach, to director of air- 


freight traffic; John W. Colthar, to 
director of schedule development; 
Alfred E. Deshell, to manager of 
passenger tariffs; Arthur M. Mor- 
ton, to manager of schedules, and 
Mark Forrester, to manager of air- 
freight tariffs. 
* * * 
Canadian Finance Firms 


Organize, Elect Clark 


H. F. Clark, general manager of 
Consolidated Finance Corp., Ltd., 
has been elected president of the 
newly organized Federated Council 
of Sales Finance Companies, com- 
prising 19 sales finance firms oper- 
ating in Canada with 266 branches. 

Other officers include J. R. Croft, 
Traders Finance Corp., Ltd., vice- 
president, and R. Therien, Lauren- 
tide Acceptance Corp., Ltd., treas- 
urer. Directors are J. H. Ranahan, 
Industrial Acceptance Corp., Ltd.; 
C. S. Jensen, Canadian Acceptance 
Corp., Ltd.; W. J. Hobson, Colonial 
Finance Corp. Ltd, and W. J. 
Carey, Traders Finance Corp., Ltd. 

= + > 


Hendrickson Appoints 


Hendrickson Mfg. Co., Lyons, Ill, 
has appointed Ralph T. Butler 
Southwest sales and service repre- 


sentative. 
> = « 


Farley Promoted 
James A. Farley has been named 
field sales manager of Commercial 
Solvents Corp. Farley has been with 
Commercial Solvents since 1935, 
most recently as field sales manager 
for the industrial chemicals depart- 


ment. 
- * > 


A-C Promotes Morgan 

J. S. Morgan has been appointed 
director of domestic sales for Allis- 
Chalmers Industries Group. Morgan, 
who had been director of utility 
sales for the industries group, will 
be on the staff of the group’s sales 
vice president, He has been with 
A-C since 1935. 
* 


Raybestos Appoints 
Zeyen and Burns 


Two new sales territories have 
been established by Raybestos di- 
vision of Raybestos-Manhattan, Inc. 
One was set up in central Cali- 
fornia with headquarters in Fresno. 
This territory is being manned by 
N. L, Zeyen. 

The second was set up in northern 
New York with headquarters in 
Geneva. This new territory is in 
the hands of D. W. Burns. 

> * a 


Bates Takes Labor Post 


L. H. Bates, Tacoma, Wash., has 
been appointed by Secretary of 
Labor James P. Mitchell as execu- 
tive director, training service, 
Bureau of Apprenticeship and 
Training. During recent weeks he 
has been serving as a consultant 
for the bureau. Bates will concen- 
trate on working relationships with 
labor, management, the states, and 
schools at all levels. 


> * « 
L-O-F Appoints Sinnett 
To Head Corrulux Division 

Eugene Sinnett has been ap- 
pointed general manager of 
Corrulux division, L-O-F Glass 
Fibers Co. 

Sinnett formerly was Corrulux 
plant manager. James L. Neill, 
formerly division comptroller, 
succeeds him in that post, and 
George N, Sadorf, assistant comp- 
troller, becomes comptrelicr. 

a - 


Hale and Ryan Retire 


Theodore B. Hale, vice-president 
in charge of farm equipment sales, 
and Edward M. Ryan, vice-presi- 
dent in charge of foreign opera- 

(Continued on Page 31, Col, 1) 


Okla. Ups Gas Tax 
For Flood Relief 


OKLAHOMA CITY.— Oklahoma 
has enacted a temporary one-cent- 
a-gallon gasoline tax to pay for 
flood damage to roads and high- 
‘ways. 

The levy became effective June 1, 
and is scheduled to end Dec. 31. 
The governor is empowered to end 
the tax when the highway depart- 
ment decides that sufficient money 
has accrued to meet the emer- 
gency. 

Gov. Raymond Gary estimated 
that the measure will raise $44 
million if allowed to run the full 
time. 
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Auto Personnel 





(Continued from Page 30) 


tions, have retired from Interna- 
tional Harvester. Hale had been 
with Harvester 45 years and Ryan, 
46 years. Jack L. Camp succeeds 
Ryan. The company has named 
Mark V. Keeler coordinator and 
director of the new farm equipment 
division. Eugene F. Schneider was 
elected vice-president in charge of 
farm equipment product planning. 
* = * 


Jaycox Promoted 


Edward V. K. Jaycox, former 
senior associate of the advance 
planning division, Firestone Tire & 
Rubber Co., has been named ad- 
ministrative assistant to J, E. 
Trainer, executive vice-president. 

o * = 


Rochester Products Lists 
2 Executive Changes 


Two executive changes at the 
Rochester Products division of Gen- 
eral Motors have been announced: 

Robert W. Decker was named di- 
vision works manager to succeed 
Charles C. Brandon, who was ap- 
pointed to the newly created posi- 
tion of director of production and 
material control and purchasing. 

. . = 


Price Battery Appoints 
Shipely, Smith and Shreiner 


D. S. Shipley has been promoted 
to assistant general sales manager 
of Price Battery Corp., Hamburg, 


Pa. 

Sterling Smith has been appointed 
sales engineer and Roy W. Shreiner 
has been named sales representa- 
tive for the Pittsburgh area. 

= > > 


Johnson Promoted 


Howard R. Johnson has been pro- 
moted to assistant general manager 
of the valve division of Eaton Mfg. 
Co. at Battle Creek, Mich. Johnson 
has been with Eaton for 11 years. 

= a > 


GMC Promotes Falberg 
To Manufacturing Manager 


F. R. Falberg has been named 
assistant to the general manufac- 
turing manager of GMC Truck & 
Coach. 


Succeeding Falberg as factory 
manager is C. D. Rogers. H. J. Hav- 
ermale has been appointed to suc- 
ceed J. D. Atkinson as parts ware- 
housing and distribution manager. 
Atkinson will handle special studies 


on future warehouse planning. 
> > > 


Tiffany Joins Mathieson 
Forrest F. Tiffany has joined Olin 
Mathieson Chemical Corp, as sales 
manager, Cincinnati-Dallas division 
for Olin Aluminum, Tiffany had 
been appliance and equipment 


South Bend Jury 
Probes Reports of 
Gas Price Fixing 


SOUTH BEND.—A Federal grand 
jury has begun an investigation of 
possible price fixing by five major 
oil companies. 

In Washington, Victor R. Han- 
sen, chief of the Justice Depart- 
ment’s antitrust division, said the 
inquiry was begun after antitrust 
attorneys reviewed the transcript 
of a hearing conducted by a House 
Small Business committee. 

Five South Bend gasoline dealers 
testified under oath that they re- 
ceived identical phone calls the 
evening of Apr. 30 from company 
Salesmen telling them that “the 
Price war was over” and they 
should “raise their prices to 31.9 
cents a gallon effective at midnight 
May 1.” 

The dealers represented Sun Oil 
Co., Ohio Oil Co., Phillips Oil Co., 
Socony Mobil Gasoline Co. and 
Standard Oil Co. (Ind.). 

After the subcommittee hearings 
Apr. 30 and May 1, Rep. James 
Roosevelt, California Democrat, 
wired Hansen asking for “immedi- 
ate action” to determine whether 
there had been a violation of the 
antitrust laws. 

Hansen said the South Bend 
Probe compared in “size and scope” 
with a grand jury investigation of 
oil pricing which started March 4 
in Alexandria, Va. But he said the 
two inquiries had “no connection.” 


market sales manager in Louisville, 
for Reynolds Metals Co. 


* * * 


Snyder Names Levine 

Harold Levine, Brookline, Mass., 
has been appointed representative 
to the automotive trade in the New 
England area for Snyder Mfg. Co., 
manufacturer of auto radio and 
television antennas, and other auto- 
motive accessories. 

+ * = 


Koenig Appoints Foulk 


Appointment of Ronald L. Foulk, 
Toledo, as sales engineer in the 
eastern U. S. for Koenig Iron 
Works, Inc., has been announced. 
Foulk joined Koenig in January 
this year. 

= * = 


Edsel Names Matthews 


Kellam M. Matthews has been 
named assistant Atlanta district 
sales manager for Edsel, with of- 


fices at 1330 W. Peachtree St., N. E. 
Matthews will help establish Edsel 
dealerships in Georgia, Alabama, 
Tennessee and the Carolinas. 

+ * e 


Two Autocar Aides Honored 
As 35-Year SAE Members 


Two veteran Autocar officials 
were honored by the Philadelphia 
Section of the Society of Automo- 
tive Engineers as 35-year members 
of the society at a dinner at the 
Engineers Club. 

Certificates were presented to 
Adolph Gelpke, director of manu- 
facturing, and G. Ralph Strohl, staff 
engineer, Both have been with Auto- 
car since 1915. 

* + *- 


Marsal Elected 


O. F, Marsal, plant manager of 
the Mercury assembly plant in Los 
Angeles, has been elected as a 
trustee of the Air Pollution Founda- 


tion. 
= * = 


Burkhardt to Coast 
Appointment of Norman G, Burk- 
hardt as sales engineer for Parker 
o-rings and related items of the 
Rubber Products division is an- 
nounced by D. A. Cameron, general 
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“May I help you?” 


sales manager of the Parker Ap- 
pliance Co., Cleveland. Burkhardt 
has been assigned to the San 
Francisco district. 


? * * 


Strothman Appointed 


31 
ment advisory services for Price 
Waterhouse & Co. 

+ + * 
Abel Appointed Manager 
Of Bendix Radio Division 

A. E. Abel has been appointed 
general manager of the radio di- 
vision, Bendix 
Aviation Corp., 
Baltimore. 

He succeeds E. 
K, Foster, vice- 
president and 
group executive of 
Bendix, who also 
handled the gen- 
eral managership, 
During the past 
year and a half 
Abel has been 
assistant general A. E. Abel 
manager of the division and man- 
ager of Bendix Radio’s extensive 
government product activity. 

*~ + * 





Breech Becomes Trustee 

Ernest R. Breech, board chair- 
man, Ford Motor Co., and E. J. 
Thomas, president, Goodyear Tire 


Walter R. Strothman has been| & Rubber Co. have been elected to 
elected vice-president and controller | the board of trustees of the Ameri- 
of General Acceptance Corp. He/can Heritage Foundation, accord- 


formerly was director of manage- 


MINUTE 


Perfection 


says J]. C. Work 


ing to John C. Cornelius, president. 


Power gate 


hydra gate’ 


Work Hoist & Body Corp. 
Berkeley, California 


“We are mighty pleased with the new 1957 
MINUTE MAN power gate as perfected by 
Perfection. It’s a real improvement over earlier 
model tail gates in the field because:— 


1. Unit assembly at the factory makes the 
MINUTE MAN easy to install, with an 
absolute minimum of plumbing to run. 
2. High ground clearance, accessibility of 
all operating parts, and simple gate adjust- 
ments make the MINUTE MAN easy to 
maintain and keep on the road. 
3. New valve control and cycle lock pre- 
vent damage to the mechanism from care- 
less or improper operation. 
We can build real business on the new 1957 
Perfection MINUTE MAN hydra gate. It’s a 
dependable piece of machinery, made by a de- 
pendable manufacturer.” 
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On the Financial Front 





General Tire & Rubber Co. and 
Aerojet-General, its rocket-produc- 
ing subsidiary, will soon seek about 
$25 million in additional financing 
“to keep pace with our expanded 
volume of business,” according to 
William O'Neil, president. 

Declaring that the new financings | 
were desirable to maintain our 
projected growth pattern, O'Neil 
said, “Five years ago, our sales on 
a consolidated basis were $186 mil- 
lion, Last year they totalled $390) 
million.” 

He said that General Tire has | 
no intention of selling any of its 
holdings in Aerojet-General, but | 
that the company was contemplat- 
ing the sale of some of Aero-jet- 
General’s authorized unissued com-| 
mon stock. 


L. A. Young 
L. A. Young Spring & Wire Corp. | 
reported net earnings of $392,436 for | 
the third quarter of its 1957 fiscal | 


year, ended Apr. 30. Total earnings’ 


for the nine-month period stood at 
$208,789, after a loss of $183,647 for 
the first six months of the fiscal 
year. 

= * +” 


General Contract 


General Contract Corp., St. Louis, 
first quarter report, 1957 vs. 1956: 
Net earnings, $634,218 and $588,538, 

* > + 
General Finance 

General Finance Corp., first-quar- 
ter report, 1957 vs. 1956: Net income, 
$785,395 and $650,480. 


$1.3 Million Earned 


By Fruehauf in 1957 


Fruehauf Trailer has reported 
first quarter sales of $59,688,556 and 


| net earnings of $1,381,599. 


Although the 1957 first quarter 
figures were below the 1956 first 
quarter sales of $76,073,427 and earn- 
ings of $2,632,123, the quarter 
showed “definite improvement over 
the third and fourth quarters of 





_ “8 years of booming GMC sales — 





last year,” President Roy Fruehauf 
said. 


* * * 


Tung-Sol Electric 
Tung-Sol Electric, Inc., Newark, 
N. d., first quarter report, 1957 vs. 
1956: Profit, $944,755 and $715,035; 
sales, $16,134,823 and $12,935,227. 
* + * 


Dover 
Dover Corp., first quarter report, 
1957 vs. 1956: Profit, $594,565 and err, 
$594,694; sales, $6,644,168 and $6,-|% ee { 


Sharon Steel 
Sharon Steel Corp., Sharon, Pa.,| 


first quarter report, 1957 vs. 1956: | 

Profit, $1,592,644 and $2,257,871; | Veteran Employe 

sales, $47,655,789 and $50,147,561. 
+ aa * 


ne ee i 


Brady Wilson, right, 25-year employe 
| of Row Motor Sales (Oldsmobile), Grand 
| Rapids, Mich., receives a check and service 

Sheller | pin from Harold C. Rockwell, left, presi- 

Sheller Mfg. Corp., first quarter dent and one of the founders of the 
report, 1957 vs. 1956: Profit, $591,-| dealership, and Harold W. Rockwell, sec- 
294 and $573,309; sales, $11,875,676 | retary and general manager. The presenta- 
and $12,194,583. | tion was made at an employes’ dinner 


= Se LS | marking the firm's 30th anniversary. Mrs. 
General Acceptance Earns |Harold C. Rockwell is vice-president of 
| . 
$558,704 in 1st Quarter ee 


General Acceptance Corp., Allen- | compared to $495,429 for the first 
town, Pa, has reported a first | three months of 1956. 
quarter net income of $558,704 as Volume for the quarter totalled 








put us in 
this 2/.-acre truck center’ 
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SLE AMS BOR Saks Sa 


“WE HAD TO MOVE,” says Fred Kidwell of Kidwell- 
GMC, Wichita Falls, Tetas. “Our business grew 
so fast since we opened in’49, that our original 


’ headquarters burst 


at the seams. In fact, we 


couldn’ t take in all of the service work local truck 
users wanted us to handle.” 


But there’s plenty of room — at least, for the 


present—at the new 


Kidwell-GMC truck center. 


Spacious new service facilities will accommodate 
a far greater volume of business. And the big, 
black-topped outdoor area will display a giant 
selection of new GMC Money-Maker trucks. 


“They ve certainly been money-makers for us,” 
Kidwell says. “If GMC hadn’t given us trucks 


we could sell—and sell at a profit—for the past 8 
years, we wouldn’t be in these great new facili- 
ties today. And they’re designed for even bigger 
GMC years ahead.” 


Actually, Mr. Kidwell’s enthusiasm is far from 
unique. In fact, GMC franchise-holders—in every 
part of the country—are not only enjoying an 
ever-growing business—but building for an ever- 
brighter GMC future. And their investments in 
new buildings, new tools, and new facilities rep- 
resent a multimillion-dollar vote of confidence. 


It seems that they all pretty much agree: right 
now—and for many years to come—it’s great to 
be a GMC dealer! 


GMC TRUCK & COACH —A General Motors Division 


THE BETTER YOU KNOW GMC —THE BETTER THE TRUCK BUSINESS LOOKS 








$47,053,981, General said, which com- 
pared to $43,594,153 for the 1956 


first quarter. 
* * * 


._|National Automotive Fibres 
'|Reports 114% Profit Jump 


National Automotive Fibres, 
Inc., Detroit, reported first-quar- 
ter earnings of $553,791, compared 
with $258,118 in the same period 
last year, an increase of 114 per- 
cent. 

Sales totalled $15,447,758 during 
the first quarter, compared with 
$14,947,889 in the first three 
months of 1956, according to J. G. 
Bannister, president. 


* * * 


Hertz 


Hertz Corp., first-quarter report, 
1957 vs. 1956: Operating revenue, 
$16,797,133 and $12,376,613; net in- 
come, $921,610 and $708,844. 


3M Earnings, 
Sales Surpass 
1956 Quarter 


First-quarter sales of $89,475,428 
up 18 percent from $75,706,190 for 
the first three months of 1956, were 
reported by Minnesota Mining & 
Mfg. Co, 

Herbert P. Buetow, 3M president 
told the annual meeting of share- 
holders that earnings for the three 





months ended March 31 were $9,- 
692,181, compared with $8,632,518 
for the corresponding period last 
year, 

“Some of our major industrial 
products showed significant sales 
gains during the March quarter, 
indicating increased industrial ac- 
tivity throughout the country, Bue- 
tow said. 

Joseph C. Duke and Bert §S. 
Cross, 3M vice-presidents, were 
elected to the board of directors, 
raising membership of the body to 
11. Duke has been with 3M for 36 
years, and Cross is a 31-year 
veteran. Each has been a vice- 
president since 1948. 

= * 


Trico Earnings 
Dip to $2.7 Million 


Trico Products Corp., Buffalo, re- 
ported earnings of $2,715,063 for 
1956, compared with a record $6,- 
293,989 for 1955. The company said 
its earnings for the last five years 
have averaged $3,330,000. 

The decline was attributed to the 
dip in auto production, and Trico 
said the lessened 1956 sales were 
accompanied by “substantially in- 
creased materials and labor costs 
imposed by the auto industry’s 1956 
wage pattern.” 

The report added, “Reflected in 
these costs was the burden of an 
extra-heavy tooling load for the ex- 
tensive preparatory production of 
the 1957 new-car models.” 


Go and Stop 
One Pedal Combines Brakes 


And Accelerator 

SYRACUSE, N. Y. — A device 
which combines power brakes with 
the accelerator has been announced 
in kit form by Automatic Brakes 
Corp. here. 

Called Autotrol, the device pro- 
vides an additional 1% inches of 
travel on the accelerator pedal 
above the acceleration zone. The 
driver pushes to go, relaxes pres- 
sure to coast and raises his foot 
to stop. Brake-line pressure in- 
creases automatically as foot pres- 
sure is relaxed. 

A company spokesman said ex- 
tensive tests show it takes only 
one to three minutes to learn to 
operate a car equipped with the de- 
vice, and 15 minutes to become an 
expert, 





Ward Products Moves 
To Amsterdam, N. Y. 


AMSTERDAM, N. Y. — Ward 
Products Corp., a division of Gabriel 
Co., has been transferred from As- 
tabula, O., to Amsterdam, N. Y., ac- 
cording to John H. Briggs, president 
of Gabriel. 

Operations in the new Ward plant 

be started in the near future 
on arrival of key management per- 
sonnel. However, most of* the em- 
ployes will be recruited from the 
Amsterdam area. 
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HEN Mark Twain—his parents 

called him Sam Clemens—first 
went west to Nevada Territory in 
1861, he got a job on Virginia City’s 
newspaper, The Territorial Enter- 
prise. He wrote under the name, 
“Mark Twain.” 


That was because he’d grown 
up at Hannibal, Mo., on what was 
then the nation’s biggest highway 
the Mississippi River. And the 
familiar call that rolled across 
the water, as the boatmen took 
soundings, was the assurance of 
adequate depth—“mark twain.” 
That byline, born of the mid- 
century’s rolling water highway, 
began at Virginia City ...ina 
rugged West when a journalist’s 
chief qualification was not, 
well can you write?” but, 
fast can you shoot?” 


Twain became famous, not only} 


for his humor but for his gifted 
characterizations of Huck Finn and 
Tom Sawyer. 

Years later, 


Oliver Wendell 


Holmes, the jurist, tossed the name | 


back, lawyer-like, at Clemens to 
win an argument. He’d asked Twain 
to go walking with him. But Mark 
was tired and said, “Some other 
day, Ollie,” or words to that effect. 

“But the Bible commands you to 
walk with me,” Justice Holmes 


contended. 

“Proof, lawyer, proof!” Twain 
challenged. 

And Mr. Holmes, in his best 


manner before the bar, cited: 
“Matthew, chapter V, 4ist verse, 
sets forth in words immortal: ‘And 
whosoever shall ask thee to go a 
mile, go with him twain.’” 
And Twain went. 
* * a 


It’s Still Going Strong 


UT before either Holmes or 

Twain was famous—back in 
Virginia City—-Mark used to walk 
home from the Enterprise office, 
leaving at the bank on his way, the 
paper’s take for the day—a bucket 
of gold ore. 

The sheet had been. gotten off 
on the pony express, and its edi- 
torials were downright insulting. 
Some pretty lethal gunfights came 
out of them. But that was the 
West. 

I thought about that the other 
day when Lucius Beebe sent me a 
copy of the sstill-going-strong 
Territorial Enterprise. Lucius, a 
distinguished writer around New 
York for years and author of 
books, is now publisher of the 
Enterprise—and his editorials still 
start a fire, every now and then, 
at 30 paces. 

I wondered what Mark Twain 
would have thought, could he 
read this 1957 issue of the Terri- 
torial Enterprise, in whatever 
spiritland it is where great writers 
write without any deadlines and 
read without any glasses. 

Our controversy over billboards 
along highways is now nationwide, 
and the 1957 Enterprise has five 
fast-shooting paragraphs on it. One 
of them zings with this sort of gun- 
smoke: 

“Exhortations to ‘Prepare to Meet 
Thy God,’ plus matter promoting 
reptile farms, and all any any vari- 
ations of the theme of hamburger 
sandwiches should be automatically 
eliminated on purely esthetic and 
nervous grounds. With the exercise 
of a little judgment, motoring can 
be both artistic and informed, 
gratifying at once to Wordsworth, 
Ruskin and J. Walter Thompson.” 

When Ike was put on the spot 
about billboards, he said he didn’t 
like ’em. But he allowed as how 
the Department of Justice would 
have to see whether the Federal 
Government had any right to pass 
laws about highway advertising, 
merely because the Government 
was buying 300 feet of right-of-way 
through the states. 


+ os * 
States Likely to Decide 
I THINK the Top Guy’s got some- 


thing there. The money for that 
41,000 miles of Federal highway 


“How | 
“How | 
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system is coming out of the people’s 
pockets. The states will probably 
decide on questions of both concrete 
and advertising, even though some 
of it is for the cause of the Lord. 

The argument that billboards are 
a traffic hazard has been pretty 
well discarded, along with squeeze- 
bulb motor horns, So the contro- 
versy will boil down to people’s 


and salvation, as opposed to the 


“hidden persuaders” of the psycho- | 


logical agency boys who want to 
put up a sign. 

The good old economic brakes 
will doubtless be most effective. 
Good advertising costs money. 
And when it costs more and more 


to make it better and better— | 


more. beautiful and less ugly— 


| 


sense of beauty, violated perhaps by | = 
appeals for toothpaste, toilet tissues - 


| 


| 
j 
| 
| 


there are apt to be fewer signs 
- more esthetic and in unim- | 


peachable taste. 

After all, who’s to decide what 
we're to read, and where? 

P. S. We go all out for raising 
our standards of living. Now and 
then, it might not hurt to put a 
little time in on raising the stand- 
ards of how we earn a living. 


Ve. 


ANY SERVICE DEPT. CUSTOMER WHO TAKE 
A DEMONSTRATION DRIVE CAN Win 


| sem MMe OOS. 





Petzold Prospect Finder— 


“Buy One, Win One" sale, Petzold Motor Sales Co. (Chrysler- 
uses this lure displayed by Service Manager Jack Napier. In the 


As port of its current 
Piymouth), Detroit, 


sales room, Petzold has a cellophane-wrapped Plymouth Suburban to be given away | 


to the new-car customer who guesses closest to the number of MoPar cardboard 
cartons placed inside the rear compartment. Service customers also have an opportunity 
to a service certificate by taking a demonstration ride in a 1957 Plymouth during 
the month-long sales campaign. 














'|most from these expansions, 


| Textile Leaders 


Survey Threat 
Of Competitors 


NEW YORK.—If the textile in- 
dustry fails to improve its products 
for the consumer, then nontextile 
competitors may take over. 


This threat was faced squarely 
at the Textile Market Research 
Conference here last week. 


Frank McCord, market research 
director of the National Cotton 
Council, pointed out the big ex- 
pansions that have occurred in 
many traditional industrial textile 
outlets. 


However, it has been nontextile 
materials that have gained the 
no- 
tably plastics and paper, he said. 

The same thing is happening in 
nonindustrial markets to a lesser 
extent, McCord said. He cited the 
inroads of paper in towel and nap- 
kin uses and plastics in auto seat- 
covers and shower curtains. 
| Conference speakers also in- 
| cluded J. Emmet Judge, merchan- 
| dising and product planning man- 
| ager, Edsel division. 





Bill Murphy, Bill Murphy Buick, 


Culver City, California 


*ROYAL TRITON...the motor oil we recommend and use” 


years. 





free stuck valve lifters.” 


“Union Oil products have been an 
important part of our service program 
at Bill Murphy Buick for more than 10 


“We know that our customers are well 
satisfied with.our Union Oil service 
program because we sell about 2000 
lubes and oil changes each month. 

“We recommend and use Royal Triton in our personal 
cars and demonstrators. No other oil I know of keeps 
engines cleaner and peppier. We also use Royal Triton to 


Bill Murphy's experience is similar to new car dealers 
all over the country who report that Union Oil products 
like Royal Triton Motor Oil make and hold satisfied serv- 


ice customers. Feature Royal Triton in your service depart- 


OF CALIFORNIA 


UNION OIL COMPANY 


ment and watch repeat service business grow. 





Los Angeles: Union Oil Bldg. * New York: 45 Rockefeller Plaza * Chicage: 
1612 Bankers Bldg. « Philadelphia: Eastwick Ave. & Edgewood St. 
Dallas: 313 Fidelity Union Life Bldg. + Kansas City, Mo.: 612 W. 47th St. 


New Orleans: 644 Nat'! Bank of Commerce Bidg. * Boston: 214 Harvard Ave. 
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Bright Finish— 


New brightness from anodized alu- 
minum extrusions is available for such 
automotive applications as bumpers, 
grilles, exterior and interior trim panels 
window frames, emblems and lettering. 
Developed by Aluminum Co. of America, 
Pittsburgh, alloy X6463, left, shows its 
brilliance in contrast to the aluminum 
alloy previously available for decorative 
purposes. Extrusions in the new alloy can 
be obtained for both commercial and 
developmental applications. 


Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

— state has what is known 

as a “Statue of Limitation.” 
If a dissatisfied buyer of an auto- 
mobile delays filing suit against an 
automobile dealer beyond the time 
specified in such a law, the buyer 
will not be awarded a favorable 
verdict. 

For example, in Wyatt v. Cadillac 
Motor Car division, 302 Pac. (2d) 
655, it was shown that a state law 
provides that suit 
by a dissatisfied 
purchaser of mer- 
chandise against 
the seller must be 
filed within two 
years after de- 
livery of the mer- 
chandise. 

One Wyatt pur- 
chased from Cad- 
illac a new auto- 
mobile, The auto- 


mobile performed L. T. Parker 
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unsatisfactorily from the beginning 
of its delivery, In other words, com- 
mencing with the day following 
delivery of the automobile, Wyatt 
began a series of trips to the serv- 
ice department in an effort to get 
the automobile put into proper op- 
erating condition. Wyatt thus ex- 
pended $735.12 for parts and me- 
chanical repairs. 

Two years and nine months after 
purchase of the automobile, Wyatt 
sued the seller with all testimony 
and asked the court to hold the 
latter liable in damages. The higher 
court refused to hold the seller 
liable, saying: 

“Plaintiff's (Wyatt’s) demand 
not having been made until Au- 
gust, 1954, or approximately 2% 
years after the alleged right to 
rescind arose, any cause of action 
for return of the purchase money 
was barred. 

“This suit was not filed until ap- 
proximately two years and nine 
months after the car was purchased 
and its unsatisfactory performance 
known to plaintiff Wyatt. The 
cause of action was therefore 


barred.” 
> = - 


Bad Check Is Theft 


, As month a higher court held 
that the buyer of an automobile 
who gives a worthless check is a 
thief, and can be prosecuted as 
such. 

For example, in Boone v. United 
States, 235 Fed. (2d). 939, it was 
shown that one Boone purchased 
an automobile from a dealer and 
gave in payment a bank check 
which was returned unpaid and 
worthless. 

The higher court held that the | 
automobile procured by a worth- 
less check is “stolen,” within the | 





statute proscribing the interstate 
transportation of stolen vehicles. 

Hence, Boone was convicted of 
interstate transportation of a stolen 
vehicle. This court said: 

“The word ‘stolen’ is used in the 
statute not in the technical sense 
of what constitutes larceny, but in 
its well known and accepted mean- 
ing of taking the personal property 
of another for one’s own use with- 
out right or law.” 

> > > 


Causal Insurance 


HIGHER oourt has held that) 


an automobile dealer is not re- 
sponsible for a causal and incom- 
Plete agreement to obtain insurance 
for the buyer of an automobile. 

For instance, in Louis v. Milo 
Brooke Automobile Co., 136 N. E. 
(2d) 608, the testimony showed: 
One Louis went to the salesroom 
of Milo Brooke Automobile Co. to 
purchase an automobile. 

Before he signed the contract of 
sale, so he testified, he told the 

“I want a good in- 

surance for the car. I want a 
good insurance for the car be- 
cause I don’t want no trouble. I | 
want full coverage.” 

Several weeks later, Louis re-| 
ceived the insurance documents 
consisting of a $50 deductible com- 
prehensive policy on the car, a 
policy on Louis’s life to the extent 
of the amount owed on and a bail 


Tampa Dealers 
Slate 58 Show 


mobile Dealers Assn. will stage an 
auto show Jan. 23-28 in the Fort 
Hesterly Armory, according to Don 
Schulstad, association president. 

In addition to the 1958 models, 
the show will include 40 exhibits 
by equipment and service manufac- 
turers, depicting latest develop- 
ments in the accessories field. 

The association has retained the 
Jerome J. Berger Agency, Miami 
Beach, Fla., producer of the Miami 
auto show, which is scheduled for 
Dec. 14-19 this year. 


Falls City Pontiac Moves 

Falls City Pontiac, Inc., Louis- 
ville, has moved into a three-story 
building at Campbell and Broadway. 
The building was formerly occu- 
pied by Ohio River Motors (Pack- 
ard-Willys). 


bond. There was no public liability 
policy included. 

Soon afterward, Louis was in- 
volved in an automobile accident 
and subsequently was found liable 
in a negligence action, In that suit 
judgment was entered against 
Louis for $35,000, In the case at 
bar, Louis sought to recover dam- 
ages alleged to have been sustained 
in the former suit. 

+ + +. 


Dealer Not Liable 


OUIS sued Milo Brooke Automo- 
bile Co., contending that it must 
pay him $35,000 because its sales- 
man failed to do as he had prom- 
ised, namely, get Louis “full cover- 
age” insurance on the automobile. 

After listening to all the testi- 
mony the lower court refused to 
hold the company liable to Louis. 
The higher court approved the 
verdict and said: 

“Since plaintiff (Louis) has 
failed to introduce any evidence 
tending to prove the requisite 
elements of amount of policy, 
duration of coverage and rate of 
the premium, we are impelled to 
affirm the lower court’s judg- 
ment.” 

Notwithstanding this decision, it 





is well for all readers to know 
that an automobile dealer is liable 
to an automobile buyer for failure 
to obtain promised insurance, 
where the testimony shows that 
the cost of the policy, the kind of 
insurance and the exact coverage 
was agreed on between the auto- 
mobile seller and the buyer. 
* ” aa 


Appeals Court Backs 


Dealer in U. C. Case 


TOLEDO, O.—An appeals court 
has reversed two lower courts which 
ruled that Grand Motors, Inc., im- 
properly sold a used car valued at 
$395 to Wilbert C. Schultt. 

Schultt went to court when the 
firm refused to give him title to 
the car and offered, instead to 
return his money. The dealership 
was fined $200 in Municipal Court 
and the verdict was upheld in 
Common Pleas Court. 

However, the appellate court held 
that the record failed to disclose a 
consummated sale of a motor ve- 
hicle. A company official said the 
car belonged to a firm in Spring- 
field, O., with which Grand Motors 
is connected, and was offered by 
mistake for $95. 





SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
{National Average is 65°) 


We guarantee to increase your service absorption figures and fill your shop with cus- 
unapplied time 


eliminate non-productive and 


you nothing. We will analize your 
+ train the entire service personne! . 


Flash - A - Call Service Control 


can install a complete service production 
geukhome end 
++ free your 


. free service salesmen of 
... eliminate duplicate —m 


2170 South Canalport Avenue 
Dept. AN-153, Chicago 8, Ill. 











ATTRACT ATTENTION TO YOUR ‘57 MODELS WITH 
BEAUTIFUL EYE CATCHING BUMPA-TEL SIGNS 


| Absolutely no damage to car: May be mounted or dismounted in 


seconds without tools (after original installation which requires about 


30 minutes) 

“Models available for all American Made Cars of 1957 model." 
UNLETTERED $14.00 
LETTERED (Max. 80 Letters) 18.00 
LETTERED ON FULL SCOTCHLITE 26.50 
Add each for turned edge panel 2.00 


All prices F.O. B. Mounds, Ill. 2% off for cash with order: 
Please state make, model and series when ordering. 


TAMPA, Fla—The Tampa Auto- Due to the low lines on '57 cars we recommend use of the petite 
(40"*x 12") sign and unless otherwise instructed will furnish this size. 
We will accept collect calis for orders of 5 or more signs. 


BUMPA - TEL SIGN DIV. 


WARREN HASTINGS MOTOR COMPANY, INC. 
(Canadian & U. S. Pats Pending) 


Phone SH. 5-9415 


Mounds, Illinois 


SALES REPRESENTATIVES 


Tom Mixon Kemp Industrial Sales 

111 Lawrence St. 1 Riverview Bivd. 1908-B 29th Ave. So. 

Methven, Mass. St. Levis 21, Mo. Phone TR 9-9641 
Phone EVergreen 1-5023 Homewood, Ala. 

D. J. Norton Robert Bechard 

2245 Grove St. 11955 Grenet St., Apt. 7 Cc. J. Richards 

Denver 11, Cole. Phone Riverside 8-7019 502 South 15th St. 
Montreal, Quebec San Jose, Calif. 

Lee C. Barrett 

Phone HA. 9-6018 idea Advertising, Inc. Howard James 

205 Haddon Ave. 10032 S$. Western Ave. 12640 Strathmoor 


| 


Chicago 29, lilinois. 



























LOOK GUARANTEED 


CIRCULATION 

1946 2,100,000 

ich 1947 2,310,000 
. 1948 2,700,000 
to 1949 2,850,000 

ur 1950 3,000,000 
” 1951 3,100,000 
ves 1952 3,250,000 
ors 1953 3,250,000 


o 1954 3,700,000 
1955 3,900,000 
1956 4,000,000 
1957 4,850,000 
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Effective with the issue of January 21, 1958 


LOOK ANNOUNCES NEW 
CIRCULATION GUARANTEE 


9,300,000 


LOOK’s new circulation guarantee, compared with that of 1946, represents a 
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gain of 3,200,000. This is the largest increase in circulation guarantees, during 
this period, of any leading magazine. LOOK—THE EXCITING STORY OF PEOPLE 











TRAILER SUPPORTS — Fruehavuf Trailer 
Co., Detroit, Mich., is said to be fitting its 
trailers with verticle supports of improved 
design. The crank, which raises or lowers 
the support, has been streamlined and 
die-formed of pressed steel for strength, 
lightweight and smoothness, it is claimed. 
The entire unit is said to be mounted with 
scientifically sectioned pressed steel struts. 
There are four retaining bolts on each 
leg; and, at the bottom of each leg are 
axle anchoring clips. The supports are 
available with either one or two-speed 


controls. 
> o 


Canadian Road flare 


Two Canadians, T. J. Lynott and 
Les Dickman, have patented a road- 
flare that they say will save lives 
because of simplicity, safety and 
durability, It can be used for cars 
or trucks. 

Two types are being produced for 
the market, a 33-ounce roadfiare to 
burn 12 hours and a 22-ounce flare 


to burn four hours. 
> = ca 








HYDRAULIC CRANE—A 2,000-pound ca- 
pacity hydraulic truck crane that permits 
loading and unloading from any point on 
@ truck bed is being offered by Jeffrey 
Crane Co., Hamilton, O. The Jeffrey crane 
mounts on any truck, tractor, dock or 
floor; it is claimed. The crane rototes 
in a@ full 360-degree circle in its well. It 
con be locked in any of several positions. 
The well mounts on top of truck bed and 
is braced to the chassis from below. The 
mask rototes in a well bearing sleeve. 
Hydraulic power is supplied by a choice 
of P.T.O. driven or electric pump. Remote 
controls for the hydraulic system permits 
the operator to assist in loading and yet 
be as much as 20 feet away, it is said. 
Collins ond Associates, 4902 Heuwerth 
Ave., Cincinnati 38, o: > 


L. A. Young Division 


Announces Dump Bodies 
The Daybrook Hydraulic division 
of L. A. Young Spring & Wire Corp. 
has announced three heavy-duty 
> > > 
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TRUCK NEW PRODUCTS 


“Speedlift” dump bodies, Series 804, 
940, and 1040. 

Designed for extremely rugged 
operations, Daybrook said, these 
excavator style bodies, with “box” 
type side braces, are designed for 
loading, hauling, and dumping large 
stone, boulders, broken concrete, 
bulky chunks of material, and 
similar loads requiring bodies of 
great strength and durability. 

= * * 





SLEEPER UNIT—-Introduction of sleeper 
accommodations for Ford Tilt-Cab has 
been announced by Automotive Industries, 
Inc., Owendale, Mich. Constructed entirely 
of steel, the new addition permits easy 
access while the truck is in motion. Sound- 
deadening material mutes noise. The deep 
full-size berth is fitted with an innerspring 
mattress, and the interior is trimmed to 
complement the cab. A roof grille venti- 
lator, two side and two rear windows 
and a dome light oe stendard equipment. 


Ball-Joint Shims 


A complete line of ball-joint shims 
for 57 Ford, Plymouth, Dodge, De- 
Soto, Chrysler, Oldsmobile and 
Buick has been announced by Vanco 
Products Co., 15330 Brookpark Rd., 
Cleveland. 





HOIST—A hydraulic hoist, suitable for 
conversion installation on 3% and one-ton 
trucks, has been announced by Hercules 
Steel Products Co., Galion, O. Designed 
for use under Hercules light duty dump 
bodies up to 8 feet in length, platform 
bodies up to 10 feet long, or 6%4 to 9% 
feet pick-up bodies, the hoist is known as 
Model 440. According to the manvufac- 
turer, the optimum capacity of the hoist 
is six tons. The new hoist has a dumping 
angle of 45 degrees and an 8 9/16 inch 
mounting height. It has been designed for 
installation on trucks having a CA di- 
mension of 46 to 60 inches, with either 


kick-vp or straight frames. 
es 





UTILITY BODY—Utility truck bodies specially designed for electrical contractors and 
service organizations have been announced by Reading Body Works, Inc., Reading, 
Pa. Available models include utility and panel bodies with canopy tops, in chassis 


sizes from. ¥% to 1'%2-tons. All bodies are 


constructed of heavy gauge steel welded 


into one integral unit, with watertight doors, reinforced tailboards and undercoating. 
Variable compartment and shelving arrangements provide larger storage and load | troduced by Gries Reproducer Corp.,| parts and equipment. The body has compartments which are 144% inches deep. The 








LUGGAGE RACK—A luggage rack for 
station wagons and cars has been mar- 
keted by Auto Trends Co., 201 Monroe 
Ave., NW Grand Rapids, Mich. Construc- 
tion is said to be such that one type can 
be used as either a permanent or remov- 
able rack. Heavy stainless steel cross bows 
ore said to provide maximum carrying 
load. All Auto Trends racks are shipped 
assembled, ready for installation. 

” 





CAR SPOTTER—The E-Z Coded Car 
Spotter, produced by Edmill Products Co., 
Inc., 97-34 146th St., Jamaica 35, N. Y., 
is @ pyramid-shaped indicator with giant 
numbers on all three sides. It sits on top 
of the cor so that complete visibility is 
accomplished from any angle, it is 
claimed. Attached coded flags tell at a 
glance the schedule of work, it is said. 
Flags swing out of sight when they have 
served their purpose. The car spotters are 
made of black durable plastic with con- 
trasting yellow numerals. 

. -— © 
Electronic Mirror 


Bows to Headlights 


A rear-view mirror, automatically 
adjusted by an electronic device to 
prevent a driver from being blinded 
by following headlights, has been 
developed by Instrument Research 
Co., 22 Anselm Terrace, Brighton 
35, Mass. 

The mirror has a photocell which 
measures the light being reflected 
from the mirror. When light 
reaches the point at which it would 
be blinding, the mirror is adjusted. 

> > > 





CAB COOLER—Development of a re- 
frigerated air conditioner for truck cabs 
has been announced by A. R. A. Mfg. 
Co., Fort Worth, Tex. The unit case, weigh- 
ing 70 pounds, is mounted atop the cab 
of the truck. As a power source, the 
A.R. A. unit uses a power take-off at- 
tached te the truck transmission. Other 
advantages are said to include simple in- 
stallation procedure, solution to the prob- 
lem of exposure of basic components to 
weather and road hazards and the easy 
transfer of units from, one wock to another. 


Gries Develops New Line 
Of ‘High-Series’ Cap Nuts 


“high-series” cap nuts has been in- 
‘ New Rochelle, N. Y., to provide in- 


dustry with an improved means of 
covering exposed bolt ends of vary- 
ing lengths. 

Gries said the cap nuts provide 
up to 50 percent greater thread 
depth, which is achieved by an in- 
crease in the overall height of the 
cap nut, proportioned between the 
hexagonal section and the dome of 
the fastener. 





ELECTRIC GENERATOR —A heavy-duty 
electric generator for use with trucks and 
tractors to provide 115-volt single phase 
AC power has been developed by Electric 
Controls, Inc., Wales, Wis. Designed for 
both continuous portable auxiliary power 
and emergency power during service 
failures, the Electrol GenerAC will operate 
motors up to two horsepower, it is claimed. 
The GenerAC control panel is installed 
below the instrument panel of the truck 
or tractor. Load may be applied at the 
operator's discretion. The vwunit pictured 
provides 3,500 heavy duty watts of 60- 
cycle 115/230 volts single phase electric 


power. 
i aa 
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| AERIAL LADDER—An automatic aerial 
ladder assembly that will support 1,000 
pounds 34 feet in the air without addi- 
tional rigging has been introduced by 
Gordon Metal Products Co., Plymouth, Ind. 
The Gordon Aerial Ladder is held firm by 
two support legs which are mounted to 
the front brackets. This, in addition to the 
9-foot assembly unit, gives the Gordon 
Ladder its unusual strength, it is claimed. 
The ladder itself can be completely re- 
moved from the assembly for away-from- 
the-truck use. 





TRUCK SHOCKS—The Monroe lLoad- 
Leveler is a heavy load unit which com- 
bines an oversize shock absorber and 
Load-Leveler spring. The shock absorber 
is scientifically calibrated to control the 
standard equipment springs on the vehicle 
as well as an overload spring, it is 
claimed. When used on trucks, the unit 
will add 500 pounds back carrying ca- 
pacity without letting the rear end down, 
it is said. Available now for Ford, GMC, 
Dodge, International Harvester and Chev- 
rolet Y-ton and %-ton pickups and 
panels. Monroe Auto Equipment Co., 
Monroe, Mich. 





DECAL SIGNS—To meet the growing 
trend to decal signs for decorating and 
identifying fleet trucks and trailers, 
Meyercord Co., 5323 W. Lake St., Chicago 
44, lll., has marketed its type “J” decal, 
which is said to be suited to raw metal 
application. It also adheres equally weil 
to previously painted surfaces. Illustrated 
is an example of a decal sign applied to 
an aluminum ponel which then is bolted 
to the side of the trailer. This solves the 
problem of featuring a decal sign on a 


corrugated metal surface. ‘ 





BATCHING BODY — A batching body 
capable of hauling four full batches of 
cement within legal load limits has been 
introduced by Anthony Co., Streator, Ill. 
The body features an Anthony Teleramic 
handlift hoist, batch boards and cement 
boxes. Both the tailgate and batch boards 
are olr-operated trom the cab. 





SERVICE BODY — The 1957 Service Master, an all-purpose service body designed 
and manufactured for installation on ¥%, %, 1 and 1'¥-ton truck chassis, is available 
A new line of die-cast zinc alloy| from McCabe-Powers Auto Body Co., 5900 N. Broadway, St. Lovis 15, Mo. The body 
is said to furnish weathertight and theftproof storage space for an assortment of jools, 


body cargo area width is 48% inches. 
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ADD THESE IMPORTANT WORDS TO YOUR SALES STORY: Alcoa Aluminum 


There’s an important new sales feature on the cars 
you sell. Every ’57 model uses Alcoa® Aluminum 
—in gleaming trim that won’t ever rust, in strong, 
lightweight mechanical parts like pistons, trans- 
mission housings, power steering gear, engine parts. 

You see Alcoa Aluminum in racy sidesweeps 
(like the one above), in shining grilles, lustrous 
wheel covers, rustfree window frames, sturdy 
bumper guards, color-matched door panels. Some 
of this aluminum is in rich natural color, some in 
gleaming gold. It’s bright finished or satin finished, 


smooth surfaced or beautifully textured like 
this sidesweep. 

Trim of Alcoa Aluminum won’t rust—even 
through long winters on salty city streets. It’s solid 
metal all the way through, anodized to sapphire 
hardness. There’s nothing to flake off. Just ordin- 
ary washing keeps it bright and beautiful—right 
up to trade-in time and beyond. 

On the famous Atcoa Hovr . . . in top national 
magazines, we’re telling your customers about the 
Alcoa Aluminum in the cars you sell—the alumi- 


num trim for gleam, the aluminum parts for 
trouble-free go. When you’re selling a new car, 
sell the Alcoa Aluminum. 


Sey THE ALCOA HOUR—Television’s Finest Live Drame—Alternate Sunday Evenings 


BEAUTIFUL BROCHURE 
shows every 1957 car in rich, 
full color. Write for your free 
copy. Aluminum Company of 
America, 1842-EE Alcoa Bldg., 
Pittsburgh 19, Pa. 


ALCOA X acuminum gives every 1957 car more GLEAM AND GO 
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What's New... 


AUTOMOTIVE NEWS, JUNE 3, 1957 


In Parts and Accessory Distribution 


Wholesalers Are Termed 


Essential to Economy 


WASHINGTON .— Wholesalers are 
essential to the continued welfare 
of the U. S. economy, Wendell B. 
Barnes, administrator of the Small 
Business Administration, told mem- 
bers of the Motor and Equipment 
Wholesalers Assn. 

“The SBA was created to make 
sure that the small independent 


proprietor will continue to have a) 
chance to grow and prosper,”| 


Barnes said. 

President Eisenhower and many 
government and private organiza- 
tions are focusing attention on the 
problems of distribution, Barnes 
said, adding that this was a marked 
change from a few years ago, when 
the emphasis was on production. 

“Many small firms are finding 
that despite generally satisfactory 
sales, it is difficult to maintain ade- 
quate profit margins,” Barnes said. 
“The answer is that they must seek 
more efficiency. 

“Their business methods and sales 
organizations must be geared to 
modern needs. If a small firm is to 
remain in a favorable competitive 
position, it must have good man- 
agement. .:. 8.2 


AKRON. — Demand for replace- 
ment passenger car tires by 1965 
will reach a record-breaking 70 mil- 
lion units—about 17 million more 
than were sold in 1956—if car regis- 
trations continue to increase at the 
present rate, according to Guy Gun- 
jr.. sales vice-president of 
B. F. Goodrich Tire Co. 

Gundaker said the high output of 
the automo- 


i 





The three-color banners have 15 
feet of rope hemstitched across top 
and bottom to facilitate hanging 
between island lamp posts, over 
luberoom doors or in other loca- 


tions. 
+ * = 


|Order Antifreeze Early, 


Du Pont Advises Dealers 


WILMINGTON, Del. — Early 
antifreeze orders are dealers’ only 
solution to the annual problem of 
supplying almost the entire car- 
owning public during the peak buy- 
ing period around first freeze time, 
according to T. A, Parriott, sales 
manager for Du Pont Zerone and 
Zerex, 

This problem should be even 
more acute during the 1957 season, 
Parriott said, since there are now 
approximately 2,000,000 more motor 
vehicles on the road than in 1956. 

“Each year,” he said, “many deal- 
ers lose profits because they fail 
to order early enough to insure de- 
livery when needed, To avoid such 
experiences, dealers should reserve 
their 1957 supply now in quantities 
and containers desired.” 

* 


> 7 
A. R. A. Air Conditioner 


Developed for Truck Cab 


FORT WORTH. — A. R. A. Mfg. 
Co, here has announced that it has 
developed a new air conditioner for 
truck cabs. 

The cooler weighs 70 pounds and 
is said to perform efficiently when 
the truck is not moving. Power is 
derived from a power takeoff at- 
tached to the truck’s transmission. 

xe 


Wyoming Buys Denver Firm 

DENVER.—Auto Equipment Co. 
has been purchased by Wyoming 
Automotive Co. Casper, Wyo. No 
purchase price was disclosed. Neil 
Imes, Wyoming general manager, 
will become general manager of the 
new auto equipment Eviction. 


Auto-Lite Offers Battery 
For Low-Price Replacement 
TOLEDO.—A low-priced battery, 
which is said to be intended to 
spearhead a complete line penetra- 
tion of the battery 





salers Assn., succeeding Don F. 
Phillips, Paul Automotive Inc., Lan- 
sing. 

Other officers are Harry Meden- 
dorp, Medendorp Auto Supply, Mus- 


kegon Heights, as vice-president, | 
and William E. Hamlin, C. E. Ham-| 


lin Co., Jackson, treasurer. 

Elected to three-year terms as 
directors were Hamlin; Ray C. 
Joynt, Ray C. Joynt Inc., Alma; 
David Goethal, Goethals Auto Sup- 


ply, Grand Rapids, and Oscar M.| 


Anderson, Northern Supply Co., Bay 
City. 

Holdover directors are: G. W. Ar- 
nold, Northern Auto Parts, Traverse 
City; J. D. Churchill, Stewart Dis- 
tributors, Inc., Ypsilanti; J. R. Im- 
onen, Motor Sérvice & Supply Co., 
Muskegon; Robert E. McNally, Bat- 
tle Creek Motor Parts, Battle Creek; 
J. Rex Queeny, Automotive Parts 
Co., Detroit, and C. J. Ross jr., Ross 
Sales Co., Flint. Maury Mayer, Lan- 
sing, was reelected executive secre- 


> * > 
Big 4 Industries Opens 


West Coast Warehouse 


CINCINNATI—Big Four Indus- 
tries has opened a West Coast 
warehouse at 8203 S. Avalon St. in 
Los Angeles, according to Arch F. 
Hildebrant, general manager. 

The new warehouse will serve the 
West Coast and the southern inter- 
mountain region. Fred Martinson 
will be in charge of the office and 
warehouse. R. O. Richardson is the 
Los Angeles district sales manager 


for Big Four. 
> > > 


Long Island Retread Plant 
Is Opened by Kay Tires 
MINEOLA, N. Y. — Kay Tires, 
Inc., has opened a $250,000 retread- 
ing plant here to supply service 
stations and consumers, according 
to Daniel Kleigman, president. 
The company is offering the K- 
327 retread tire, and Kleigman said 
all Kay tires will be guaranteed for 
20,000 miles. The company plans to 
open branch retreading plants on 
Long Island. 


. . . 


t| MacPherson Elected Chief 


replacemen 
market, has been announced by|Qf Mid-Atlantic Auto Show 


Electric Auto-Lite Co. 
Introduction of the competitively 


low-priced, quality battery. The in- 
creased demand for batteries in the 
$13 to $18 range stems from the 
splurge of new-car buying that 
followed World War = Price said. 


Fochtman Named President 
Of Michigan Wholesalers 
LANSING. — Vincent Fochtman, 


Fochtman Motor Co., Inc., Traverse 
City, has been elected president of 


the Michigan Automotive Whole- 





Posters Promote Rebuilt Engines— 


A series of 


F 


Muskegon, Mich 
service sictions, repair shops 
inches 


exchange rebuilt engines are available 


y posters promoting 

| te all automotive service establishments from local engine rebuvilders or Muskegon 
. . They are designed for use on windows and walls 
and cor and truck dealers. Each poster is in two- 
in size, and is printed on heavy weight stock for long life. ferences, the New York.and New 


PHILADELPHIA. — Robert S. 
MacPherson, Philadelphia, has been 
elected president of the Middle 


is| Atlantic Regional Automotive Show. 


Also elected were Maury Boehm, 
vice-president; W. B. McCullough 
jr, treasurer, and Charles H. 
Bauer, secretary. The former presi- 
dent was George B. Shearer jr. 

7 > * 


North Carolina Wholesalers 


Elect White President 


RALEIGH, N. C.—L. T. White jr., 
of Motor Bearings and Parts, Inc., 
Raleigh, has been elected president 
of the North Carolina Automotive 
Wholesalers Assn., Inc. 

Other officers named are: Alex 
Strickland, Wilmington, vice-presi- 
dent, and N. B. Starling, Raleigh, 
treasurer. Jesse F. Jones jr., Ra- 
leigh, was re-elected executive sec- 


retary. 

R, F. Andrews, Durham; Floyd 
C, McLean, Laurinburg, and S. B. 
Norton, Burlington, were elected 
new directors. Edward Mac- 
Clements, Charlotte, was presented 
the Outstanding Service Award. 

” a * 


14 Jobbers Deny 
FTC Charges 
On Purchasing 


WASHINGTON, — Fourteen job- 
bers of automotive replacement 
parts who buy through a mutual 
association, Six-State Associates, 
have denied Federal Trade .Com- 
mission charges that they ask un- 
lawful price favoritism from sup- 
pliers. . 

In April the FTC charged that 
the jobbers and their purchasing 
organization violated the Robinson- 
Patman Amendment of the Clayton 
Act which forbids knowingly induc- 
ing discriminatory prices. 

Declaring that the FTC’s charges 
contain half-truths and wrong.- in- 








England jobbers contend that the 
joint purchases violate no law. 
They said that “from time im- 
memorial” in the auto parts indus- 
try, manufacturers and suppliers 


have granted discounts and rebates | © 
‘based on the classification of cus- 
tomers, 


in the complaint were 
Hunt-Marquardt, Inc., Mellor’s 
Auto Parts, Standard Auto Gear 
Co., Tarbell-Watters Co., Auto Elec- 
tric Service Co., Farrar-Brown Co., 
Christie & Thomson, Grinold Auto 
Parts, Horton-Gallo-Creamer Co., 
Hagar Hardware & Paint Co. 
Plattsburgh Motor Service, Inc., 
Detroit Supply Co., William T. 
Manning Co. and Thorpe Automo- 
tive Co. 


Named 


Sheehan Buys Holmes 
Sherwood H. Sheehan has pur- 


|chased the building and other as- 


sets of W. J. Holmes, Inc. (Ford), 
Buffalo. Sheehan will serve as presi- 
dent and sole owner of W. J. 
Holmes, which will retain its name 
for the time being. Holmes was pur- 
chased from William J. Holmes. 
Sheehan also is owner of Sheehan 
Motor Sales (DeSoto- Plymouth), 
Buffalo. 








Air Conditioner Airlift— 


“Operation Cool Comfort," nickname of 
an airlift for auto air conditioners, starts 
here with a preloading inspection by Jack 
J. Durett sr., from left, president, Climatic 
air division, Tyler Service Parts Co., Tyler, 
Tex.; R. W. Miller, maintenance super- 
visor, Riddle Airlines; and J. E. Wiley jr., 
Climatic sales manager, The Texas manu- 
facturing firm will utilize full plane flights 
to ship air conditioners to dealers in 
Florida. 


In the Letterbox 





(Continued from Page 12) 


facturers Assn., these two materials 
now account for almost 50 percent 
of all seat-cover sales ...a fact in 
which I feel sure that your dealers 
would also be interested— H,. D. 
Leiguty, sales manager, Hinson 
Mfg. Co., Waterloo, Ia. 
. * * 


‘Workable Idea’ 


During more than thirty years in 
the automobile business, I have 
never read an editorial which 
sparked a better or more workable 
idea than yours, which appeared in 
the current issue of AUTOMOTIVE 
News. 

No one will ever give you a more 
accurate description of what an 
owner or general manager of an 
automobile dealership should be 
than that given by your friend, 
Woody Miller. 

Why not let’s appoint Woody 
Miller chairman of a committee 
charged with the responsibility of 
exploring to the fullest extent ways 
and means of financing and getting 
such a course as he prescribes in- 
stalled into at least one university 
in each of our 48 states? 

Personally, I think so much of 
your idea that I am forwarding a 
copy of this letter to Fred Bell, of 
NADA. With the financial support, 
physical and moral backing of our 
national association, plus the edi- 
torial backing of your paper and 
some hard work from a reasonable 
number of qualified dealers, I be- 
lieve a real workable program can 
be developed. In my opinion, the 
cost would be a tax exempt ex- 
penditure and the investment both 
in time and money should yield an 
extremely high, long term return. 
—Hvueu Ricuter, president, Sterling 
Auto Sales, Inc., Wilmington, Del. 

* ¢* * 


Here’s the Dagmar 

Here is the picture of the Dagmar 
ear which I wrote you about re- 
cently. It was built in Hagerstown, 





Plan Sales Campaign— 

Mapping Los Angeles district sales and 
advertising plans ‘for the English Ford 
are, from left, Howard O. Lund, national 
manager, foreign products branch; John 
H. Stechman, western regional manager; 
H. .-M.  MacDonaldx los Angeles district 
menager;and Don Smith, national ad- 
vertising manager. 


Md., by a piano and organ company 
which succeeded the firm which 
produced the Crawford automobile. 

The Dagmar was a real solid car. 
custom built, with every part hand 
made and put together with a per- 
fection that is impossible to get 
today. I would like to find another 
one.—Roy Brooks, Atlanta. 

a 

Remembers Dagmar 


I built the radiators for the Dag- 
mar car, which was built in Hagers- 
town, Md. about 1923. 

Some of the radiators were fash- 
ioned with aluminum cast shells 
and others with builtup, polished 
brass casings. 


I personally have been in the 


plant and the home of the man who 
« * * 
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owned this company. He was a top- 
flight pipe organ manufacturer, 
quite wealthy, and named his com- 
pany after his daughter, Dagmar. 

Quite a few of these cars later 
showed up in New York for use as 
taxicabs. It was strictly a small- 
production, custom-built car—doing 
things, you might say, the hard 
way. 

I would be interested in having 
a picture of this car. — Frep M. 
Younes, president, Young Radiator 
Co., Racine, Wis. 

. . s 


Where Does H.P. Go? 


Where does all that 200-plus 
horsepower go in today’s cars? This 
intriguing question hasn’t been 
sprung yet on any of the quiz pro- 
grams, although it might well go as 
the $64,000 baffler. I note, however, 
that it is asked in the SAE Journal 
for April. Not only asked, but the 
automotive industry is treated to a 
scientific discussion, complete with 
charts, expounding the answer. 

Despite the detailed nature of the 
article and even with all the dif- 
ferent charts, there still doesn’t 
seem to be any consideration given 
to the amount of horsepower re- 
quired to move the ton of parasite 
weight of the Rontiki chassis of 


today’s cars. 
parasite tonnage of the chas- 

sis, stubbornly located for almost 50 
years on the four wheels, is essen- 
tially a whiplash truss and stiffener 
used for the purpose of reconciling 
a remote front-end-engine at one 
end of the automobile to a rear- 
end-transmission at the other end. 

If vehicle and passenger weights 
are to be trundled on all four wheels 
and starting and stopping are to be 
provided for efficiently, the_load 
should be as nearly equidistant from 
all four wheels as possible. — 
ArRtHUR W. Srevens, president, 
Automobile Safety Assn., Boston. 











Quaker State announces new |Golden Chassis | Lubricant 
especially compounded for America’s most modern cars 


Ball-joint steering knuckles and the new types of spring suspensions. will 
get lasting protection with new Quaker State Golden Chassis Lubricant— 
long after ordinary’ greases would be squeezed and scraped away. It’s so 
different from ordinary greases that a patent application has been filed 
with the U. S. Patent Office. 

It’s golden for a reason: unlike many other greases which get their 
color merely from oil-soluble dyes, Quaker State’s new exclusive Golden 
Chassis Lubricant’s rich, golden color comes from a unique new additive 


that really works wonders. Thanks to this amazing new Quaker State 
additive, Golden Chassis Lubricant covers chassis points with a tougher, 
longer lasting lubricating film. It will withstand the heavy loads and 
pressures developed in modern chassis fittings. That’s particularly im- 
portant these days because modern car design puts more stress on fewer 
chassis points. 

If you would like to know more about this modern lubricant for modern 
cars—call your Quaker State distributor-today—or write direct to: 


QUAKER STATE OIL REFINING CORP., OIL CITY, PA. 


Member Pennsylvania Grade Crude Oil Association 
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News to Note... 


AUTOMOTIVE NEWS, JUNE 3, 1957 


Auto World in Brief 


LORAIN, O.—Air Reduction Co. 
will begin construction in July of 
a $3 million facility that will more 
than double the company’s produc- 
tion of gaseous and liquid oxygen 
here. 

The expansion is made necessary 
by the great increase in oxygen 
consumption by local industry for 
open-hearth and Bessemer furnaces 
and other industrial processes, The 
facility will be completed by July, 
1958. 

* * > 

L. A. Young Unit Moves 

DETROIT.—L. A. Young Spring 
& Wire Corp. has transferred head- 
quarters of its international. division 
to 445 Park Ave., New York City. 


> * > 
Premier Autoware Opens 


Southern Branch in Georgia 
ATLANTA.— Premier Autoware 








Co., Cleveland, O., has dedicated its 
Southern plant, warehouse, and 
sales office at 2124 Johnson Ferry 
Rd, N, E., Chamblee, Ga. 

The facility will serve six South- 
eastern states, later increasing its 
coverage to 10 states. Bernard L. 
Burnside, operations manager, came 
here from Premier’s California 
plant to take charge of the facility. 

+ + + 


Pennsylvania Textile Plant 


Is Planned by Goodrich 


WILKES-BARRE, Pa.—B. F. 
Goodrich Co, has purchased 20 acres 
of land near here in Exeter 
Borough, for the site of a new tex- 
tile processing plant. 

Rayon and nylon tire cord used 
in tire construction in the com- 
pany’s five tire plants in the U.S. 
will be processed in the new plant, 
beginning in 1958. 

Textile operations which have 





been conducted in a leased building 
in Wilkes-Barre for more than 10 
years will later be transferred to 
the Exeter location. 

* * + 


DeVilbiss Factory Branch 


Being Moved to San Jose 
TOLED O.— DeVilbiss Co, is 
moving its direct factory branch 
facilities for Northern California 

from Santa Clara to San Jose. 
The new headquarters will be 
in a new building at 1335 N. Tenth 
St. 


New Westinghouse Unit 


PITTSBURGH. — Westinghouse 
Electric Corp. has announced the 
formation of a manufactured prod- 
ucts department to be responsible 
for sales, development engineering 
and manufacturing planning on 
panelboards, distribution switch- 
boards, industrial controls, control 
centers and special products. 

* 


New Industrial Tire 


Marketed by Goodyear 

AKRON.—A new multipurpose 
industrial tire, called the Super 
Rib, is being marketed by Good- 
year Tire & Rubber Co. 
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“Oh no, thanks ...I just came 
| in to use the cigaret lighter.” 





|in five saw-tooth riding ribs which 
}are said to minimize spinning and 
| skidding. 


* > * 
| Adhesives Factory 


\Planned by Goodrich 


AKRON.—Plans for construction 
| here of a specialized plant for the 
manufacture of adhesives were an- 


The tire features deep-cut slots' nounced by C. O. DeLong, presi- 





NEW ARMSTRONG TIRE 





ROLLS 114.000 MI 





BEFORE 
FIRST 
e RECAP ! 


Rolling doesn’t wear off rubber — scuffing does. Armstrong’s 
new design checks scuffing, gives phenomenal mileage. 


“114,000 miles over rugged Maine roads — 
and still good for a lot more!” That’s typical 
of letters in our files testifying to the amaz- 
ing mileage Armstrong’s new Miracle S-D 
Tiresrun up — because they “kiss the road”. 

Tire engineers have long known that so 
long as a tire rolls freely, tread wear is neg- 
ligible. But when design causes rubber to be 
dragged, even a fraction of an inch, scuffing 


causes rapid wear. 


Miracle S-D Armstrong Tires lick scuff- 
ing two exclusive, patented ways. Interlock- 
ing sipes let the tread kiss the road hello and 
goodbye. And intratread bumpers (see dia- 
gram) permit deep-tread ribs that can’t 
weave. Traction goes sharply UP; scuffing, 
slipping and skidding go sharply DOWN. 
Run your own test on these new tires that 
“kiss the road” — and revise your ideas of 
how long over-the-road tires can last. 


ARMSTRONG~~“sTRUCK TIRES 


Exclusive interlocking sipes 
grip road in all direction, yet 
“kiss” the road and leave it 
without fore-and-aft scuffing. 





Exclusive intratread 


bumpers prevent deep tread 


from weaving under load or 


braking pressure, greatly re- 
duce side-to-side scuffing. 


The Armstrong Rubber Co., Home Office, West Haven, Conn. 





dent, B. F. Goodrich Industria] 
Products Co. 

“The new plant, to be located on 
B. F. Goodrich main plant prop- 
erty, represents the first major ex- 
pansion of production facilities in 
Akron by B. F. Goodrich since con- 
struction of its belt plant in 1950,” 
DeLong said. Completion of the 
$2.5 million plant is scheduled for 
1958. * * ; 


Linn Wins 6th Awerd 


NEW ORLEANS. — Olin Linn, 
president of New Orleans Motor 
Co. Inc., for the sixth time received 
Ford Motor Co’s Four-Letter 
Award. 

as + e 
Dow Corning Erecting 


New Silicone Facility 

MIDLAND, Mich.—A new plant 
for manufacturing silicone con- 
sumer products is being built at 
Greensboro, N. C., by Dow Corning 
Corp., it was announced by Dr. W. 
R. Collings, president. 

At the same time he announced 
the establishment of the silicone 
specialties division as a separate 
operating unit, 

> 


* * 
Wallin Remodels 


STEELE, N. D.—Remodeling of 
Wallin Motor Co. (Chevrolet) here 
has been completed. The improve- 
ments include an expanded show- 
room and a new front. Clarence 
Wallin is the owner. 

* > . 


Franchise Unit Set Up 


By Aladdin System 


DETROIT. — Aladdin Driveurself 
System has announced the creation 
of a franchise division. This will be 
the firm’s fourth international car 
and truck rental division. 

Richard Waskin, president of 
Aladdin, said the new system will 
assist independent car and truck 
rental operators who now are un- 
able to join international systems 
and it will also assist newcomers in 
the field. 

7 ° = 


Tornado Detection Team 


Formed by Chrysler 

DETROIT.—Chrysler Corp. has 
set up a tornado detection team 
to warn its 110,000 Detroit-area 
employes of approaching funnels 
and to assist the U. 8S. Weather 
Bureau. 

Siz plants have been designated 
as “spotter outposts.” When a 
tornado warning is received, a 
plant protection man will be sta- 
tioned in a rooftop spotter’s booth. 
If he sights a funnel, he will 
notify Highland Park plant pro- 
tection which will disseminate 
the information to the corpora- 
tion’s 50 plants in the area. 

= . ” 


New Nylon Safety Tire 


Announced by Goodrich 
AKRON. —A new “Life - Saver” 
tubeless tire, made with nylon cord 
in both 14-inch and 15-inch sizes, 
has been announced by B. F. Good- 
rich Tire Corp, The company said 
it is “specially styled for today's 
cars and is strengthened to provide 
improved mileage, traction and 
overall safety.” 
One feature is puncture-sealing 
protection. When a nail punctures 
the thread, a gummy sealant closes 
around it, preventing loss of air, As 
the nail is withdrawn, the sealant 
follows it into the hole, which is 
said to furnish a permanent repair, 
* > 


New 14-Inch Passenger Tire 


Is Added to Mohawk Line 


AKRON.—A new i4-inch Arrow- 
chief tire in rayon or nylon has 
been added to the Mohawk pas- 
senger-tire line, according to T. C. 
Johnson, general sales manager. 

The tubeless unit features a nar- 
row sidewall design, with white 
sidewall models free from lettering 
and protected from smudging by @ 


curb guard. 
a 


+. * 
Sackner Products Purchases 


Site for Expansion 

GRAND RAPIDS, Mich.—Sackner 
Products, Inc., manufacturer of 
automobile door panel assemblies of 
non-woven padding and other prod- 
ucts, has purchased 2% acres of 
land and 14 buildings here. The 
land acquired is the remainder of 
real estate property of the former 
Grand Rapids Store Equipment Co. 

According to Albert Schrotenboer, 
president of Sackner, only one of 
the 14 buildings were included. The 
others will be razed to make way 
for possible future construction. 
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Which of the 
“Top 10” Magazines offers 
the greatest circulation bonus ? 


TV GUIDE's circulation is now well over 5,300,000— 
and still climbing. Yet TV GUIDE's rates are still 
pegged at 4,000,000, which means that national 
advertisers reap a bonus of more than 1,000,000 


copies weekly |! 


Americans and Canadians are giving TV GUIDE the 
most spectacular vote of approval in publishing his- 


The weekly magazine the whole family reads every day... 


CIRCULATION NOW OVER 5,300,000 


artes 






tory because of the thorough way in which this maga- 
zine reports, pictures, programs and interprets the 


most vital new influence in home life today —television ! 


If you are looking for today's best buy in advertising 
media, take a good long look at TV GUIDE... 


America's uniquely modern advertising medium. 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive _ from Auction Reports.) 
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Prices of '56s added and '48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956. 
Figures alongside bars represent dollars. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week declined $3 to $900, 


Prices marked with an as- 














MID-WEST AUTO AUCTION 


1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Dudley-Caswell 
Auctioneer: Harvey Greenwood 
Sale every Tuesday at I! A.M. 
Phone Sherman 4-3263 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 
9% S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 





CONNECTICUT 





NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 


Sale Every Wednesday at 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 








ILLINOIS 
CY — Quincy Auto Auction, 
3202-3220 Broadway, Every Mon- 
day 12:30 P.M. 














PEABODY AUTO AUCTION, 

















IOWA 


TOM FLETCHER'S | 
DES MOINES AUTO AUCTION 


Sale Every Thursday — 12 Noon 
Guaranteed Titles and Checks | 





MASSACHUSETTS 





INC. 


For Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at |! A.M. 
Newburyport Turnpike, U. S. Rt. | 





ST. LOUIS AUTO 


3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 


West Peabody, Mass. Jefferson 1-7500 Operating Since 1946 
Joseph Herbert Phillip Glick | 
MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located ¥% mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 


WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed 





MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half am west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best'’ 

Phone: ARdmore 6-4720 


Bob Ring, Owner 


Phone Dunkirk 3-0150 


MISSOURI 


6200 Independence HU 3-7470 
Checks & Titles Guaranteed 


Auctioneers 
Gee ostease Phil Spurgeon 
Jack Erw Jr. Whitman 


Sale oe Friday: 10:30 a.m. 


An effective channel to buy and sell 








AUCTION BARN, INC. 














Fred Reed, Mgr. 
















terisk indicate a unit equipped | “Custom 4-4 — 2-dr., $775. ‘61 ge sno Te "51 4-dr., 
Custom r | a r 

with an automatic transmission | nonaEe — 54” Royal (8) Hardtop, $980°| NASH '55 Cross Country station wagon, 
or overdrive and (ps) indicates | (ps). '50 Wayfarer 2-dr., | $1,400; Metropolitan 2-dr., $780. ’53 
power steoring. | | FORD—’56 Custom (8) station wagon, $1,- Rambler 2-dr., $765. °'51 Rambler sta- 

* sree. eT — ¢ ,900; oon ‘eet: | tion wagon, $395; a in ee eee 
; airlane (8) ictoria 1 *;| OLDSMOBILE—'55 (98) Hardtop, ° 

PORTLAND, —- 2-dr., $1,675* (ps); 4-dr. $1,600*, $1,-| (ps); (88) 2-dr., $1,535*, $1,380°, $1,- 
| 585°: Custom (8) 4-dr. $1,465°, $1,445°, 350°. °54 (98) Hardtop, $1,650° (ps); 
(Portland Auto Auction, Inc. overs | $1,405, $1,380; Main (8) ‘2-dr:, $1,105.| (88) Hardtop, $1,315*; (88) Super 2-dr.. 
Tuesday. Prices are for sale of Pay 21.) "55 Fairlane (8) conv., $1,580°; 4-dr., $1,345*. °53 (88) 4-dr., $715°; (98) 4- 
"Seek — ‘'S6 Century Hardtop, $2,095*| $1,405*, $1,365°; Main (8) 2-dr. station dr., $710*. '52 (88) Hardtop, $600° (ps); 
$1,925*, $1,850°; Hardtop,| wagon, $1,280; Custom (8) 4-dr., $1,-| 4-dr., $420°. ’51 (88) 2-dr., $375*, $160°; 

$1 redo" 5S RM 2-dr., $1,725* (ps). 185*, $1,100; 2-dr., $1,160, $1,075, $1,-| (98) 4-dr., $350°. 
Super Hardtop, $1, 365°; Special Hardtop, 070. °54 Custom (6) 2-dr., $710; 4-dr., PACKARD—'56 Caribbean Hardtop, §$2,- 

$1,150°. °53 RM Hardtop, $965° (ps), $625; Main (8) 4-dr., $550. '53 station 525° (ps). 

$855* (ps); Super 4-dr.. $750° (ps); 2-| wagon, $855; Custom (8) 4-dr., $660, PLYMOUTH—’5S (8) station wagon, $1,- 
dr., $660°. '51 Super 4-dr., $375°, $320°, $355; 2-dr., $600; Custom (6) 4-dr., 550°; Plaza (6) 2-dr., $870, $845. °53 
$225°*. "50 Super 4-dr., $175". $610, $500. ‘52 station wagon, $810; station wagon, $720; Cranbrook 4-dr., 

CADILLAC—'55 (60) 4-dr., $2,875° (ps). Main (8) station wagon, $765, $600; Cus- $450. ‘51 Cranbrook 2-dr., $260; 4-dr., 
"50 (62) 4-dr., $575°. | tom (8) club coupe, $455. ‘51 2-dr., $160, 50 club coupe, $180. 

CHEVROLET — ‘56 Two-ten (8) station! $575*; Victoria, $325. ‘50 Deluxe (8)| PONTIAC—’56 Chieftain Hardtop, $1,850° 
wagon, $1,890, $1,860, $1,750; 4-dr., $1,- 2-dr., $215, $195, $175. '49 2-dr., $140,| (ps), $1,675°. °55 Star Chief Hardtop, 
560, $1,450°; Bel Air (8) 4-dr., $2,000°,| $110. $1,650° (ps); 4-dr., $1,580* (ps); station 
$1,890°; 2-dr., $1,585. 55 Two-ten (8) | HUDSON — ‘52 Hornet 4-dr., $200°. °50 wagon, $1,605*; Chieftain Deluxe (8) 
station wagon, $1,655*; 2-dr., $1,160; 2-dr., $120. 2-dr., $1,595°; 2-dr., $1,485*; 4-dr., $1,- 
Delray, $1,395; Bel Air (6) 4-dr., $1,-' KAISER—'53 4-dr., $660°. "52 Manhattan 375°. '53 2-dr., $695° (ps). ‘51 2-dr., 
350; Bel Air (8) 4-dr., $1,270* (ps). "54 4-dr., $450°. '51 2-dr., $160. $290°. ‘50 4-dr., $120. °49 Chieftain 4- 
Two-ten 4-dr., $715. ‘53 Bel Air 2-dr.., MERCURY—'57 Monterey 2-dr., $2,600°. dr., $175°. 
$830, $550; Two-ten 2-dr., $675; 4-dr., '56 Montclair Hardtop, $2,120* (ps); 4-- STUDEBAKER—'56 Commander Hardtop, 
$610; One-fifty club coupe, ” $345, '52 Bel dr., $1,695; Monterey 4-dr., $1,825° $1,745* (ps). ‘53 Commander 2-dr., 
Air Hardtop, $620°; SL Deluxe 4-dr., (ps); Custom 4-dr., $1,820° $1,810. ‘55 $560°. '51 Commander coupe, $355°*. "50 
$530*. "51 Bel Air Hardtop, $400°. °'50 Monterey station wagon, $1,900*° (ps); Commander 4-dr., $115; Champion 2-dr., 
SL Deluxe club coupe, $295; '2-dr., $275°. 2-dr., $1,600°; Montclair 2-dr., $1,735* $105. 

' CHRYSLER—'53 NY 2-dr., $585*. (ps); conv., $1,680° (ps). "54 Monterey: MISCELLANEOUS — ’'57 Chevrolet %-ton 


NEW YORK 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because ail titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, 
Checks and Titles (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 








— 


$1,450; %-ton pickup, $1,240, 
gen 2-dr., $1,300. °55 Gmc 
%-ton pickup, 58: Volkswagen sun 
roof, $1,385. Chevrolet %-ton pick. 
up, "$820, "52 wings pickup, $400. ‘53 
Jaguar coupe, $1,220, '49 Chevrolet 4%. 
ton pickup, $440. 


FT. WAYNE, IND. 


(Fort Wayne Auto Auction, Sale every 
Tuesday. Prices are for sale of May 21.) 
BUICK—’55 Super 2-dr., $1,395* (ps). '53 

Special 2-dr., $710*; "RM 4-dr., $515* 


(ps) 
$685*, $385 


CADILLAC—’50 (62) 2-dr., 
(ps). 

OHEVROLET—’56 Bel Air (8) 2-dr., $1,. 
665*. °53 Bel Air 2-dr., $655*; Delray 2. 
dr., $350. °50 Delray conv., $185. ’49 
Delray 2-dr., $140. 

CHRYSLER—’51 Imperial 4-dr., $115*. 

DODGE—’55 Coronet (8) 4-dr., $1,200*, 
’53 Coronet 2-dr., $440°; Meadowbrook 
2-dr., $340. 

FORD— 57 Fairlane (8) 4-dr., $2,010*. '56 
Fairlane (8) Victoria, $1,540*; 4-dr., $1,. 
285; Main (8) 2-dr., $950. '53 Custom 
(8) 4-dr., $520; Custom (6) 4-dr., $325, 

LINCOLN—’51 Cosmopolitan 4-dr., $105*, 

NASH—’51 Ambassador 4-dr., $225*. 

OLDSMOBILE —’'55 (88) 4-dr., $1,435*, 
’54 (88) Super conv., $1,205* (ps). '53 
(88) 4-dr., $700° (ps). ‘52 (88) 4-dr., 
$410* (ps). 

PACKARD—’49 Clipper 2-dr., $200. 

PLYMOUTH—’55 Savoy (8) 2-dr. 
wagon, $1,000. ‘53 Cranbrook 
$400*. °51 Cranbrook 4-dr., $285. 

PONTIAC—’50 Chieftain 2-dr., $175*. 

STUDEBAKER — ‘52 Commander 4-dr., 
$280. °52 Champion 2-dr., $155. 

MISCELLANEOUS—’57 MG, $2,160. 


FLINT, MICH. 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of May 22.) 


(Prices seemed to be up slightly on 
sharp cars but rough and medium cars 
went begging. Sold 101 cars out of 160 
offerings.) 

BUICK—'56 Special 4-dr., $1,850*, 
‘55 Super Riviera, $1,360* (ps); 

r., $1,280° (ps); Century 4-dr., $1,245*; 
Special 2-dr., $965; Riviera 2-dr., $985°. 
"54 Century Riviera, $1,160*, $995*; 4- 
dr., $985*; Special Riviera, $1,100*, $1,- 
010*; 4-dr., $800. "53 Super 4-dr., $685, 
$635°; Special 4-dr., $545, $535*. ‘51 
Special 2-dr.. $315*. 
CADILLAC—' 4-dr., $3,500° (ps). 
CHEVROLET—’56 Bel Air (8) club coupe, 
$1,615*; Delray (8) club coupe, $1,425*; 
Two-ten (8) 2-dr., $1,305; One-fifty (6) 
2-dr., $1,090. °55 Two-ten (8) station 
wagon, $1,465*, $1,340°; 2-dr., $945*, 
$920*; Two-ten (6) 2-dr., $910, $730; 
Bel Air (8) club coupe, $1,240°; 4-dr., 
$1,205*; Delray (6) club coupe, $1,005. 
*54 Bel Air station wagon, $940; Two-ten 


(Continued on Page 43, Col. 1) 


pickup, 
'56 Volkswa, 


station 
2-dr., 


$1,550°*, 
RM 2- 


PENNSYLVANIA _ 





MANHEIM AUTO AUCTION, INC. 
» Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
Free—1957 Mercury—Friday, June 28th 





MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S 
231-41. Thursday 11:00 a.m. 


WASHINGTON 


——— 





SOUTH SEATTLE AUTO AUCTION 
10644 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 


“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 


Crossroads 


- where they meet .. . buyers 


and sellers . . . new and used car 


dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 











we 
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9 ayeeer es ee 4-dr., $1,275*; Ram- $800, Meg ba ‘i al Suv ane 2-ér.. 
ome . ° LINOOLN—'56 Capri 2-dr., $2.400% (pe). Model Breakdown d-dr., $625, $450, $375; adr. -: $510; One- 
‘s d- ar Auction Prices (re). "a6 Custom sar, soon."'st won| OF Auction Averages | $25, sib, ‘sari: conv., seo0", "s1 si 
M% se terey 2-dr., $975*, $710°. 51 4-dr., a 90. Deluxe 4-dr., ree 2-dr. a 3 
NASH — ‘56’ Rambler 4-dr., $1,490°, ’ May, April, March, | CHRYSLER—’52 Saratoga 4-dr., $260*. 
Statesman 4-dr., $985*. '54 Statesman 1957 1957 DeSOTO—'53 Firedome 4-dr., $530° (ps), 
4-dr., $905*; Rambler 2-dr., $600°, 53 $2,236 $2,301 $2,330 $450° (ps). ’52 Custom 9 0°. 
(Continued from Page 42) Statesman 2-dr. $475; 4-dr., $375*. 1,598 1,686 DODGE—’56 Coronet (6) station 
very OLDSMOBILE — “57 (88) Super Holiday, $1,800*, °53 Coronet 4-dr., $450; club 
21.) 4-dr., $525, $300*; 2-dr., $340, $320. "52 155°. °'54 Two-ten 4-dr., $930; 2-dr., $2,775* (ps). °56 (98) conv., $2,360* 1,242 1,247 , $475*; Meadowbrook 4-dr., $400. 
: Two-ten 2-dr., $245; coupe, $210. °51 SL $575*; Bel Air 2-dr., $690*. "53 Bel Air (ps); (88) Super 4-dr., $1,945° (ps); 881 886 FORD—’57 Custom (8) 300 4-dr., $1,890, 
515° Deluxe 4-dr., $150, 50 conv., $330; De-| 2-dr., $605*, $550; 4-dr., $525. °51 SL| 2-dr., $1,920* (ps), $1,895*. °55 (98) 571 575 $1,550; 2-dr., $1,830, '56 Fairiane (8) 
luxe 2-dr., $110. Deluxe 4-dr., $225°*. conv., $1,600* (ps); (88) Super 4-dr., Victoria, $1, 750°, & 650°; 4-dr., $1,400°; 
385° CHRYSLER—'55 NY Deluxe club coupe CHRYSLER—'55 (300) 2-dr., $1,855* (ps);| $1,310*. '54 (98) Holiday, $1,395* (ps); 8377 377 Ranch Wagon, $i,690*; Custom (8) 4-dr., 

1,655* (ps); Windsor 4-dr., $1,490*. , Windsor 2-dr., $1,305* (ps). '54 NY 4- conv., $1,200° (ps); (88) Super 2-dr., 239 242 263 $1,220. ’55 Country sian $1,500* ; Cus- 
$1,- $ dr., $870* (ps), °53 NY 4-dr., $675*;| $1,295*; "Deluxe 2-dr., $1,130* (ps), tom (8) Victoria, $1,250*; 2-dr., $975, 
y 2 DODGE—'55 Royal Lancer (8) club coupe.| windsor 2-dr., $465° (ps). $895*. '°53 (98) 4-dr., §$795*; conv.. 193 203 202 | $950, $940; 4-dr., $1,050;' Fairlane (8) 
"49 $1,200) eae’ $1,055°. ’51 Coronet (6) — war Firedome (8) i2- iss. $715°; (88) Super 4dr, $745*; Deluxe Overall «ase aes eee 2dr, $1,200; Custom (6) adr. $87. 

2-dr., . ; $365°*, ; ‘wermaster 2-dr. 4-dr., $610* (ps). ’52 (98) 4-dr., $500*, 927 7 Coun sedan, ; 
*. FORD — '57 station wagon, $1,960°. °56/ (ps). $440*; (88) Super 4-dr., $325°, "50 (88) Average $ 900 $ $ 946 | Crest’ (8) Victoria, $860, $840; Custom 
00°, Crown Victoria (8) club coupe, $1,740°; | nopGE—'55 Royal (8) conv., sae 470*; 2-| 4-dr., $255*; 2-dr., $210°. —| (8) 4-dr., $860; 2-dr., $500*; Main (8) 
rook station wagon, $1,600*; Fairlane (8) 4-| dr. $1,255*; Suburban, $1,250°; Coronet | PACKARD—’55 Clipper 4-dr., $1,175*. ’54 4-dr., $700. 53 Crest (8) Victoria, $800; 

dr., $1,450* (ps); Custom (8) 4-dr., $1,-| (gs) 2-dr., $1,200°. ‘54 Royal (8) 2-dr.,| Panama 2-dr., §900° (ps). '53 Clipper (There was not much in the way of | conv., $730*; Custom (8) 2-dr., $640; 
"56 215, '55 Fairlane (8) Skyliner, $1,515*| gego*. °S3 Coronet (8) 4-dr., $565°,| 4-dr., $335°, market changes here today, We slopped | Main’ (6) Ranch Wagon, $560; Custom 
$1,- (ps); conv., $1,265; 2-dr., $1,110, $1,060;| s505*, $340, $285. PLYMOUTH —°'56 Fury sedan, $1,900*;| sround in the rain and wound up selling (6) 2-dr., $625*. ’52 Main (8) 2-dr., 
tom Crown Victoria (8) 2-dr., $1,180°; Cus-| rORD—’57 Thunderbird, $3,105* (ps); Del| Belvedere (8) conv., $1,350° (ps); Plaza | 139 of the 184 cars offered. Most activity | $320. ’51 Custom (8) Victoria, $400. 
325, tom (8) 4-dr., $1,105; 2-dr. $925°. ’54) Rio station wagon, §2,100° (ps). '56| (6) 4-dr., $875. ’55 Belvedere (8) 2-dr.,| showed up on ready-to-sell, front line | HUDSON—'53 Hornet club coupe, $575*; 
05°, Victoria (8) club coupe, $765, $670°;| ‘Thunderbird, $2,490*; Country Squire,| $1,330*; 4-dr., $1,170*; Savoy (8) 4-dr.,| cars from °50s up. Bad weather kept Super Wasp 2-dr., $395°. 

Custom (8) 4-dr., $760; Main (8) 2-dr.,| $1,750* (ps); Fairlane (8) conv., $1,700*,| $880*; ‘Plaza (6) 4-dr., $775. '53 Cam-| several cars back.) MEROCURY—’57 Montclair Phaeton, $2,380* 
35°, $320. °53 Custom club coupe, $450, $350./ $1,540; Victoria, $1,475* (ps); Ranch| bridge Suburban, $485. ’52 Cranbrook 4-| BUICK—’54 Super Riviera, $1,010* (ps);| (ps). '55 Montclair 4-dr. $1,475*; Mon- 
53 ’52 Custom club coupe, $160. ’51 Crest) Wagon, $1,450; Custom (8) 4-dr., $1,-| dr., $280, 51 Suburban, $205. RM Riviera, $1,070* (ps); Special 4-dr.,| terey Sport coupe, $1,480°; 4-dr., $1.- 
-dr., 2-dr., $210; Victoria club coupe, $155. 275°, $1, 270*, '$1,235*, $1,190°, $1,175*,| PONTIAC—'56 Star Chief 2-dr., $1,945*| $850. 53 Super conv., $800*; RM Rivi-| 410%, $1,225. °54 Monterey 4-dr., $890°. 

HUDSON — "55 Suburban station wagon,| $1 165°: 2-dr., $1,215*; Main (8) 2-dr..| (ps); 4-dr.. $1,905* (ps); Chieftain 4-dr.,| era, $675° (ps); 4-dr., $695* (ps), $525*| °53 Monterey Sport coupe, $790*; 2-dr., 

$840. 7 $995. '55 Country Squire, $1,565*; Fair- $1,425*. °55 Star Chief Catalina, $1,425* (ps). ’51 Special 2-dr., $190. $560, '50 Custom 4-dr., $135. 
tion LINCOLN—'55 Cosmopolitan sedan, $1,-| jane (8) conv., $1,450*; Victoria, $1,295*;| (ps), $1,395* (ps), $1,215*; 2-dr., $1,-| CADILLAC—'57 (62) 4-dr., $4,450* (ps).| NASH—'55 Statesman club coupe, $1,080*; 
‘dr., 165° Country sedan, $1,185*; 4-dr.. $1,075:| 330°, $1.300°; 4-dr., $1,200*; Chieftain| "55 (62) coupe de Ville, $2,660* (ps);| 4-dr., $835; Ambassador 4-dr., $1,060*, 


MERCURY—'56 Custom club coupe, $1,- 
400. °54 Custom 2-dr., $775*. '53 Mon- 
dr., terey 4-dr., $580*. 
NASH—’55 Statesman 4- dr., $845. 
OLDSMOBILE — '56 (88) 4-dr., $1,740", 
$1,685*. 55 (88) Super Holiday, $1,665° 
(ps); (88) Deluxe 4-dr., $1,365. "53 (88) 
Super 4-dr., $610°. 

















yery PACKARD—’54 Clipper 4-dr., $760*. 

22.) PLYMOUTH—’57 Savoy (6) 4-dr., $1,745. 

on '56 Savoy (8) 4-dr., $1,285*; 2-dr., $1,- 

ars 220°, $1,135; Savoy (6) station wagon, 

60 $910. ‘53 Cambridge club coupe, $335; 
4-dr., $235. 

50* PONTIAC—’'56 Star Chief (8) conv., $1,- 

: 925°. °55 Star Chief (8) conv., $1,480*; 

i5*: club coupe, $1,450° (ps). ‘54 Chieftain 

25°. 4-dr., $1,035°; club coupe, $755°. ‘51 

4- Chieftain 2-dr., $125. 

$1,- MISCELLANEOUS — ’57 Volkswagen 

B85, coupe, $2,450. '55 Chevrolet %-ton pick- 

51 up, $575. "54 Ford %-ton pickup, $575. 
53 Dodge %-ton pickup, $390, 

ps). 

ape, LITTLETON, COLO. 

(6) (Colorado Auto Auction. Sale every Mon- 

tion day. Prices are for sale of May 20.) 

‘5°, BUICK—’'56 Special Riviera, $1,775*; Cen- 

30; tury Riviera, $1,540° (ps). ‘51 Super 

ar. Riviera, $325°. 

05. OADILLAC—'57 (60) 4-dr., $5,125° (ps). 

ten "54 (62) 4-dr., $2,150° (ps). ‘53 (60) 
4-dr., $1,650° (ps). "51 (62) coupe de 
Ville, $1,035°. 


—"57 Bel Air (8) Nomad, §2,- 
625° (ps); 4-dr., $2,265°; Two-ten (8) 
4-dr., $2,175°*. 56 Bel Air (8) conv., 
$1,980°; Two-ten (8) station wagon, 
on (ps), $1,490; Two-ten (6) 2-dr., 


$1,260. 
$1,710* (ps); Two-ten (6) 2-dr., $940, 
$875. °54 Bel Air 4-dr., $880°; 2-dr., 


CHRYSLER—'56 Windsor 4-dr., $1,500* 
(ps). "55 NY 4-dr., $1,475° (ps). '54 NY 
4-dr., $840° (ps). ‘53 Windsor station 
wagon, $940°; 2-dr.. $565*°; Imperial 4- 
dr., $720° (ps). "50 Windsor 4-dr.. $200°. 
275° SS Firedome 4-dr., $1,325", $1,- 


DODGE—'57 (500) Hardtop, $2,525°. 56 
Coronet (8) Hardtop, $1,635* (ps). '55 
Custom Royal (8) Hardtop, $1,295* (ps). 
"54 Royal (8) 4-dr., $800°. 

FORD—'57 Fairlane (8) 500 4-dr., $2,495* 
(ps); 2-dr., $2,185°. ‘56 Thunderbird, 
$2,750° (ps); Fairlane (8) Crown Vic- 
toria, $1,780°, $1,750°; Custom (8) Vic- 
toria, $1,655*, $1,300°, $1,150. "55 Coun- 
try sedan, $i, 590, $1,485. "53 Main (6) 
2-dr., $425. "52 Custom (8) 4-dr., $400. 
51 Custom (8) Victoria, $390°. 

HUDSON—’51 Commodore (6) club coupe, 


155°. 

LINCOLN—'57 Premiere. Hardtop, $4,650° 
(ps). ‘56 Premiere Hardtop, $3,200° 
(ps); Capri 4-dr., $1,580° (ps). °53 Capri 

Hardtop, $965* (ps). 

MERCURY —'56 Monterey Hardtop, $1.- 
720°; 4-dr., $1,300; Medalist Hardtop, 
$1,625*°. '55 Custom station wagon, $1,- 
700; Montclair Hardtop, $1,510*; Mon- 

— terey 4-dr., $1,380° (ps). ‘54 Monterey 
Hardtop, $1,280° (ps). '52 Custom 2-dr., 
$300. "50 Custom 4-dr., $195. 

ao Rambler Cross Country, $2,- 


einensontLE— ts (88) Holiday, $1,640° 
(ps); (98) Holiday, $1,525° (ps). °54 
(98) Holiday, $1,490* (ps). '53 (88) 4- 
dr. $810* (ps). 

PACKARD—'56 Clipper Hardtop, $1,700°*, 


$1,605°. 
PLYMOUTH—’57 Belvedere (8) Hardtop, 
: $2,515*, $2,485° (ps). '56 Belvedere (6) 
Hardtop, $1,405*; Belvedere (8) 4-dr., 
$1,400. "55 Savoy (6) 2-dr., $690, ‘53 
Cranbrook 4-dr., 
=i PONTIAC—'57 Chieftain Catalina, $2,340*. 
56 Chieftain Catalina, $1,720°, $1,645°. 
55 Star Chief Catalina, $1,380*; Chief- 
utO tain 4-dr. $1,330°. 
0S- as ‘62 Jeep, $630, °51 Jeep, $550, 


MISCELLANEOUS—’57 Chevrolet %-ton 

Pickup, $1,800, $1,600; Dodge %-ton 

— Pickup, $1,405. °56 Ford i-ton stake, 
$1,085; %-ton pickup, $940. '55 


eu 


| 


— %-ton pickup, $680; Chevrolet %-ton 
= Pickup, $860, $790. '54 Chevrolet %-ton 
aN Pickup, $700, $625. °53 Ford %-ton pick- 
up, $540, $515, $510; Willys %-ton pick- 
ash. up, $500. °48 International 1%-ton van, 
$270. 
CHICAGO 
. (Arena Auto Auction. Sale every Tues- 
ck day. Prices are for sale of May 21.) 
j BUICK—’56 RM Riviera, $2,025* (ps); Cen- 
— tury Riviera, $1,900* (ps). ’55 RM conv., 


$1,550°; Century Riviera, $1,460*; Spe- 
cial Riviera, $1,330* ; Super Ri $1,- 
280° (ps). "54 Special Riviera, $1,105*, 
$1,100*, $910°, °53 Super conv., $730°*; 
Riviera, $655*, $545* (ps), $505°, $440° 
ioe). "52 Super Riviera, $395"; RM — 
$285*. ‘51 Special 4-dr., '$250°; su 

oer Riviera, $225*. 

CADILLAC—'55 (62) coupe, $2,410* (ps). 
"54 (62) 4-dr., $1,775* (ps). ’52 (62) 
4-dr., $870* (ps); coupe, $505°. '51 (62) 
4-dr.. , $425° 

VROLET—’57 Two-ten (6) 4-dr., §2,- 
150°; Bel Air (8) 4-dr., $2,125*; Sport 
coupe, $2,065; One-fifty (6) 2-dr., $1,585. 
*56 Two-ten (6) 2-dr., $1,455, $1,300°; 
Bel Air (6) 4-dr., $1, 395°; Two-ten (8) 
4-dr., $1,345, '55 Bel Air (6) 2-dr., $1,- 
335°, $1,035*; Bel Air (8) 4-dr., $1,320° 
(ps); conv., $1,260°; 2-dr., $1,205*, $1,- 








Crest’ (8) 2-dr., $680° (ps); Custom (8) $1,045° (ps); 4-dr., $895°. °53 Chieftain $435°. 


2-dr., 
2-dr.. > 
Crest 


4-dr., 
Crown 


4-dr., 


toria, $315. 


$280. 
OLDSMOBILE—’55 (88) Holiday, $1,250°; 
Super 2-dr., $1,160*. 
PACKARD—'55 Clipper 4-dr., $1,220* (ps). 
53 Clipper 4-dr., $410*. 


2-dr., $855; Custom (6) 2-dr., Chieftain (8) 2-dr., $1, 090°" (ps), $865° 000* (ps). '53 (60) 4-dr., $1,035* (ps). 
$965°. °54 Country sedan, $1,045; (ps); conv., $800*; "Star Chief (8) 2-dr., "52 (62) coupe, $1,080*. *50 (62) conv., 


$615°*; 4-dr., $600; Custom (62) (8) conv., $725*; 4-dr., $625*; Chieftain | CHEVROLET—'57 Bel Air (6) Hardtop 


$345. °53 Ranch Wagon, $585; (6) 4-dr., $385°, $330. $2,250°; Two-ten (6) 2-dr., $2,150°;| PLYMOUTH—’56 Plaza (6) 4-dr., $1,260 

(8) Victoria, $570*; Custom (8) station wagon, $1,890. "56 Bel Air (8) Savoy (6) 2-dr., $1,210°. °55 Beivedero 

$565; Custom (6) 2-dr. $515; ALBANY conv., $1,625; Two-ten (6) 2-dr., $1,200; (6) 2-dr., $880; Savoy (8) 2-dr., $910. 
Victoria, $490. ‘52 Custom (8) 4-dr., ” $1,225. '55 Two-ten (6) 4-dr. $915 ’51 Cranbrook conv., $340; coupe, $335; 


Custom (8) 4-dr. $990°, $970, $945, 2-dr., $1, 155°, $960°; 4-dr., $970° ‘54 4-dr., $2,540° (ps), "54 (62) 4-dr., : $820". '52 Rambler 2-dr. 
| 


Cambridge 4-dr., $160. 


$420°. °51 (8) 2-dr., $340; Vic- (Tim Anspach Auto Auction. Sale every $910, $900; 2-dr., $1,050°, $975. 64 Bel 
. Monday. Prices are for sale of May 20.) Air Sport coupe, $950; ‘Two-ten 4-dr., (Continued on Page 46, Col, 1) 





« « « Qa vital message to 


AUTOMOBILE MANUFACTURE 


explaining how Willmark Research 
can help you sell more cars 


EVERY PROSPECT A CUSTOMER 


Better salesmen sell more cars, and Willmark helps develop better 
salesmen. In today’s competitive market, your product needs the most 
powerful sales treatment, designed to sell every prospect who walks 

into one of your showrooms. No prospect should be allowed to walk out 
without deciding to buy your car. 


POINT-OF-SALE TESTING PROMOTES BETTER SELLING 
Willmark’s skilfully trained point-of-sale testing analysts provide you 
with the basic information essential to building more sales. Such 
factors as how the salesman greeted his customer, how he made his 
presentation, did he offer a demonstration ride, his effectiveness in 
“closing the deal’’ are pointed up for strengths and weaknesses to better 
help you teach superior selling techniques. 


MAKE A SALES FORCE A SELLING FORCE 


Willmark’s methods of showroom sales testing provide more than 

a temporary “‘shot-in-the-arm.”’ Salesmen, made to realize that 
certain techniques result in greater sales, tend to continue using these 
techniques, and so maintain their volume at a higher level. 


FORTY YEARS OF “KNOW-HOW” 
For forty years Willmark has helped American business maintain a high 
level of salesmanship. In the past year alone, thousands of automobile 
showrooms were tested. This is the kind of proven experience Willmark 
places at your disposal at all times—during preliminary discussions, 
construction of forms, actual testing, editing and the final over-all summary. 


Find out how Willmark Research Corporation can help you 
increase dealer sales. Write for your free copy of our booklet: HOW 
TO INCREASE SALES AT POINT OF PURCHASE. 





ilimark research corporation 


250 West 57th Street ©@ Dept. AN-5 @ New York 19, N. Y. 
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Dodge Awards 


6 New Franchises 


DETROIT.—Addition of six new 
Dodge dealerships, two of them 
exclusives, has been announced by 
Lee F. Desmond, sales vice-presi- 
dent. The exclusives are Ed Loll & 
Sons, Wahpeton, N. D., Harvey 
L. Loll, owner, and Arnold Motor 
Co., Bandon, Ore. L. L. Arnold, 
president. 

Handling Dodge-Plymouth will be 
MecMorries Motors, Inc., Edinburg, 
Tex., Smith McMorries, vice-presi- 
dent and manager; Windholz Motor 
Co., Plainville, Kans. Louis and 
Francis Windholz, partners, and 
Skinner Motor Co., DeQueen, Ark., 
8S. E. Skinner, owner. 

New Dodge-Chrysler dealer is 
Macon Motor Co., Inc., Franklin, 
N. C., A. Parker Norton, president. 


Used-Car Notes 


TUCSON, Ariz.—J. H. Moffatt has 
ended a three-year retirement to 
return to the used-car business. 

He is operating Moffatt’s Autos, 
Inc., 3155 E. Speedway. Moffatt is 
president of the Tucson Used Car 
Dealers Assn. 


* * * 


Two Deals Move 


MANCHESTER, N. H.—Two 
used-car establishments here have 
opened at new locations. Maurice's 


| 598; 4-dr, 2-seat hardtop stat. wag., $3,- 


| $3,944.33; 


| $4,780.96; 
| Sedan deVille hardtop, 





Auto Body has new and larger 
quarters at 90 Loring St., while 
Clyde Garfield, Inc., has moved to 
the corner of Franklin and West 
Central Sts. 


Oils Added to Cleaner 


To Leave ‘New-Car’ Odor 


CHICAGO.—Used car dealers are 
being offered a cleaning process for 
automobile upholstery and interiors 
which is said to leave the car with 
a “new car” odor. 


The aroma is achieved, according 
to the manufacturer, by blending 
certain oils of materials used in 
fabrication of auto interiors. Thus, 
the mingled smell of paints, rubber, 
leather, and electrical materials are 
blended into the smell which is 
peculiar to the interiors of new 


cars. 
> 


Cramblet Opens Lot 


EUGENE, Ore.—Chuck Cramblet 
has opened Cramblet Motors, 810 
W. Sixth Ave., to deal in used cars. 
He was formerly purchasing agent 
for Nordling Auto Parts. 


* os > 


Neuman, Strong Organize 


EUGENE, Ore.—Neuman-Strong | 
Motor Co. been organized by 
Bob Neuman and Carl Strong to 
handle used cars with headquarters. 
at 1201 Olive St. 


Bishop Opene Lot 


SAN LEANDRO.—Van Bishop, a 

20-year automotive veteran, has 

his own used-car lot here 

at 14141 E. Fourteenth St. Bob 
Golling will be general manager. 
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Current Prices on New Cars 


tory lst prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. 
variable items passed 
buyer, such as State and local taxes, 
transpo charges and optional 
equipment, 

BUICK — Special — 4-dr., sed., $2,659.83; 
2-dr, sed., $2,595.83; 4-dr. hardtop, $2,- 
779.83; 2-dr. hardtop, $2,703.83; conv., $2,- 
986.83; 4-dr. 2-seat stat. wag., $3,046.83; 
4-dr, 2-seat hardtop stat, wag., $3,166.83. 
Century—4-dr. sed., $3,234; 4-dr. hardtop, 
$3,354; 2-dr. hardtop, $3,270; conv., $3,- 
706. Super—4-dr, hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. Roadmaster 
—4-dr, hardtop, $4,053.33; 2-dr. hardtop, 
conv., $4,066.33. Roadmaster 
““75’’—4-dr. hardtop, $4,483.33; 2-dr. hard- 
top, $4,373.33. (Dynafiow standard on Cen- 
tury, Super, Roadmaster and Roadmaster 
"75." Power steering standard on Super, 
Roadmaster and Roadmaster ‘‘75.’' Power 
brakes standard on Roadmaster ‘‘75.’’) 

CADILLAC — Series 62 — 4-dr. hardtop, 
2-dr. hardtop, $4,676.96; 4-dr. 


| stat, 





$5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., | 
$5,292.96; Eldorado Seville 2-dr, hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr, hard- 
top, $13,074. Sixty §& -dr, hardtop, | 
$5,614.32. Series 75—8-pass, sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra-)| 
Matic, power steering, power brakes stand- | 
ard.) 

CHEVROLET — (Prices are for 6-cyl. 
models, For V-8s, add $100.) One-fifty— 
4-dr. sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr, 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr. sed., $2,122.32; club cpe., $2,162.32; 
4-dr. hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., $2,-/| 
402.32; 4-dr, 2-seat stat. wag., $2,456.32; 
4-dr, 3-seat stat. wag., $2,563.32, Bel Air— | 
4-dr, sed., $2,290.32; 2-dr, sed., $2,238.32; | 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, | 4 
$2,299.32; conv., $2,511.32; 4-dr. 2-seat| 
stat. wag., $2,580 0.32; 2-dr, 2-seat Nomad | 





Wisconsin Plan 
For New Tax 
On Vehicles Hit 


MADISON, Wis.—A plan to| 
permit additional taxes on motor | 
vehicles to aid municipalities. drew | 
fire at a hearing before a Senate! 
committee. 


The proposal would give cities, 
towns and villages power to levy 
the tax under local option. The tax) 
would be placed at $10 a year for) 
automobiles and would range up| 
to $25 on trucks over 40,000 pounds. | 

Lawrence Teich, American Auto- 
mobile Assn. spokesman from Mil- 
waukee, charged the bill was “con- 
ceived in desperation and born out 
of panic.” He called the bill “selec- 
tive taxation.” 


Paul Gartzke, Milwaukee, speak- 
ing for bus operators, said, “The 
bus industry is sick” and can’t 
absorb the tax. One senator said 
he feared truck companies would 
leave communities which levied the 

Ed Johnson, Madison, speaking 
for the League of Wisconsin Muni- 
cipalities, said some relief was 
needed to halt soaring real estate| 
taxes. 


Alfred Ludvigsen, legislative ad- 
viser to the governor, said, “Li- 
cense and fuel tax money pays for 
roads but not for parking, traffic; 
control, law enforcement and the 
public costs resulting from acci- 


| $1,878.64. Custom 300 — 4-dr. 


| 403.76; 2-dr, hardtop, $2,339.12; conv., 
| $2,942.05. Station Wagons — 2-dr. 





dents.” 


stat. wag., $2,757..32. Corvette—Hardtop 
cpe. or conv. (V-8 only), $3,465.32, 


088; 4-dr. hardtop, $3,217; 2-dr. hardtop, 
$3, 153; 4-dr. 2-seat stat. wag., $3,575; 
Saratoga—4-dr. sed., $3,718; 4-dr, hard- | 
top, $3,832; 2-dr. hardtop, $3,754. New) 
Yorker—4-dr. sed., $4,172.50; 4-dr. 
top, $4,258.50; 2- ar, hardtop, $4,201.50; 
conv., $4,638; ‘4- dr, 2-seat stat. wag., %4,- | 
745.50. 300-O—2- dr, hardtop, $4,929; conv., 
$5,359. 
ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 
CONTINENTAL — 2-dr, hardtop, $9,- 
966. (Turbo-Drive, power steering, power 
brakes standard.) 
DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr, hardtop, $2,911.75; 2-dr, hard- 


top, $2,835.75; 4-dr. 2-seat stat, wag., $3,- | 


169.25; 4-dr. 3-seat stat, wag., $3,310.25. 
Firedome—4-dr. sed., $2,957.75; 4-dr. hard- 
top, $3.141.75; 2-dr. hardtop, $3,084.75; 
conv., $3,361.25. Fireflite—4-dr, sed., 
486.75; 4-dr. hardtop, $3,670.75; 2-dr. hard- 
top, $3,613.75; conv., 
wag., $3,981.75; 4-dr. 3-seat stat. 
wag., $4,123.75. Adventurer—2-dr. hardtop, 
$3,996.75; conv., $4,272.25. (TorqueFlite 
standard on Fireflite and Adventurer. Power 
brakes standard on Adventurer.) 
DODGE—Coronet 6—4-dr. sed., 

2-dr. sed., $2,370.25. Coronet 
sed., $2,558.50; 2-dr. sed., $2,478; 
hardtop, $2,665; 2-dr. hardtop, 
conv., $2,841.50. Royal V-8—4-dr. sed., $2,- 
711.50; 4-dr. hardtop, $2,818; 2-dr. hard- 
top, $2,768.50. Custom Royal V-8—4-dr. 
sed., $2,881; 4-dr. hardtop, $2,991; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
Wagons—2-dr. 2-seat Suburban, $2,861; 
4-dr. 2-seat Sierra, $2,946; 4-dr 3-seat 
Sierra, $3,073; 4-dr. 2-seat Custom Sierra, 


$3,087; 4-dr. 3-seat Custom Sierra, $3,215. | 
models. | 


FORD—(Prices are for 6-cyl. 
For V-8s, add $99.98.) Custom—4-dr. sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus, 2-dr., 
sed., . 
156.56; 2-dr. sed., $2,105.28 Fairiane— 
4-dr. sed., $2,286.36; 2-dr. sed., $2,235.08; 
4-dr, hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr. sed., $2,332.68; 
2-dr. sed., $2,281.40; hardtop, $2,- 
$2,- 
505.32; retractable hardtop cpe. (V-8 only), 
2-seat | 
Ranch Wagon, $2,300.72; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,397.32; 


4-dr, 


(TorqueFlite, power steering stand- | 


$3,- | 
$3,890.25; 4-dr, 2-seat | 


. | Wagons — Commuter —- 2-dr. 


$2,580; | 


4-dr, 2-seat | 


| Country sedan, $2,451.32; 4-dr, 3-seat Coun- 


| try sedan, $2,556.08; 4-dr. 3-seat Country 
CHRYSLER — Windsor — 4-dr. sed., $3,- | Sauire, $2,683.64. Thunderbird — i 


| cpe, (V-8 only), $3,408.12. 
| HUDSON—Hornet Super V-8—4-dr. sed., 


$2,820.80; 2-dr. hardtop, $2,910.80. Hornet | 


Custom ‘V-8—4-dr. sed., $3,010.75; 2-dr. 


hard- | hardtop, $3,100.80. (Power brakes standard | 


on Custom.) 
| IMPERIAL — Imperial — 4-dr. sed., $4,- 

837.50; 4-dr. hardtop, $4,837.50; 2-dr, hard- 
top, $4,735.50. Crown—4-dr., sedan, $5,406; 
4-dr, hardtop, $5,406; 2-dr. hardtop, 
268.50; conv., 
sed., $5,742.50; 4-dr., hardtop, $5,742.50. 
Limousine prices not available. (TorqueFlite, 
power steering, power brakes standard.) 

LINCOLN—Capri—4-ar. sed., $4,794; 
dr, 
Premiere—4-dr. sed., 
|}top, $5,293.50; 2-dr. hardtop, $5,148.50; 
| eonv., $5,381. (Turbeo-drive, power steering, 
| power brakes standard.) 

MERCURY — Monterey — 4-dr. sed., $2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montclair—4-dr. sed., $3,187.80; 
4-dr. hardtop, $3,316.80; 2-dr. hardtop, $3,- 
| 235.80; conv., $3,429.80, Turnpike Cruiser— 
4-dr, hardtop, $3,848.80; 2-dr, hardtop, $3,- 
| 757.80; Pace Car conv., $4,102.80, Station 
2-seat, $2,- 
2-seat, $2,972.80; 4-dr. 3- 
Voyager 2-dr, 2-seat, 
$3,402.80; 4-dr. 3-seat $3,569.80. Colony 
Park 4-dr. 3-seat, $3,676.80. (Mere- 
0-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
| steering and power brakes standard on 
Turnpike Cruiser.) 

METROPOLITAN — 2-dr. hardtop, $1,- 
527; conv., $1,551. 

NASH — Ambassaaor Super V-8—4-dr. 
sed., $2,820.80; 2-dr. hardtop, $2,910.80. 
Ambassador Custom V-8—4-dr. sed., $3,- 
010.75; 2-dr. hardtop, $3,100.80. (Power 
brakes standard on Custom.) 

OLDSMOBILE — Series 88 — 4-dr. 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top, $2,932.47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr, 2-seat stat. wag., 
$3,202.47; 4-dr, 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr. hardtop, §$3,- 
| 257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr, hardtop, $4,012.55; 2-dr. hardtop, $3,- 


4- 


902.80; 4-dr, 
| seat $3,069.80. 


sed., 


$5,-| 
$5,597.50. LeBaron—4-dr. | 


hardtop, $4,794; 2-dr. hardtop, $4,649. | 
$5,293.50; 4-dr. hard-| 


—=- 


936.55; conv., $4,216.55 (Jetaway Hydra. 
Matic, power steering, power brakes stand. 
ard on Series 98.) 


PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr. 2-seat stat. wag., $3,384. (Flight. 
matic standard.) 

PLYMOUTH—(Prices are for 6-cyl. mod. 
els. For V-8s, add $100.) Plaza—4-dr. sed,, 
$2,054.75; 2-dr. sed., $2,008.50; Bus. cpe,, 
$1,898.75. Savoy—4- dr, sed., $2, 193.50; 2 
dr. sed., $2,147.25; 4-dr. hardtop, $2,317. 25; 
2-dr. hardtop, $2, 229, Belvedere—4-dr. sed., 
| $2,309.75; 2-dr. sed,, $2,263.50; 4-dr, hard- 
| top, $2, 418.50; 2- dr, hardtop, $2,348.50; 
conv. (V-8 std.), $2,638. Fury—2- dr, hard- 
top, $2,925.25. Station wagons—2-dr. 2-seat 
Deluxe, $2,330.25; 2-dr, 2-seat Custom, ~ 
440; 4-dr, 2-seat Custom, $2,493.75; 4-dr, 
3-seat Custom, $2,648.75; 4-dr, 2-seat S 
$2,621.75; 4-dr. 3-seat Sport, $2,776.75, 

PONTIAC — Chieftain — 4-dr. sed. ° 
| 527.39; 2-dr, sed., $2,463.39; 4-dr. hardtop, 
$2,614.39; 2-dr. hardtop, $2, 529.39; 2-dr, 
2-seat stat. wag., $2, 441.39; 4-dr, 3-seat 
stat. wag., $2,898.39. Super Chief—4-dr, 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr, hardtop, $2,735.39; 4-dr. 2-seat stat, 
wag., $3,021.39. Star Chief—4-dr. deluxe 
sed., $2,839.39; 4-dr. custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, $2,. 
| 901.39; conv., $3,105.39; Bonneville cony, 

(fuel injection), $5,782.39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr. 2-seat 
Safari stat. wag., $3,636.39, (Hydra-Matie, 
power steering, power brakes standard on 
Bonneville. ) 

RAMBLER — Deluxe Six — 4-dr. 
$1,961.45. Super Six—4-dr. sed., 
4-dr, hardtop, $2,207.65; 4-dr, 2-seat stat, 
wag., $2,409.65. Custom Six—4-dr. sed., 
$2,212.65; 4-dr. 2-seat stat. wag., $2,499.60, 
Super V-3—4- dr, sed., $2, 252.60; 4-dr, 2- 
|} seat stat. wag., $2,539.65. Custom V-3—4- 
dr, sed., $2,342.65; 4-dr. hardtop, $2,427.65; 
4-dr. 2-seat stat, wag., $2,629.65; 4-dr, 2. 
seat hardtop stat, wag., $2,714.60. Rebel y- 
8—4-dr. hardtop, $2,785.90. 


STUDEBAKER~—Scotsman 6—4-dr. sed., 
$1,826; 2-dr. sed., $1,776; 2-dr. 2-seat 
stat. wag., $1,995. Champion 6—4-<dr. cus- 
tom sed., $2,048.99; 4-dr. deluxe sed., $2,. 
170.79; 2-dr. custom sed., $2,000.59; 2-dr, 
deluxe sed., $2,123.09. Commander V-8— 
4-dr. custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,246.09, President V-8 
—4-dr. sed.. $2,407.29; 2-dr. sed., $2,357.99, 
President Classic —4-dr. sed., $2,538.82, 
Station Wagons—2-dr., 2-seat Pelham 6, 
$2,381.59; 2-dr. 2-seat Parkview V-8, §$2,- 
504.69; 4-dr. 2-seat Provincial V-8, $2560.72; 
4-dr. 2-seat Broadmoor V-8, $2,665.97. 
Hawks—Silver Hawk 6 cpe., $2,141.59; 
Silver Hawk V-8 cpe., $2,263.17; Golden 
Hawk V-8 2-dr. hardtop, $3,181.82. (Over 
drive standard on Golden Hawk. Heater 
standard on Scotsman.) 


sed., 
$2,122.65; 


New Commercial Car Registrations, 
32 States for April, 1957-1956 


Truck registrations by states 
are released here weekly, as 
compiled by R L. Polk repre- 
sentatives in state capitals. 
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Every precaution has 


exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R. L. Polk & Co, cannot assume any liability 


by reason of inaccuracies or omissions.’’—R. L. 


Polk & Co. 
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and the only advertising they saw 
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‘ along the way was Outdoor! 


84.2% of all people in auto-owning households read Outdoor 
Posters. That’s a vital marketing fact in today’s world on wheels. 
From the Starch Continuing Study of Outdoor Advertising. 


OUTDOOR ADVERTISING INC. 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 


60 EAST 42nd STREET, NEW YORK 17, NEW YORK © ATLANTA © BOSTON * CHICAGO « DALLAS * DETROIT * HOUSTON * LOS ANGELES ° PHILADELPHIA © ST. LOUIS * SAN FRANCISCO ¢ SEATTLE 








AUTOMOTIVE NEWS, JUNE 3, 1957 


$630. . °52 Cranbrook 
*51 Cranbrook 4-dr., 

Cambridge 2-ar., 
a Star Chief Catalina, $1,- 
"53 Chieftain (8) 4-dr., $560°. 
Chieftain (8) ait 


54 Commander 4-dr., 
4-dr., $495*, 


Used-Car Auction Prices 


(Continued from Page 43) 





’53 Commander 
‘51 Champion club coupe, $225°; 


station wagon MEBOSILLANIOUS — 52 Chevrolet %-ton 


, $800, $775, $735, $675, 
. "53 Custom (8) station wag- 
. "52 Main (6) 2- 
m (8) 2-dr., 


5. ’50 Custom (8) 2-dr., 


HUDSON—’55 Hornet Hardtop, 
. "53 Wasp 2-dr., 


$105. 
MERCURY—'56 Medalist 2-dr., 
. '55 Monterey station — 
'54 Monterey 2-dr., $1,135°*, 
$1,050° (ps) 
tom Hardtop, $765", 
'52 Custom 4-dr., $360°, 


PONTIAC — ’56 Chieftain Catalina, $1,- 
'55 Chieftain Catalina, $1,550° 
Star Chief conv., 
"53 Chieftain (8) 2-dr., 
*52 Chieftain 


LOS ANGELES 


(Harold Henry’s Los Angeles Auto Auc- 
every Tuesday and Thursday. 
Prices are for sales of May 9-14.) 

Century station wagon, 2 at 
$3,100* (ps). 


WILLYS—’53 “station wagon, $550. 
US—'57 Volkswagen 2-dr., 
’56 Volkswagen Karmann-Ghia, 
, $1,470, $1,460, 
{%-ton pickup, 


BUICK—’57 
$3,600* (ps); 
"55 ar Riviera, $1, 505*; A 

2 at $1,000; ‘Special Riviera, $1,- 


410, $1,400;" Ford 54 RM 4-dr., 


"S4 Volkswagen 2-dr., $950; International 
"53 Chevrolet %-ton 
. %-ton panel, 
‘51 Chevrolet %-ton pickup, $380. 
"49 Ford %-ton pickup, $190. 


GRAND RAPIDS, MICH. 


(Grand Rapids Auction. Sale every Tues- 

day. Prices are for sale of May 21.) 
(Sales percentage dropped a little to- 
but prices were steady and several 

cars brought very hgh prices 


consignments.) 
BUICK ’57 Special Riviera, S 400°. 


pane $650, $525, $300. - 
oo 3 "on ; 3 . ‘52 Special 4-dr., 
NASH—’55' Rambler station CADILLAC—’57 Eldorado Seville, 
‘ . "54° Rambler station wagon, ” ’ 
‘63 Rambler 2-dr. ; 4-dr., $4,700* (ps). 
: coupe de Ville, 
$3,760* (ps); 
, $3,845* (ps); 


, $3,575° (ps), 


Ville, $2,625° 
"52 (62) coupe 


$520; States- 
° . "52 Statesman 4-dr., 
651 Rambler 2-dr., 


$3,480° (ps), 
. "54 (62) coupe 


OLDSMOBILE—'54 (98) Hardtop, $1,400° 
"53 (88 
y "53 (62) 4-dr., 


+ Gee Super 2-dr., 
"52 (8) conv., 
(88) "Hardtop, $380°, 
"51 (88) 4-dr., ; 
. "50 (98) 4-dr., $130°, 
PACKARD—’53 (300) 4-dr., $61 
PLYMOUTH—’55 Belvedere 
’ , $930; Savoy 4-dr., 
Cranbrook 2-dr., $375, $295. 
bridge club coupe, 


.. $110. 
PONTIAC—’56 Star Chief Hardtop, 
Chieftain 2-dr., . 

Chieftain 2-dr., 


. 50 (62) ‘-ar., 
coupe, $390*; 


CHEVROLET—'s7 Bel Air (8) Sport coupe, 
$2,375* (ps); 
"56 Corvette $2,925", 

Bel Air (8) Sport 

4-dr., $1, 725°, $1. 720°. 


hwo-ten (6) oar, 
Air is) Nomad, $1,885* (ps), $1, 845° (ps) ; 
Sport coupe, $1,600* (ps); : 
Bel Air (6) Sport coupe, $1, 480°, 
; Two-ten > 2-dr., 

$925 


g110°, $100°. 
5°. 


ay’ oat $1, el ’55 Special Riviera, $2,300* (ps). 
2 at $2,800, s 


‘54 Special conv., "49 Deluxe 4- 


$1,050°, $1,040°; . 
Century 4-dr., $1,045°; Riviera, $1,010*. 
"53 Special sedan, $575*; Super Riviera, 


$520°. 
"50 2-dr., $120. 
— ‘ST coupe de Ville, $4,520° 
565 Eldorado conv., 
"57 Two-ten (8) 2-dr., $2,- 
. "56 Two-ten (8) station wagon, $1.- 
2-dr., $1,370; 
Two-ten (8) conv., gsi 


$1,4 _, “ ). 
° pa $1,890° (pe) ; 
Riviera, ° 


. '53 Chieftain Hardtop, 
51 Chieftain 


'50 Chieftain 
Two-ten 4-dr., 


"53 Bel Air 4-dr., 
$675°, $580, $550, 
, $650; One-fifty 2-dr., 3 
"52 SL Deluxe 4- 
. , $425°; FL Deluxe 2-dr., 
"51 SL Deluxe Bel Air, $435; 4- 
"50 sL Deluxe club 


: aeemeen 4-dr., $375°, $695*; Two-ten 2-dr., 


sou"; 
WILLYs—’ 49 station wagon, $100. 
MISCELLANEOUS — '54 International %- 
. "53 Henry J 2-dr., $190; 
. "48 English 


Two-ten «) Delivery sedan, $375, 


$855°; b ; 
coupe, $925; Bel Air (8) club we © $1. 
375°; 4-dr., $1,140*, $1,010°, $950, 
Bei Air ) club coupe, $1,325°. 


$950, 

coupe, . "53 Bel ‘ms 2-dr., $600°; 
Two-ten 2-dr., $590, $520, 3 
4-dr., $565°. "51 conv., $380°; 

CHRYSLER—'54 Windsor 4-dr., $1, 610°. 

DODGE—’'55 Coronet (8) Hardtep, $1, — 


« SS sree: '49 2-dr., $165. 
ponp -'6? Fairlane (8) 


coupe, $275; 

"47 “elub coupe, $145. 

CHRYSLER—'57 Windsor Hardtop, $3,300°. 
*56 Windsor Nassau, $1,850* 
Imperial 4-dr. 
Imperial limousine. $475° (ps). 
DeSOTO—’'51 conv., 

DODGE—’53 Coronet (8) 4- dr., $495°, $460. 
"51 Coronet 4-dr., 

FORD—'57 Thunderbird, $3. 400°, 
Fairlane (8) 500 conv., 
$2,465° (ps), 
Squire, $2,700* (ps); 


station wagon, 


’56 station wagon, ; Country 


Country sedan, $2,- 
; Custom (8) 300 2-dr., $1,890°, 
. "56 Thunderbird, $2,700; Coun 
oF sedan, ret (ps); 


Super Riviera, $1, ‘160° (ps); 

"51 Super 4-dr., $205°. 

CADILLAC—'56 Eldorado coupe, $3,710° 
(ps); (62) sedan de Ville, $3,450° (ps). 


57 Bei Alr (8) conv., 
"66 Bel Air (8) 2-dr.. 
"SS Bel Air (8) 

; Two-ten (8) 2- 


Ranch Wagon, 


51 (62) 4-dr., 31. 395;" 4- ar. 


Thunderbird, $2,420: Ranch “Wagon, $1,- 
" $1,175; Fairlane (8) Victoria, 


$980°: Cus- 
. 54 Country ‘sedan, 


, $665*. “53 Cus- 


"S6 Montclair 2-dr., es 
"S56 Montelair 4-dr., $1,395° a 
Custom 2-dr., =? $1,100, $1,000° 
” $790; Custom (8) 
tom (8) club coupe, $680°; Custom 
; club coupe, $545°; 
‘52 Ranch Wagon, 
$435; Crest (8) 
Custom (8) 2-dr., $ 
"51 Custom (8) Victoria, 


5 50 Custom (8) 2-dr., 


-dr., . ‘53 Bel Air ea. 
eer 4-dr. 
NASH 64 Cross Country station wagon, 


(98) Holiday, 
(88) 2-dr., ein 


ty sL Detuxe 2-dr., 


cunYseEm—'ss Windsor 4-dr., $355. 
Windsor 4-dr., $120. 

DeSOTO— 55 i 4-dr., 
Custom 4-dr. 

DODGE—’'54 “hay conv., 
onet 4-dr., $370. 


FORD—'57 Country sedan, . 
$2,285°; Fairlane (8) 2-dr., $2,050° (ps); 
. "36 Thunder- 


Main (8) 2-dr. 
Victoria, $400°; 


oe $1,355° 


oaoe, 
‘66 Clipper 2-dr., $2,010° (ps). 
$1,495° (ps). 


60 Meadowbrook 4-dr., . 
coupe, $125; 2-dr., 
HUDSON — ‘53 Hornet sedan, $500*. 
. "51 Commodore 
a ; club coupe, =. 
KAISER—’53 Manhattan 4-dr., 


‘55 Clipper = 

PLYMOUTH—'S Custom station 

4 (8) 2-dr., $1,960°; 
$625. 53 


"52 4-dr., $190. bird, $2,610° (ps); 


tion wagon, $550. 


club coupe, $135. 
PONTIAC—'57 Safari station wagon, $2,- 
. "56 Safari station wagon, $1,965°. 


LINCOLN—'57 Premiere Landau, $4,685* 
"54 Capri coupe, $1,300* (ps). 
$325°. 


MERCURY—'57 Monterey 2-dr. 3 
‘56 Montclair Phaeton, $2,045* 

‘Custom Phaeton, 
Montclair conv., 
"54 Monterey coupe, 
(ps), $1,025, $925° (ps). 
"50 club coupe, . 
coupe, $225, $125. 

NASH—'55 Metropolitan coupe, $950. 

"S7 (88) Fiesta station 


"52 conv., $425°. 


. "S62 ‘Rambler Country Club, $270°. 
OLDSMOBILE—'57 (98) Holiday, $3,425* 
. "56 (88) Holiday, $2,200° (ps), $1,- 
*; Super Holiday, $2,150° (ps). 

(98) Holiday, $1,325*; 


OLDSMOBILE — 


Dodge stake rack, $330. wagon, $3,510* 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc. Sale every 
ne Pelee ape Ser anle of Sie 3.) 


(88) Super 4-dr., 


; Super Holiday, $1,735*: 
Deluxe Holiday, $1,700* 
Holiday, $1,325° 


a Pury coupe, $2,675*; Holiday, $1,105*; 


56 “envoy (6) (98) Holiday, $1,000° 


Savoy (6) 2-dr., $1,685 Fiesta station 


. "SS Savoy (8) 2-dr., 
. "S Savoy 4-dr., 


ments.) 

BUICK — ‘57 Special 4-dr., $2,200°. 

$1,890° (ps); ; . 
Riviera, Holiday, $475°; 


; ° ° "49 (88) sedan, 
; (98) conv., $100*. 
PLYMOUTH—’'57 


Belvedere (8) 
dr., $1,075; Savoy (8) 4-dr., $ 
. 52 Cranbrook Belvedere, 


"51 Special 4-dr. $115°. 

Special 4-dr., $120. 
(62) 4-dr., $3,475* (ps); 
55 (62) 4-dr., $2,- 
"53 (62) conv., $1,235° bw 
(60) 4-dr., poo, her 
og 


Super 4-dr., ined 
CADILLAC—’ 
conv., $3,300* (ps). 


Suburban, $2,685*; 
Sport coupe, $2,520°*. 


$315. 
PONTIAC—'55 Safari station wagon, 


, $1. 
. "48 (62) conv., $225°, ; Star Chief Catalina, $1,425* 


65°. 
olsen — °57 Two-ten (8) station 
. "56 Two-ten 
; ; ’55 Bel Air 
$1,480° (ps), 2 
_ 2 at $1,075°*, 
station wagon, $785 (police). 
4-dr., $835; station wagon, $700; 


; Chieftain (8) 2-dr., 

"53 Chieftain 
Catalina, $550°*; 
52 Chieftain 
. "Bl (8) 4-dr., 


STUDEBAKER — '55 Commander coupe, 
; Champion 4-dr., 
oe coupe, 7 "52 Commander 4- 


"51 Commander 4-dr., 


wiLLrs—'ss Aero Eagle sedan, $290. 
a Tene dettoen 57 Volkswagen 2-dr., 
"56 Volkswagen Ghia coupe, $2,- 
, $2,230; Ford %-ton pickup, $1,315*. 
68 Ford %-ton pickup, $1,055, $910; 
$1,250; Hillman Hus- 
b . "54 GMC %-ton pickup, $705. 
‘53 Ford %-ton pickup, : 
Ford Zephyr, 
MG roadster, $685. 
Pickup, $265. 
bed, $285. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of May 23.) 
(Sold 63 cars out of 119 consign- 


» 

BUICK—'56 Super Hardtop, $2,060* (ps); 
Special 2-dr., $1,690°. Speci . 

"53 Super Hardtop, $520*. 


Hardtop, 
"50 Deluxe 2-dr., 
$200. 
CHRYSLER—’55 Windsor Hardtop, 
. "53 Windsor $560°. 
club coupe, $200*, 


=) aa Pied 8) Hardtop, 





For Rescue Vehicle— 


H. L. Stanley jr., left, president, 
Worth Independent Automobile Dealers 
Assn., presents a check to Sheriff Wright 
of Tarrant County, Tex., to start a fund 
for the purchase of a rescue vehicle for 
use on Fort Worth lakes. The vehicle will 
be a route van equipped with resuscitator, 
oxygen, boat and motor, two-way radio 
3; and emergency lights. 
in case of drownings or for evacuation 
work in flooded areas. 


Volkswagen 2-dr., 


$330; Jaguar 4-dr., $750; 
"50 Chevrolet %-ton 
'48 Chevrolet 1%-ton flat- 


lt could be used 


(6) 
"54 Custom (6) 







FLAM 


This gadget was introduced 
around 1925 as a speed warning. 
When driving within the speed 
limit, a green light would show; 
when exceeding the speed limit 
(1) a red light would go on and 
(2) the horn would sound con- 
tinuously. 





Super Riviera, $295* (ps). 
CADILLAC—’52 (62) 4-dr., $775*° (ps). 
CHEVROLET — '57 Two-ten (8) station 

wagon, $2,500* (ps). '56 Two-ten (8) 

station wagon, $1,900°; 4-dr., $1,430, 

$1,440; 2-dr., $1,275. °55 station wagon, 
$1,435*; Two-ten 4-dr., $1,185*, $1,125, 
$1,090, "54 One-fifty 2-dr.. $665. ‘53 Bel 

Air coupe, $825; 4-dr., $720; SL Deluxe 

4-dr., $635; Two-ten 2-dr., $630; 4-dr., 

$595, $585. "52 coupe, $400. °50 Hardtop, 

$290°*; Deluxe 2-dr., $110. 
CHRYSLER—’ 51 Saratoga sedan, $325. 
DODGE—’53 Hardtop, $430*. 
FORD — ’'56 Country sedan, $1,850°, $1,- 

800; Victoria (8) 2-dr., $1,560; Custom 

(6) 2-dr., $1,180; Fairlane (8) club se- 

dan, $1,420°. °55 Custom 4-dr., $1,055°. 

"54 Custom (6) 2-dr., $695. 53 Custom 

4-dr., $650° $600, ‘$595; Custom (8) 

sedan, $610. "52 Main 2-dr., $305. ‘51 

Custom 2-dr., $240, $220. 

HUDSON—’ 55 ‘Hornet 4-dr., $1,025. 

MERCURY—'54 Custom 2-dr., $900*. 51 
4-dr., $205. ‘49 4-dr., $105. 

OLDSMOBILE—'56 (88) 4-dr., $1,865*. '54 

(88) 4-dr., $1,160*. 53 (88) 4-dr., $890° 

(ps). 

PLYMOUTH—’51 Hardtop, $165. 

MISCELLANEOUS—'56 Ford %-ton pick- 
up, $1,300. °55 Chevrolet i-ton truck, 
$1,075; %-ton pickup, $1,075; Ford 2-ton 
truck, $1,190. 54 Chevrolet 2-ton truck, 
$1,015; Dodge 1%-ton, $635. ‘53 Ford 

%-ton pickup, $475; International 2-ton 

truck, $720. ‘51 Chevrolet 2-ton truck. 

$615. °50 Ford 2-ton truck, $590. ‘47 

Dodge ‘%-ton pickup, $255; Willys 

wrecker, $355. 


PEABODY, MASS. 


(Peabody Auto Auction. Sale every 
Thursday. Prices are for sale of May 23.) 
(Prices were steady and a good per- 
— was = 82 cars sold out of 

121 consignments.) 

BUICK—'56 Super Riviera, $2,000* (ps); 
Special 4-dr., $1,705*. '55 Super Riviera, 
$1,475* (ps), $1,465°. °54 Special 4-dr., 
$1,165°. '53 Super Riviera, $735*, $695°. 
"52 Special Riviera $470*, $465; Super 
Riviera, $340*. '51 Special Riviera, $205°. 
—- 4-dr., $165*; Super Riviera, 
$135°. 

CADILLAC—’'50 (60) sedan, $360. 

CHEVROLET—'56 Two-ten (6) 4-dr., $1,- 
300°. °55 Bel Air (8) coupe, $1,275°; 
Two-ten (8) 4-dr., $1,000°; Two-ten (6) 
2-dr., $995, $990°; One-fifty (8) 4-dr., 
$775. °54 Two-ten 2-dr., $665; One-fifty 
(6) 2-dr., $585, $485. "53 Bel Air 2-dr., 
$675; Two-ten 2-dr.. $705, $525. 
"52 iy Air coupe, $525*. ‘*51 Deluxe 4- 
dr., at $300; Bel Air coupe, $285°. 

pesdTO-'ss Firedome (8) 4-dr., $475. 

FORD—'56 Custom (8) 4-dr. $1,370°: 2- 
dr., $1,335*; Main (6) 2-dr., $990; Main 
(8) 4-dr., $970. °55 Country sedan, $1,- 
205°; Custom (8) 4-dr., $1,000, $965, 
$900. °54 Custom (8) 2-dr., $800. ‘53 
Custom (8) 4-dr.. $720; 2-dr., $640; 
Main (6) 2-dr., $520. "52 Main (6) 2-dr., 
$400. '51 Custom (8) 2-dr., $200; 4-dr., 
$150; club coupe, $115; Deluxe (6) 2- 


dr., $205. 

KAISER—’52 4-dr., $155. 

MERCURY—’'54 Custom 4-dr.. $755. "53 
Monterey 2-dr., $765; coupe, $750; Cus- 
tom 4-dr., $595; 2-dr. $585. °52 Mon- 
terey coupe, $500*; Custom coupe, $375. 
"51 4-dr., $205; 2-dr., $175. 

OLDSMOBILE—’'55 (88) Super 4-dr., $1,- 
400°. '54 (88) Super 4-dr., $1,320*, ’53 
(98) 4-dr., $825° (ps). °51 (88) 4-dr., 
$320°; (88) Super 4-dr. $295*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
065. '54 Savoy 2-dr., $690. 53 Cambridge 
2-dr., $365. 

PONTIAC—’57 Chieftain (8) Catalina, $2,- 
475°. '53 Chieftain 4-dr., $600. ’°52 conv., 
$360*. '50 Chieftain 4-dr., $105*. 

WILLYS—’52 Skylark 2-dr., $270. 

MISCELLANEOUS—'56 Volkswagen 2-dr., 
sedan, $1,365. '53 Chevrolet delivery se- 
dan, $320. '50 Ford %-ton pickup, $255; 
GMC %-ton pickup, $215. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of May 24.) 


ments.) 

BUICK — ’57 Super 2-dr., $2,700* (ps); 
Special 4-dr., $2,400*. ‘56 Super conv., 
$2,055*; station wagon, $2,000°; RM 
conv., $1,900*; Century Riviera, $1,800*. 
‘55 Super 4-dr., $1,400* (ps). ’54 Super 
Riviera, $1,175*. '53 Super Riviera, $700* 
(ps), *51 Super Riviera, $300*. 

CADILLAC—’55 (62) 4-dr., $2,400°, °54 
(62) coupe de Ville, $2,200*. 

CHEVROLET—’57 Bel Air (8) Hardtop, 
$2,110*; Two-ten (8) 4-dr., $1,850°; One- 
fifty (6) 2-dr., , 21,650. 56 Bel Air (8) 
Hard ; Two-ten 4-dr., $1,285°*. 
'55 Bel air. <8) "2-dr., $1,140*;' Two-ten 
(8) 4-dr., $990; 2-dr., $960. "54 Two-ten 
2-dr., $700; Bel Air 4-dr., $650*; One- 
fifty 4-dr., $480. ‘53 Handyman, "se40°; 
Bel Air 4-dr., $575; Two-ten 2-dr., $545. 
51 2-dr., $400. 50 4-dr., $355. 





CHRYSLER—’53 station wagon, on 7 
*50 club coupe 
’57 Royal 2-dr., $2, "4ese 
FORD—’57 Country sedan, $2,190; 
lane (8) 500 conv., . ; ’ 
$2,040* oj 2-dr., $1,995*; 
56 Fairlane oD 
"4-dr., * ts | 
Ranch Wagon 1,5 Custeas 
55 Fairlane (8) conv., 
Custom (8) 4-dr., 
és) Victoria, $785*; 
‘88 Custom (8) 4-dr. 
52 Custom (8) 
’51 Custom (8) 2-dr., 
*50 Custom . 4-dr., 


MERCURY —-'57 Monterey '4- dr., 
’56 Monterey Hardtop, 
. 55 ae 


tom (6) 2-dr. 
Victoria, $1, 


$100. 
OLDSMOBILE — 

"55 (88) Hardtop, $1,320*. ’54 “a Su- 
; Deluxe 4-dr., 
. "53 (98) 4-dr., 
29 . "51 (88) 4-dr., 
PACKARD—’54 Sport coupe, $745*. 
PLYMOUTH—’57 Savoy Hardtop, $1,860, 
$860; Plaza 2-dr., ° 
’53 Cambridge 2-dr., 


$470. 
FeNEtac—’es Star Chief Catalina, $1,- 
Chieftain station wagon, $1,300* 
"54 Star Chief 4-dr., 
"53 Chieftain Sport coupe, $765* 
. "52 station wagon, $400*. 


$: * 
MISCELLANEOUS—’56 Ford %-ton pick- 
’55 Chevrolet %-ton pickup, 
"52 Ford 1%- 


"55 Savoy 4-dr., 
’54 Suburban, $760. 


; $1,185* (ps). 


$715; %- -ton pickup, 
ton truck, $240. 2 
pickup, $275. '50 Chevrolet %-ton pick- 
. "49 Ford %-ton pickup, 
Willys panel, $145. 


CHICAGO 


(Greater Chicago Auto Auction. 
every Thursday. Prices are for sale of 


(Seld 309 cars out of 440 consign- 


) 

BUICK—'57 Century conv., 

*56 Super Riviera, $2,050° (ps); 
RM Riviera, $1,490* (ps). 
"55 Special Riviera, $1,485* (ps); 
$1,370* (ps), $1,060; RM Riviera, $1, 425¢ 
$1,350°* (ps), 
Riviera, $1,255°. 
, $1,110° (ps), 


. '53 RM Riviera, $795* (ps), 


conv., $1,950°; 


"54 Super Riviera, $1,- 


$290°. 
CADILLAC—’57 (62) sedan de Ville, $4,- 


,_ $3,900° Fe 
coupe de Ville, $3, 
$3, 
$3,275° om 
, $2,390° (ps), 


; coupe, $3,350° (ps), 
Eldorado conv., 
pe, $2,650° (ps); 4 
"54 (62) 4-dr., $1,950° (ps), 


OHEVROLET—'57 Bel Air (6) Sport 
$2,080, $2,045° 


*; Bel Air (6) ‘2dr, 
55 Bel Air ” 


$1,180; Two-ten (8) 4-dy. 
fifty (6) 2-dr., ’ 
, $1,425, $1,395°; 


Air (6) conv., ; coupe, 
station wagon, 
. es Two-ten 


Sport coupe, 
Two-ten 4- dr. 


SL Deluxe 2-dr., 
‘51 SL Deluxe station wagon, 


coupe, $695° (ps); 


$1,555° (ps). 
‘56 Fireflite "Sportsman, 


popcE— 56 Royal (8) 

Custom Royal 3 

‘33 Meadowbrook station wagon, 

roRD— 57 Country eodan, 
225°; Ranche 


ro, 
bird, $2,670° (ps), $2,500° (ps) 


Ranch Wagon’ $1,425; ‘Custom 
., $1,200, $1,195. 
(8) conv., $1,500° (ps); 


(Continued on Page 51, Col. 1) 


Crown Victoria, 


Check Fraud on the Increase 








Bad Check Targets— 


Gas stations have replaced liquor stores 
on the list of the top five retail outlets 
most often victimized by bad check 
passers, according to a nationwide survey 
conducted by Todd Co., Inc., Rochester, 
N. Y. In a similar survey three years ag 
gas stations were not even listed among 
the top targets. In 1956, complaints of 
16 percent, 
climbed 18 percent and the dollar amount 
involved went up 19 percent, the survey 
showed. The survey also indicated that 
as check usage has increased, people have 
become more careless 
cashing habits. 


PEP ret has Ge Set a Por 


in their check- 
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“ai More people 
$2,. 
‘us- 
(8) 
= i 
nv., at th Spring field, Mo. pared with the 716 new cars and 
@) Dealers report that sales volume on gl trucks in the previous 
m4 in new cars is off. slightly as com- A total of 979 1 and 36 
a pared with this period a year ago, 1 t ics chan ie an tn 
dr., but that profit is down consider- the previous week, 961 hands, 
ably. Deals are harder to close and used cars 
= profits seem thinner per deal, roo ge used trucks were re- 
}1,~ Used-car demand was reported R . in th _ 
% A a a good until about 30 days ago when epossessions in the week ende 
pe, lll : May 16 took a decided drop with 
the market went into a slump. 42 ted d £25 f 
75* Repossessions are up slightly, reported, a decrease Of rom 
00. with most occuring in the cheap-| the previous week, In the like week 
= , | car brackets. of 1956, repossessions totalled 51 
0%; Pe 4 Used-car inventories are reported unite (Prank Kappel.) 
. slightly above normal, — (L, H. Balti 
60, Houck.) attimore 
- 4 * * * An even 3,000 new cars were 
t~ i d in Baltimore during 
= ° Rhode Island registere : : 
a Cat LV rae a New-car registrations in Rhode a with 3008 in 
3 CAGO Island in March totalled “ane Truck registrations also were 
ir., bringing to 5,566 the total for the/ totalled in round numbers—400— | 
ck s'Ford paced the field with 356, and a 
‘. , m ’ 
~ Chevrolet was second with 322. By Makes, April new-car regie- | 
ton Registrations for other makes were:| trations were: Chevrolet, 832; 
> Plymouth, 178; Oldsmobile, 126; Ford, 638; Plymouth, 448; Olds- 
; Perhaps they like the a ey ch. Cau mobile, 189; Buick, 175; Pontiac, 
quiet Ggmty . . . Ss com $8; Deoto, 27; Cadillac, 27: Im-| te: Dedes, 100; Moreury, 10%; | 
ale venient location...the perial, 12; Lincoln, 10; Studebaker, | an oe Seeachehen” oa, Nash, 
of warm — a 8; Rambler 6; Hudson, 2; Packard,| 99: Lincoln, 6; Hudson, 3; Pack- | 
< service. But whatever the 1; Willys, 1, and miscellaneous, 90.| ard, 2, and miscellaneous, 37. 
reason—our registrations Figures compiled by the Rhode; Truck registrations were: Chev-| 
-, show that more people Island Automobile Dealers’ Assn.|rolet, 143; Ford, 106; Dodge, 38; 
-. from Detroit stay at The placed the total number of neW-| International, 31; White, 30; GMC, 
r., Drake than any other truck registrations in Rhode Island | 29; Mack, 5; Reo, 5; Studebaker, | 
25° city but one. We are al- at 82 in March. The total for the) 2; Willys, 2; Brockway, 1; Diamond 
od ways happy to have you first ae — = — 98/T, 1, and miscellaneous, 7.—(Kate 
ia : 5 ts.—(Thomas 
- ... and remember, it costs te Lend — | Savage.) eae 
~4 no more to stay at The 5 . £2 Richmond. Ve 
, ‘ > . | 
= Drake ... Salt Lake City Used-car sales in Richmond, Va.,| 


...Now 
$8,000,000 
NEW 


for your comfort! 
Completely 
Air Conditioned 
FOR RESERVATIONS 


Telephone SUperior 7-2200 
Teletype No. CG 1586 





April sales in Salt Lake City|in April were the highest since| 
amounted to 886 new cars and 152|June, 1955, according to a report | 
new trucks, according to figures|by the Richmond Chamber of| 
compiled by the Utah Automobile|Commerce. April used-car sales 


Dealers Assn. 

New-car registrations were: 
Ford, 232; Chevrolet, 167; Plym- 
outh, 94; Oldsmobile, 61; Buick, 
55; Pontiac, 53; Mercury, 52; 
Dodge, 29; Rambler, 21; Cadillac, 
21; DeSoto, 20; Studebaker, 9; 
Chrysler, 8; Lincoln, 7; Imperial, 
5; Hudson, 2; Nash, 2; Packard, 
2, and miscellaneous, 46. 


Registrations of new trucks were: | 


Ford, 49; Chevrolet, 42; Interna- 


were 3,687, compared with 8,873 
in June, 1955. | 

New-car sales in the Richmond) 
area during April totalled 1,949,| 
compared with 1,559 the preceding) 
month and 1,415 in April, 1956, For) 
the year to date, all phases of car! 


sales are slightly behind last year.) 


(George E. Toles.) 
. > > 


Canada 


p Canadian dealers increased sales | 
tional, 18; Willys, 12; GMC, 9;| of new European-built cars to 4,406) 


Dodge, 7; Kenworth, 3; Diamond | ynits in March from 3,431 in the! 


T, 1; Reo, 1; White, 1, and miscel-| corresponding 1956 month, accord-| 


laneous, 9. 
. > > 


Manhattan, Kans. 


New-car sales in Riley County 
(Manhattan), Kans., were stronger 
in the first two weeks of- May, 
compared with the final two weeks 
in April. The score stood at 68 to 


|54 in favor of the May period. 


ing to a Government report. 

The number of new cars sold) 
rose to 4,148 from 3,116, while) 
commercial-vehicle sales dropped to 
268 from 315.—(M. L. Schwartz.) 

” > o 
Philadelphia | 

Registrations of new cars in and| 

around Philadelphia are running 


Sales of used cars were just) below expectations. 


about even in the same periods, 


|with May showing only a slight|sales for March and April 


The expected in| 


just) 


improvement 









Ay i 1 L 3 Pp Demouutalle 


Canr-"7os CARRIERS 


WHITE Rubber Saddle Soles! 
2 SIZES 


1. LONG JOHN for WAGONS 
74” Long in UP Position—90” Fiat 
2. STANDARD for All Cars 
56” Long in UP Position—72” Flat 
Miller Saddles Lock on 


FITS ALL CARS! 
CLAMPS SECURELY! 
ON or OFF in a Jiffy! 
NO HOLES TO DRILL! 


AGENTS—JOBBERS 
Several Good Territories Now Open! 





Nelda. 


MILLER MFG. CO. 


17638 Gd. River, Detroit 27, Mich 








Quantity 
PRODUGTION 


) 


IRON GASTINGS 


= | edge, 195 to 194. 

| New-truck sales were exactly the 
|Same at six in each period, 

Sales of used trucks were stronger 








| registered, against 19 in the final 
| two weeks of April.—(George M. 
_ | Hunholz.) 


| 


Omaha 








|in the May period. There were 22| 








USED CAR 
RECONDITIONING PROBLEM? 


Send For Free Folder Showing Latest 
Approved Methods for Faster, Sim- 
pler Reconditioning. 


Get the latest information on: 


TIPTON-SOL ENGINE DE-GREASING SHAM- 
POO—no offensive odor, will not harm 


TIPTON’S “SPRAY - CLEAN” 

‘ay on, ’ 
simple as that, deodorizes, leaves 
like” smell. 


TIPTON’S RUBBER RENEWER—<leans 
dresses any colored rubber surface. 


TIPTON AUTOMOTIVE VACUUM CLEANER 
—wet and pick-up, ly de- 
rec 


| The seesaw sales battle between 


Chevrolet and Ford continues un- 
abated in Omaha, with Chevrolet 
copping top spot in April with 397 
sales, compared with 328 for Ford. 

Plymouth landed in third place 
with 117 sales. Other top sellers 
were Pontiac, 84; Oldsmobile, 79; 
Mercury, 58, and Buick, 57. 

Total sales for April were 1,299, 
compared with 1,152 in the pre- 
vious month. April new-truck 
sales amounted to 132, compared 
with 92 in March. Chevrolet also 
led in new trucks, with 51 sales 
to 38 for Ford. 

New-car dealers have stepped up 
advertising considerably. The psy- 
chological effect of prolonged rains 


vs eee a 2 oe in Nebraska has aries cams See. 
UPHOLS' ONVERTI ing better. Franchise changes have 

st eee compiste Gne, been numerous in the Omaha area. 

7 4 CAPPEAR AMEE is 2. —(Arthur R., Oleson.) 

a CAR'S SILENT SALESMAN.” oe) 

ng Write to: ze Cincinnati a 

of otor-vehicle es Hamilton 

sts NATIONAL AUTO County (Cincinnati), O., during the 

ynt RECONDITIONING CORP. week ended May 16 totalled 1,759 

ey 8435 - 44th & om. units, compared with 1,747 in the 

rat Has — previous week and 1,763 in the like 

ve spaciomning a line of factory week a year ago. 

ck- ww repute. A total of 699 new cars and 45 








new trucks were registered, com- 


| wasn’t there, following on the heels 


of a poor midwinter, with sales| 
|generally below that of those a} 


|year and two years ago. 
In Philadelphia and surrounding 
| counties, first-quarter registrations 
|were 22 percent smaller than in 
1956, when a similar year-to-year 
|comparison showed a rise of 10 
| percent. 

This spring’s brightest spot is 
continuing strength in the used-car 
market. Here the demand is strong 


for late models.—(Allen Sommers.) 
= * aa 


Pittsburgh 

New-car registrations in the 
Pittsburgh area were “up a shade” 
in the week ended May 18, accord- 
ing to the Bureau of Business Re- 
search of the University of Pitts- 
burgh. 

The bureau’s seasonally adjusted 
index of general business activity 
was 111 percent of the 1947-49 
average during the week. It had 
been 110.9 a month earlier. 

The steel-ingot rate during the 
week dipped to 90 percent of prac- 
tical capacity, the lowest figure re- 
ported in 1957. 

According to the Pittsburgh 
Automobile Dealers Assn., new- 
car registrations in 


were divided as follows: 
Chevrolet, 371; Ford, 339; Plym- 
outh, 291; Buick, 159; Oldsmobile, 
116; Dodge, 100; Pontiac, 92; Mer- 
cury, 72; Chrysler, 63; Cadillac, 47; 
DeSoto, 43; Nash, 19; Studebaker, 
19; Lincoln, 11; Packard, 4, and 
miscellaneous, 34.— (Leon M. Lef- 
fingwell.) 


YUCTION FOUNDRIES 


THE WHELAND COMPANY 


FOUNDRY DIVISION 





FOREIGN CAR DEALERSHIPS 


Several choice locations open in 
the southern states. Pick-up that 
extra profit! Foreign cars are en- 


joying tremendous popularity. 


Franchises on several makes available. 


WACO MOTORS 
P. ©. Box 185, Riverside Station, Miami, Florida 











OWN YOUR OWN 
FINANCE COMPANY 


Carry your own instaliment contracts. Retain entire finance charge and insur- 
ance profit. No additional capital of your own required. Using your present 
aute agency as a nucleus for purposes of controlling the new finance company, 
additional capital comes from public participation. Entire procedure planned 


and carried out by 
SY FIELD 


1457 BROADWAY, NEW YORK 36, N. Y. Wisconsin 7-4514 








Quick Results! 
Fast Action! 


2666 PENOBSCOT BUILDING 
DETROIT 26, MICHIGAN 
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MAKE MONEY 
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HITCHES 


bi 


Os tu = 


Information 











Affecti 


By Martin L. Whitmyer 
Staff Writer 

Radio advertising’s contributions 
to the growth of two automobile 
dealerships is detailed in two new | 
radio success stories the Radio Ad- 
vertising Bureau is distributing to} 
its member stations. 

A four-page folder entitled 
“James J. Corbitt is Champ on 
Automobile Row” relates the | 
‘Adver-Facts’ concerning the ex- | 
pansion of Corbitt Motors, of 
Memphis, from an average Lin- | 
coln-Mercury dealership to the 
largest in the state of Tennessee. 


In his efforts to increase new-car | 


| he must reach a bigger market than 
newspaper advertising alone was 
delivering. So back in 1950 he “took | 
a chance” on radio, buying a quar- 
ter-hour segment of a popular local 
disc jockey show. 

Today, the firm sells 600 new 
|Lincolns and Mercurys and nearly 
|1,500 used cars annually despite 
| competition offered by the city’s 30 
| automobile dealers. This volume has 
|given it leadership among the 
| Lincoln-Mercury dealers in the 
state, and the firm is second from 
the top in total sales in a four- 
state district comprised of Tennes- 
see, Arkansas, Mississippi and 
Louisiana. 

Corbitt Motors currently invests 

50 percent of its advertising 

budget—$300 to $1,000 monthly— 

in radio. 
| A folder entitled 
|Goes with Radio” tells the story 
|of an automobile agency in Nor- 
| folk, Va., Green-Gifford Co., which 
| has the highest volume of Chrysler- 
| Plymouth sales in that state. 

Because of the sales traceable | 
directly to radio advertising, Green- 
Gifford spents 75 percent of its 
$47,000 per year ad budget with 
radio. Prior to 1950 the medium | 








“Green-Gifford 


| 
| 
| 
| 
| 


sales and get a bigger share of the|# 
used-car business, Corbitt decided | §% 
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Factories and Dealers... 





Auto Advertising 


individual ads that made up the 
record issue. Of these, 45,000 lines 
were in real estate ads, 40,000 were 
in help wanted and employment 


| agencies, and 12,500 were in the 


automotive classification. 
= * * 


White Names Peterson 


William L. Peterson has been 
named director of sales promotion | 
and advertising for White Motor | 
Co. Peterson has 
been associated 
with Timken De-| 
troit Axle Co, 
Detroit, for the! 
past 10 years. 
Since 1950 he has 
been account ex-| 
ecutive handling | 
sales engineering 
activities for Tim- 
ken with various 
truck manufac- 
turers, 

In addition to sales promotion 
and advertising, Peterson will co-| 
ordinate sales training and trans- 
portation engineering operations for 
the company’s national sales or- 
ganization, Roy A. Fryer will con- 
tinue to be the company’s advertis- 
ing manager. 

- = > 


Ross Roy Honored 


The Detroit Education Assn. has 
selected Ross Roy, president of 
Ross Roy, Inc., as the recipient of 
its Civic Award, 

The award is given annually to 
an individual who has made an 
outstanding contribution to the 
youth of this community. 


= * 


ads were included in some ne 


w.L. 


Peterson 


Report on Florence 


The second annual issue of the 
“Florence Home Inventory” has 
been released by Jefferson Standard 
Broadcasting Co, (WBTW)_ Filor- 
ence, S. C. ; 

The 30-page report contains detail 


received only a very small share | breakdowns on brands in the fol- 


of the budget. Air time allotment 


|} compares to the percentage that} 
| each phase of the business con-| 
| tributes to the overall volume —| 


| approximately 40 percent to new 


| cars, 50 percent to used cars and | 
| ucts. 


10 percent to parts and service. 
| ee 8 


Auto Week Sells Out 


Auto Week, a publication of 
Trade Publications, Inc., has been 
sold to Automotive Publishing 
Co., Pittsburgh, publisher of Au- 
tomotive Market Report. 

The new publisher plans to 
combine the two publications, re- 
taining some of the features of 
Auto Week. Auto Week was first 


published 2% b yours ago. 
* * 


Tribune Adie Column 


The Chicago Tribune is now pub- 
lishing a foreign and sports-car 
column in the classified ad section 
of the Sunday paper. 

The column contains reports 
on upcoming auto shows, driving 
schools, parades, competitions, 


| Florence, 8S. C. 
* 





and other events of interest to 
foreign and sports car enthusi- 
asts. 

Information for the colulmn is 
being compiled by Bob Trau, auto- 
motive supervisor of the Tribune’s 
classified advertising department. 

* * * 


Digest Lists Advertisers 
Reader’s Digest has issued a 
booklet listing companies who 
advertised in the magazine in 1956. 
A total of 3,675 companies con- 
tributed 19,896 pages of advertis- 
ing last year, according to John 
H. Breiel, advertising director. 
* - ” 


Ad Record for Tribune 


The largest classified advertising 
section ever printed by the Chicago 
Tribune appeared Apr. 28, when the 
paper published almost 46 pages of 
want ads in editions circulated in 
the city and suburbs. 

An active real estate and auto 
market was credited for the peak 
want ad volume. The classified oc- 


lowing categories: Major appliances, 
automobiles and automobile prod- 
ucts, food store products, medicines, 
soaps and cleaning materials, cos-| 
metics and toilet articles, agricul- 
tural products and general prod- 


Advertisers and agencies can 
secure copies of the report by writ- 
ing: WBTW, Jefferson Standard 
Broadcasting Co. P, O. Box 630, 


* * 


40 Years with Goodyear 


Kenneth C. Zonsius, who rose 
from clerk status to director of the 
company’s extensive advertising ac- 
tivities, has completed 40 years of 
continuous service with Goodyear | 
Tire & Rubber Co. 

Zonsius joined Goodyear in 1917 | 
as a clerk in the company’s Chicago | 
district office. With the exception | 
of a six-month period for service 
with the U. S. Navy during World | 
War I, he continued in that capac- 
ity until 1921, when he became 
general line salesman. 

He subsequently held positions of | 
service department manager and 
assistant district manager at Chi- 
cago before he was appointed man- 
ager of the company’s Peoria (IIl.) | 
district in 1929. 

Zonsius was transferred to Good- 
year’s main offices here in 1930 as 
assistant advertising manager. He 
continued in that capacity until his 
promotion to manager of auto tire 
sales in 1935, His appointment as| 
diregtor of advertising followed. 

oe 'S 


Names 


Roger H. Bolin has been ap- 
pointed director of advertising for 
Westinghouse Electric Corp, He 
formerly was manager of general 
advertising for the company. 

* * ad 


Stanley W. Koenig has been pro- 
moted to director of advertising for 
Olin Mathieson Chemical Corp.) 
Koenig formerly was an assistant 
director of advertising. Koenig 
joined Olin Industries, Inc., in 1948. | 

* = ~ 

U. 8. News & World Report has 

named Martin H. Strandbergh re- 








cupied 45 pages and eight columns 
of space—about one page more 
than the previous record, estab- 
lished on Apr. 8, 1956. 

More than 124,000 lines of want 


gional sales manager. Strandbergh 
formerly was on the Chicago sales 
staff. 

. * 


+ 
Appointment of Victor F. Rad- 


cliff as creative account executive 
has been announced by Haford 
Kerbawy of Detroit, producer of 
motion pictures, stage and closed- 
circuit programs, Radcliff formerly 
was on the contact staff of Jam 
Handy, account executive with 


Florez, Inc. 
ca + ad 


James V. Lecocq has been named 
public relations manager for the 
Milwaukee plants of AC Spark 
Plug division. 

Lecocq, who has been a member 
of the public relations department 
in Flint since 1953, succeeds Willis 
J. Oldfield, who was named assist- 
ant general merchandising manager 
in charge of advertising at AC- 
Flint. 

* aa * 

Robert H. Harnar jr. has joined 
Ford Motor Co.’s Los Angeles pub- 
lic relations office. Formerly man- 
ager of the Los Angeles office of the 
Southern California Associated 
Newspapers, Harnar will assist 
Thomas O. Scripps in managing 
Ford public relations activities in 
southern California, Arizona and 
New Mexico. 

cd * * 

Ray M. Belding has joined the 
staff cf Florez, Inc., Detroit, as ac- 
count executive. Belding has been 
associated with automotive, promo- 
| tion, merchandising, and training 
for the past 15 years. 


Macton’s 
Paravane Turntable 


Assemble 
in 5 minutes 


No Tools Required 


Get FREE Catalog 


MACTON MACHINERY CO. 
STAMFORD 12, CONN. 


THE FIRST 


“NEW LOOK” 
PENNANTS 


in over 2,000 years 


Send for our free literature illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof, Make your 
place stand out like a sore thumb. You 
get attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 








THE FINEST 
QUALITY INDIVIDUALIZED 


DEALER NAME PLATES 


are made by 
Wlorgnren-STEMAG, inc. 
(FORMERLY STEMAC, INC.) 


1281 So. Cherokee, Denver 23, Colo. 
Ask for typical sample, complete details 
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Lincoln, Thunderbird on List .. . 


Future of Unitized Construction 


CLEVELAND.—Although Detroit 
trade sources say that Lincoln and 
Thunderbird will have unitized con- 
struction in 1958 models, Wade N. 
Harris, president of Midland Steel 
Products Co., told a group of se- 
curity analysts here last week that 
major auto makers are unlikely to 
change to that type of construction 
from the more common method of 
pbuilding a car with frame and body. 

He said Midland, a producer of 
frames, realized that the industry 
might change its mind on unitized 
construction. He 
said his firm is 
prepared to meet 
the change. : 

“With good 
management or- 

ganization and 
sound financing, 
this can be done 
effectively and 
without adverse 
effect to share- 
holders,” Harris 
said. 

Turning to Midland’s role as a 
supplier, he said: “I get concerned 
with the publicity that is constantly 
being given to the risk of being an 
automobile parts supplier.” 

He said that from his experience 
he “had concluded that there is no 
more risk as an automobile parts 
supplier than there is in most, if 
not all, other businesses.” 

“We have been a parts supplier 
for 50 years, and during this time 
we have never lost money and 
have never had to borrow money,” 
Harris said. 





Noting that some suppliers have 
failed, he said, “If a careful anal- 
ysis were made of these failures, it 
would appear that they did not 
necessarily fail because they were 
automobile parts suppliers.” 

He said these companies did not 
maintain an alert, aggressive man- 
agement and blamed the failures 
on this. 

Harris outlined Midland’s diversi- 
fication moves and added: “We are 
not interested in just building up 
volume for the sake of being big.” 

He said that growth of Midland 





Obituaries 
Leon F. Banigan 


VERONA, N. J.—Leon F. Banigan, 70, 
former newspaperman and auto trade 
magazine editor, died May 24. He was a 
former editor of the Chilton automotive 
business papers and later edited other auto 
japers. Mr. Banigan was the first editor 
@ Fleet Owner magazine after it was ac- 
@ired by McGraw-Hill Publishing Co. in 
149. He most recently was consultant to 
the Private Carriers Conference of 
American Trucking Assns. in Washington. 

* * * 


Harold E. Scharlin 

NEW ROCHELLE, N. Y.—Harold E. 
Scharilin, 70, an auto dealer and a member 
@ a family noted for its philanthropy. 
Ged May 23. From 1910 to 1940, he was 
President of Scharlin Motor Corp., New 
York City, and since 1946 he had,been as- 
sociated with his son, Van 8., in Scharlin 
Motors, Valley Stream, Long Island. 

* * * 


Eric Birger Thorson 
CLEARWATER, Fila.—Eric Birger Thor- 
fon, 66, who moved to Clearwater in 1952 
after retiring as a Nash dealer in Geneva, 
Tl, died May 24. Burial was in Geneva. 
- * * 


Al Appel 
ERIE, Pa.—Al Appel, owner of Al Appel 
Motors (Dodge-Plymouth), died May 24. 
His dealership was listed among the top 10 
Dodge dealerships in the country last year 
for the second time. 


* * * 


Alex Addison 
CHICAGO.—Alex Addison, 65, reportedly 
Chicago’s first used-car dealer, died May 
2%. He opened his first used-car salesroom 
in 1916 and retired in 1943. Mr. Addison, 
& tinsmith, manufactured fenders in Chi- 
cago for Pierce-Arrow Motor Car Co. be- 
fore entering the used-car business. 
“pk Toe 
Earle A. Goodenow 
OKLAHOMA CITY.—Earle A. Goodenow, 
Tl, died here May 17. He organized Goode- 
Row Co., manufacturer and marketer of 
auto polishes and motor lubricants, here 
shortly after World War II. 
ae ae 


Charles A. M. Pickard 
CUERNAVACA, Mexico, Charles A. M. 


MINNEAPOLIS, Kans.—Ivan Edmands, 
83, a Ford dealer for 10 years, died May 
21 after a heart had served as 


had led to the adoption of de- 
centralized management. He ex- 
plained how this had worked to 
the company’s advantage. 

“Incidentally, the changes we 
have made have also enabled us 
to prepare in a planned fashion 
for the retirement of several key 
officers in the near future,” 
Harris said. 

Midland ‘Treasurer W. E. Hornig 


outlined the company’s financial 
position for the analysts. 

“As an automotive parts supplier,” 
he said, “we naturally follow the 
ups and down of the automotive 
industry, Experience has taught us, 
however, sometimes to temper the 
often ultra-optimistic predictions of 
the Big Three as to their short- 
range future.” 

He said 1957 sales were expected 
to reach $80 million. 





Classes to Train Mechanics 
Open in New York City 


NEW YORK.—Opening of auto- 
motive classes at the new William 
E. Grady Vocational High School 
brought to a successful close the 
drive spearheaded by Adolph 
Schnurmacher, Manhattan Chevro- 
let dealer, to improve both the 
physical and academical standards 
of automotive vocational schools 
here. 


mission of the New York City 
Board of Education, gathered a 
group of dealers and other allied 
industry leaders two years ago 
to search out the inadequacies 
existing in the system. 

Although industry has its own 
type of post-graduate courses for 
mechanics, which is actually a type 
of specialization, it was found that 
there was no accurate presentation 
of dealer service shop facilities in 
any of the city schools. 

Realizing that the problem of in- 
teresting young men in automobile 
mechanics as a career was a long- 
range activity, the committee came 
up with a series of recommenda- 
tions, which reached fruition with 
the opening of this adequately 
equipped facility at Grady High in 
Brooklyn. 

The new schol includes a complete 
service station with all of the most 
modern testing equipment, lifts, a 
complete body shop, an electrical 
testing laboratory, motor testing 
laboratory, and a gasoline station, 
including two pumps. 

At the opening ceremonies, 
Schnurmacher said: “We will 
soon have another school, the 
Thomas Edison Vocational High 
in Queens, similar to this one, and 
still another is planned for the 
boroughs of Bronx and Manhat- 
tan. Ours is a program planned 
far into the future.” 

One of the main purposes behind 
this cooperative educational drive 
of dealers and industry was to help 





7 * 
Curtice Denies 
Any GM Threat 

* = +. 
To Quit Michigan 

DETROIT. — General Motors 
President, Harlow H. Curtice, has 
denied any threat to move GM 
plants out of Michigan if taxes are 
increased. 

In a letter to Gov. G. Mennen 
Williams, Curtice said that the 
governor had misinterpreted Cur- 
tice’s statement to a Detroit news- 
paper on the effect of increased 
taxes on GM planning. 


Curtice’s original statement said, 
“. . . even the present level of 


business taxation in Michigan has| > 


already led us to locate plants in 
other states” where taxes are lower. 


“Obviously, if the governor’s plan 
of taxation is adopted, the resultant 
excessive tax level will be an even 
greater influence in our decisions 
with respect to locating new 
plants...” 

Williams had criticized Curtice’s 
statement, calling it “a statement 
saying in effect General Motors 
Corp. would move its operations out 
of Michigan” if taxes are increased. 

“There is not even an implica- 
tion” that GM will leave Michigan 


in his statement, Curtice declared! the Alsbury family of Los Angeles is honored by 


in his letter to 


Curtice said a thorough study of| Chrysler division and host; Mel Alsbury 
fiscal policies and efficiency appears) Barbara Benson; Mrs. Alsbury jr.; Mel Alsbury jr.; and Al Fetta, 
Michigan. manager. The Alsburys operate a Chrysler-Plymouth dealership in 


necessary in 


relieve the acute shortage of good 
mechanics available to the industry. 

The new facility has “built-in ego 
producing quaAlities,” designed to 
remove the stigma from vocational 
schools as a repository for “dead- 
end kids” who can not make the 
grade elsewhere. 

In addition, all applicants for the 
automotive courses offered at this 
new school will be carefully screened 
to determine whether they have the 
aptitude for the work, It is the 
committee’s desire to see this 
screening process expanded to the 
other vocational schools as they 
open. 

This group of industry leaders 

several years ago that it 
was to their direct benefit to co- 
operate with the board of educa- 
tion in its endeavor to make vo- 
cational training attractive in 
order to turn out adequately 
equipped youngsters. 

Industry has been called upon to 
lessen the burden of school upkeep 
to the community by donating new 
equipment as the old becomes ob- 
solete, which in many cases is a 
yearly occurence. 


Gulf Oil Opens 
3 Laboratories 
At Test Center 


PITTSBURGH .— Gulf Oil Corp. 
has opened three laboratories at its 
research center in nearby Harmar- 
ville. 

The R. B. Mellon Automotive 
Products Laboratory includes a 
main test building, fuel blending 
building, a 166,175-gallon tank farm 
and pipeline system. 

A 10,000 cubic foot dynamometer 
cold room permits testing of vehi- 


49 





Contest Winner Receives Prize— 


The attention of the advertising industry the past two months has been focused on 
Saturday Evening Post's national “Time Spent” contest. Advertising men and women 
across the nation were asked to estimate the time spent with an average issve of 
the Post. A seventh place winner in the Detroit crea, Leonard Hyde, center, associate 
media director, Foote, Cone, and Belding, receives his prize from Peter E. Schruth, 
left, Post vice-president and executive advertising director, while Robert Hussey, vice- 
president and media director, Foote, Cone, and Belding, looks on. 





Sales Bonuses 


Offered 


By Six Car Makers 


(Continued from Page 6) 


quota. The quota is about 67 per- 
cent of their January-February- 
March sales. 

Said a Buick dealer, “They’re just 
trying to get us to deliver as many 
in May and June as we did in the 
first months of the year. It’s a good 
contest, but I don’t think our 
dealership is going to make it. But 
if a salesman reaches 85 percent 
of his quota, he'll get his $50 
whether the house does or not.” 

> 7 > 


SE. is conducting a 
“May-June” sales contest in 
which about $7 million in cash and 
prizes will be awarded to its top 


salesmen and sales managers. Chev- 
rolet division and the Chevrolet 





top salesman in each group and his 
wife will win a three-day vacation 
at a dude ranch in upper Michigan. 
Points are awarded for each sale 
of a new car, used car, new truck 
and used truck. 
. 


> > 
pgeecuns division, in an effort 
to get dealers to move out 
older units, is offering $50-$75 
bonuses to dealers on certain cars 


between May 16 and June 10. 


Dealers will receive $75 for all 
units sold dated prior to March and 
$50 for all units dated in March. 

Said one dealer, “This isn’t going 
to mean much to most dealers, al- 
though it could produce a few 
bucks to some dealers who have 


dealers are sharing equally in the) been caught with a bunch of 


expense of the contest. 
Although the objectives and 


poorly equipped models.” 


Dodge has a “Swing 'Em to 


awards are fairly uniform in each| Swept Wing” contest which runs 


of Chevrolet’s 47 sales zones, each 


from May 10 to July 10 and pays 


zone manager decides how the con-| dealers up to $50 per car. 


test will be conducted. 

The Detroit zone contest is 
probably In this contest 
$148,400 will be distributed to 
sales managers and salesmen. 
The dealers contributed $74,200 
and the factory contributed $74,- 


cles as big as a transcontinental) 299, 


bus under a wide range of weather 
conditions. 

The W. L. Mellon Production Re- 
search Laboratory will be used for 
studies on obtaining larger per- 
centages of petroleum from oil 
fields. An 80-foot oil derrick is set 
up in one of its buildings. 

The A. W. Mellon Nuclear Sci- 
ence Laboratory will be used for 
research on the uses of nuclear 
energy on all phases of petroleum 
work. Equipment includes a three- 
million-volt atom smasher. 


1957 Mobilgas Economy Run. From left 


Of this sum, $24,200 will be 
awarded to sales managers. Each 
sales manager in the zone will win 
something. The top third of the 


The bonus is $25 for each new 
car sold over quota. If 60 percent 


| of the quota is attained in the first 


half of the contest, the bonus is 
upped an additional $25. Merchan- 
dise prizes are also offered. 

In a Lincoln bonus 


Chrysler division has conducted 


sales managers will split 50 per-|its “Mighty Value Month” from 
cent of the pot. The middle third Apr. 21 to May. 31. Salesmen re- 
will split 33 percent and the bot- ceive merchandise prizes for each 


tom third will split 16 percent. 


Windsor they sell. Both factory and 


on individual competition, the De-| dealer said he expected that the 
troit contest divides all salesmen in| Contest would be extended to the 
the zone into 144 groups. The cash New Yorker and Saratoga models 
and prizes go to the leading sales-| in June. 

men in each group. In addition, the| Oldsmobile is conducting a “40- 





Contest” in which salesmen 
receive merchandise. The contest is 


in which the salesmen 4-0 
and 17-1 against representation by 

‘Teamsters. 
another election, Teamsters 
135 lost an NLRB poll among 
employes at Keats Motors 
Ford) in Trenton, N. J., by an 

-10 vote. 
+ +. = 
AST week it was reported that 
egotiations are still under way 
between the dealers in Fargo, N. D., 
and Moorhead, Minn., and the local 
Chrysler for its victories in the| union. Each side has offered sev- 
are Clare E. Briggs, sales vice-president of | eral proposals but there has been 
sr., Mrs. Mel Alsbury, sr.; George Alsbury;| no agreement. The union won elec- 
Chrysler regional | tions. at the dealerships last Oc- 
Hollywood. tober. 
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Credit Worries Officials . . 


Canadian Sales Climb = 
18 Pet. in Ist Quarter 


OTTAWA.—Canada’s dealers sold 
110,181 new vehicles in the first 
quarter of this year, compared with 
93,189 last year for a gain of 18.2 
percent, according to a Canadian 
Government source. 

Sales rose almost 53 percent in 
January, 13 percent in February 
and 4.6 percent in March. 

Passenger car sales rose 19 per- 
cent to 91,262, and commercial ve- 
hicle sales climbed 14.8 percent to 
18,919. The year-ago figures were 
76,710 and 16,479, respectively. 

Observers commented that the 
tight-money policy of Federal au- 
thorities may have slowed sales, but 
apparently not enough to cut into 
business as much as had been ex- 
pected earlier. 

Sales finance companies financed 
41,006 deals in the first quarter, up 
19.3 percent from last year. 

Financing of used vehicles held 
steady, with 83,729 in this year’s 


Second Customer 
Sues Ohio Dealer 
Over ‘Chain-Sales’ 


CINCINNATI.—Sycamore Motors, 
Inc., former Dodge-Plymouth deal- 
ership, which lost its license in a 
chain-sales dispute, has meen sued 
by a second dissatisfied couple. 

Robert J. and Phyllis M. Comp 
asked $6,695 from Sycamore and 
Associates Discount Corp. 

Comp charged that he signed an 
agreement to serve as an “automo- 
bile owner advertising salesman 
representative.” He said he under- 
stood he was to receive $100 for 
each person referred by him who 
became a “representative” and $50 
for each person referred by one of 
his referrals. 

The dealer did not follow up on 
prospects and credited Comp with 
about $150 for referring 33 persons, 
Comp charged. 

Associates Discount was brought 
into the suit on Comp’s charge that 
the identity of the mortgagee was 
concealed. Comp was to make his 
payments on a new Plymouth in- 
volved in the deal to Associates 
Discount. 

Sycamore’s license was revoked 
early this year by the Ohio Vehicle 
Dealers’ and Salesman’s Licensing 
Board for violations of the board’s 
Rule 8. 

The rule requires that dealers 
give customers written evidence of 
all details of each transaction prior 
to delivery of the car. Sixteen 
witnesses told of chain-sale deal- 
ings with Sycamore at a hearing 
before the board. 

The firm at first made plans to 
appeal the revocation but then gave 
up its new car business. It was 
replaced at its location at Ninth 
and Sycamore Sts. by Mid-City 
Plymouth, Inc. Sycamore became a 
used-car firm. 

Another couple has charged Syc- 
amore with fraud in a suit which 
asks $10,278. 
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quarter compared with 82,966 a year 
ago. Passenger cars jumped 2.5 per- 
cent to 73,975, while financing of 
used commercial vehicles dropped 
9.7 percent to 9,754. 

Dealers in Western Canada 
registered the biggest new-car 
sales gains in March. Manitoba 
climbed 60 percent, Alberta was 
up 32 percent, and Saskatchewan 

25 percent. 

British Columbia and Quebec 
made lesser gains, while sales 
dropped in Ontario, New Bruns- 
wick, Nova Scotia, Prince Edward 
Island and Newfoundland. Biggest 
dips were 38 percent in Prince Ed- 
ward Island and 44 percent in New- 
foundland. 

Another Government report hints 
that Canadians are getting deeper 
in debt and that one of the reasons 
is the credit rise in the auto field. 

In 1956, dealers’ cash sales were 
$821 million compared with $764 
million the previous year, and in- 
stallment sales jumped to $1.11 bil- 
lion from $1.02 billion. Charge ac- 
count sales rose to $614 million from 
$585 million. 

Credit outstanding among dealers 
jumped to $97.4 million at the end 
of 1956, consisting of $22.2 million in 
installment accounts and $75.2 mil- 
lion in charge accounts. A year 
earlier, the total was $88.7 million 
on $22.2 million in installment ac-| 
counts and $70 million in charge 
accounts. 

Officials are concerned because 
vehicle financing — particularly 
new vehicles — appears to be 
climbing steadily this year. 

The reason for the concern is that 
Canadians are getting more vehicle 
financing through dealers despite) 
warnings from Ottawa on too-easy | 
credit granting and in the face of 
the fact that savings accounts are) 
soaring. 

One informant said, “There's so) 
much cash in the banks that they’re| 
bulging at the seams, and still 
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At Mercury Parts, Service Council— 


E. A. Erickson, center, Mercury parts and service manager, poses with a group 


of delegates who attended the first Mercury National Parts and Service Managers’ 
Council in Detroit, Two delegates were chosen from each of Mercury's 23 sales 
districts. From left ore Joseph E. Stahl, parts manager, Shehab Motor Sales, Inc., 


New Kensington, Pa.; Fulton Foster, service manager, City Lincoln-Mercury Co., 
Pasadena, Calif.; Ralph Herrington, parts manager, Corbitt Motor Co., Memphis; 
Erickson; Billy J. Miears, parts manager, City Motors Inc., Dallas; Hampton D. Stevens, 
ports manager, Boyle Motor Co., Tampa, Fia.; and James M. Stratford, parts manager, 


Lundstrom Motors, Sacramento, Calif. 


Chevrolet Dealers Urged 
To Extend Sales Efforts 


DETROIT.—A new demonstrator 


duction day—Turboglide and Posi- 


plan for dealers was featured on a/| traction. 


1%-hour nationwide closed-circuit 
telecast to Chevrolet dealers and 


| sales managers on May 24. 


Dealers said the telecast consisted 
primarily of pep talks by General 
Manager Ed Cole and General Sales 
Manager W. E. Fish. The telecast 
was followed by more in-person 
sales talks by Chevrolet regional 
managers. 

The dealers reported that there 
was nothing said about price cuts 
or new concessions to dealers, 

In commenting on the ‘58 Chev- 
rolets, Cole and Fish said the cars 
would not be introduced a day 
earlier than originally planned and 


dealers are pushing customers into) that they would be “something very 


credit deals over their heads.” | outstanding.” 
—_—_—_—_—— But there was a minimum of 
| conversation on the ’58s and it was 


Rosenstock Tops | made clear to the dealers that they 
| still had a lot of ’57s to sell and 


DeSoto Dealers | that it was going to take a lot of 


DETROIT.—Due to two ties, 12| hard work. 
dealers won places in DeSoto's Said one dealer, “It was just a 
monthly “top 10” sales ranking for| semeral pep talk by Cole and 
April the company announced. | Fish. They said we're not working 
Sales leader for the month was | hard enough and that we’d have 
Rosenstock Motors, Houston, which} get off our fannys and go to 
placed fourth in March. work. 

Runnerup was Lee Motors! Although the dealers were told 
Queens, Inc., Forest Hills, N. Y., fol-| that details of the new demo plan 
lowed by: Armory Garage, Inc.. Al-| would come from their district 


bany, and Harold B. Robinson Auto| ™@nagers, it was understood that 


Sales Co., Philadelphia, tied for) 
third; James F. Waters, Inc., San 
Francisco, and Seven Leo Adler, 





the factory wanted the dealers to 
unload their current demonstrators. 

The dealers also understood that 
the factory would assist the dealers 


Inc., Detroit, tied for fourth. | 


Bigelow Motors, Inc., Belleville,|in replacing them with new dem- 


N. J., fifth; Leo Adler, Inc, (an-|0nstrators that would be equipped 
other Adler outlet) Detroit, sixth;| With the two major options that 
Geo. Byers Sons, Inc., Columbus, O.,| have been announced since intro- 


seventh; M. Rockman, Maplewood, 
N. J., eighth; Fine Motors, Inc., 
Jersey City, N. J., ninth, and County 
Auto Sales, Jersey City, N. J., tenth. 





tribute to Dean T. O. Mclaughlin was a surprise feature of gradua- 
the 45th session of the Chevrolet Modern Merchandising and Man- 
School. Presenting the gift are, from left, Henry Pasching, Vienna, Austria; 
E. Ruddy, Beaumont, Tex., class president; and Richard B. O'Rielly, Tucson, 
Laughlin, who 
far 


has directed the institution since its 


Ex-Dealer Sawyer 
Is Denied Parole 


MADISON, WIS.—Walter J. 
Sawyer, former Milwaukee auto 
dealer, has been denied parole from 
a prison term for bribing a Mil- 
waukee alderman. 

Sawyer entered prison last Oct. 
27 and will be automatically eligible 
for parole consideration next Oct. 
27 at the end of the one-year mini- 
mum of his one-to-two-year term. 

His attorney argued for his re- 
lease on grounds of illness, saying 
that Sawyer had been punished 
sufficiently by severe financial losses 
and the loss of his dealership. 


Tenn. Seeks Sales Tax 


On Outstate Purchases 


NASHVILLE, Tenn.—Kenneth R, 
Herrell, state sales tax director, has 
ordered county clerks to collect the 
Tennessee sales tax on vehicles 
bought in 35 other states and sub- 
sequently registered in Tennessee. 

A 1957 legislative act authorizes 
Tennessee to refuse recognition of 
sales tax payments made in other 
states unless the other state recog- 
nizes payment of the Tennessee 
sales tax. 


Although everyone denied that 
there were any factory price cuts, 
the Oakland Zone Chevrolet 
Dealers Assn. immediately an- 
nounced price cuts of $33-$162 on 
new models, The association rep- 
resents 165 dealers in northern 
California and parts of Oregon 
and Nevada. 

A. H. Kenny, a Vallejo (Calif.) 
dealer who heads the association, 
said that the cuts would come out 
of the dealers’ profit and that there 
would also be price cuts on optional 
equipment. 

Kenny said that the amount the 
discounts and trade-in allowances 
that would be trimmed in the wake 
of the “price cuts” would be up to 
the individual dealers. 

In a formal announcement, the 
association said the cuts “were 
made after a realistic appraisal of 
the current state of the economy. 
Our research indicated that the 
potential market for new cars this 
year is tremendous, This should be, 
and can be the. greatest year the 
auto industry has ever had.” 

A spokesman for the Northern 
California Plymouth Dealers Assn. 
said the directors of his group 
would meet and “analyze the 
action.” 

Some Ford and Plymouth dealers 
in California described the action 
as a “publicity stunt.” They said 
that since the discounts and trade- 
in allowances would also be shaved, 
the net price to buyers would be 
about the same. 





Testing Aluminum Alloys— 


A precision-cast aluminum impeller, fab- 
ricated by Aluminum Co. of America, has 
been whirled at just under three times 
the speed of sound. Scientists at Alcoa's 
Cleveland development division tested the 
premium strength aluminum alloy at a 
peripheral velocity of approximately 2,000 
m.p.h. Object is to obtain proof of the 
superiority of new aluminum alloys in 
high-speed rotating part applications. The 
impeller, mounted on test arbor, and the 
specially designed testing machine or 
“whirl pit" are shown above. 


Executive Income 


Plunges in 1956 


Disappointing Sales 
Slash into Bonuses 


WASHINGTON, — Disappointing 
sales in 1956 cut deeply into the 
earnings of highly paid executives 
with the automotive Big Three, ac- 
cording to the annual report on ex. 
ecutive salaries from the Securities 
and Exchange Commission, 

Heavy losers were Chrysler Corp, 
officials, who drew only their base 
salaries and got no bonuses. 

Harlow H, Curtice, General 
Motors president, lost his place as 
the highest paid executive in the 
U. S. Curtice held the spot with 
gross income of $776,400 in 1955, 

In 1956, Curtice drew his base 
salary of $201,100 plus a $494,000 
bonus for a total of $695,100. He did 
rank as the second highest paid 
executive. Eugene G. Grace, chair- 
man of Bethlehem Steel Corp. was 
high man for 1956 with $809,011, 

Ford’s two top men had $195,000 
cut from their incomes in 1956. 
Henry Ford Il, president, and 
Ernest R. Breech, chairman, lost 
that much from bonus income. 

Ford and Breech drew salaries 
of $185,000 plus $185,000 in bonuses 
for $370,000 totals, They drew 
$565,000 apiece in 1955. 

At Chrysler, with no bonuses, L. 
L, Colbert, president, received $250,- 
900. His total was $500,700 in 1955. 

K. T. Keller, chairman, received 
$103,709 before retiring on May 3, 
1956. He is now drawing $75,000 a 

year for life as an adviser. Chrys- 
ler’s other $100,000-plus salary went 
to James C. Zeder, vice-president, 
who drew $135,400. 

Keller received $301,000 in 1955 
while Zeder got $270,000. 

Next below Curtice on the sal- 
ary ladder at GM is Frederic G. 

Donner, executive vice-president, 
who drew $577,625 in 1956. Louis 
C, Goad, executive vice-president, 
was third with $521,100. 

Albert Bradley, chairman, re- 
ceived $341,300. All GM salary 
leaders took heavy cuts from their 
1955 totals. 

Behind Ford and Breech at Ford 
in 1956 were Delmar S. Harder, 
executive vice-president, $315,000; 
Lewis D. Crusoe, executive vice- 
president, now retired, $300,000, and 
Benson Ford, vice-president, $240,- 
000, all down from 1955. 

All of the salaries are gross fig- 
ures before any tax payments. 


Bryant Liquidates 
Buick Dealership 
After 42 Years 


SAN ANTONIO.—(UTPS)— 
Henry H. Bryant Buick Corp, 
Buick dealership here for 42 years, 
has been liquidated, marking the 
end of the automobile career of 
Bryant. 

Eugene Spires has purchased the 
dealership and formed Gene Spires 
Buick Co. at the same location, 
Broadway and Fifth. Spires has 


,|}been with Bryant Buick for 31 


years, the last 16 as sales manager. 

Bryant said he is not retiring. 
He has opened an office and will 
devote his time to other interests. 

He began his automobile career 
as a salesman in 1913 and opened 
his Buick dealership here two years 
later. He has been active in the 
San Antonio Automobile Dealers 
Assn. 


Mack of Canada 
Opens Head Office 


MONTREAL.—Mack Trucks, Inc. 
has opened a million dollar Cana- 
dian headquarters here, as part of 
a long-range expansion program 
north of the border. 

Harold Conner, general manager 
of Mack Trucks of Canada, Ltd, 
said the new head office building 
will house the home offices for all 
sales operations in the Dominion, 
and serve as the master parts stor- 
age depot for all of Canada. 

It also contains one of the largest 
heavy-duty truck service stations in 
Canada, designed to meet the grow- 
ing need for such facilities in the 
greater Montreal area. 
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Used-Car Auction Prices 





(Continued from Page 46) 


$1,365*; Victoria, $1,300*, $1,195°*; 4-dr., 
$1,175*; Ranch Wagon, $1,155, $920; 
Country sedan, $1,090, ’54 Country sedan, 
$980; Crest (8) Victoria, $830° (ps), 
$800*; Custom (8) 4-dr., $735*; Custom 
(6) 2-dr., $605. '53 Crest (8) Victoria, 
$710; conv., $680*; Custom (8) 4-dr., 
$700*. °52 Ranch Wagon, $475. 

HUDSON—’54 (8) Hollywood, $435*, $380. 

IMPERIAL—’55 Newport, $1,865* (ps). 

LINCOLN — ’56 Premiere coupe, $2,700* 
(ps), $2,500* (ps). ’54 Capri conv., $1,- 
405* (ps). °53 Capri conv., $1,090* (ps). 

MERCURY — ’57 Montclair Phaeton, $2,- 
575*. °56 Monterey coupe, $1,850* (ps), 
$1,655*; Medalist 2-dr., $1,200. '55 Mon- 
terey 4-dr., $1,200°. "54 Monterey coupe, 
$935*. '53 Monterey coupe, $675*; Cus- 
tom 2-dr., $590°. 

NASH—’56 Rambler 4-dr., $1,300. '55 Am- 
bassador sedan, $1,085*; Rambler 4-dr., 
$1,135*, $1,125*. ‘54 Statesman 4-dr., 
$700, $650. '53 Statesman 4-dr., $390. 

OLDSMOBILE — ’57 (88) conv., $2,850° 
(ps). °56 (88) Holiday, $1,740*° (ps); 
4-dr., $1,400*. ’55 (88) Holiday, $1,790° 
(ps), $1,660%; 4-dr., $1,615* (ps); (98) 
Holiday, $1,755* (ps); 4-dr., $1,605° 
(ps), $1,475* (ps). °54 (88) Super Holi- 
day, $1,210%; 4-dr., $1,120*, $1,075*; 
Deluxe Holiday, $1,210*, '53 (98) Holi- 
day, $910°, $865°; conv., $765°; (88) 
4-dr., $700*. 52 (98) 4-dr., $450*. 

PACKARD—’53 Clipper 2-dr., $480*. 

PLYMOUTH—'56 Belvedere (8) 4-dr., $1,- 
700*; Savoy (8) 2-dr., $1,130. "55 Bel- 
vedere (8) conv., $1,255*; Belvedere (6) 
Sport coupe, $1,190*; Plaza (8) 4-dr., 
$1,000*. °'54 Sport coupe, $600°. ‘53 
Cranbrook 4-dr., $450. 

PONTIAC—’57 Star Chief conv., $2,700* 
(ps), $2,675*. °56 Safari station wagon, 
$2,050°; Chieftain Catalina, $1,565°. °55 
Star Chief conv., $1,485* (ps); Catalina, 
$1,425* (ps); 4-dr., $1,195*; Chieftain 
station wagon, $1,455*. °54 Star Chief 
(8) Catalina, $1,090*; conv., $920° (ps); 
Chieftain (6) 2-dr., $695*°, $625. ‘53 
Chieftain (8) Catalina, $580; 4-dr., 
$360°. "52 (6) 2-dr., $425°. 

STUDEBAKER — ‘'54 Commander 4-dr., 
$600°. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
sesday. Prices are for sale of May 22.) 

(Continued shortage of clean cars. 
Sales percentage is very high, Sold 124 
cars out of 179 consignments.) 
BUICK—’56 Century conv., $2,005*; Spe- 
cial 2-dr., $1,580. ‘51 Special 2-dr., 
$320*, $185°. °50 Special 4-dr., $305, 


CADILLAC—'55 (62) club coupe, $2,705. 
"54 (62) 4-dr., $2,035° (ps), $2,005° 
(ps). "52 4-dr., . 

CHEVROLET—’'57 Bel Air (6) 4-dr., $1,- 
865. "56 Two-ten (6) 4-dr., $1,245. ‘55 
Bel Air (8) 2-dr., $1,230, $1,115°, $1,- 
080; Two-ten 4-dr., $965, $865, 75; 
2-dr., $675; Deluxe 2-dr., $735. ‘54 Bel 
Air 2-dr., $735°, $730; 4-dr.. $740°. ‘53 
Bel Air 4-dr., $740*, $640; Deluxe 4-dr., 
$600; Two-ten 4-dr., $515. ‘52 Deluxe 
2-dr., $480°, $300; 4-dr.. $275. ‘51 De- 
luxe 4-dr.. $165°; 2-dr., $135, $180. "49 
Deluxe 2-dr., $175, $155, $125. 

DODGE—'55 Royal (8) 2-dr., $1,325*. °53 
Coronet 4-dr., $455*. °50 Coronet 2-dr., 


$130. 

FORD—'57 Victoria (8) 2-dr., $2,244; Cus- 
tom (8) 4-dr., $1,305, $1,215; 2-dr., $1,- 
160. °55 Victoria (8) 2-dr., $1,468, $1,- 
285; Fairlane (8) 4-dr., $1,190°. ‘54 
Victoria (8) 2-dr., $890°; Custom (8) 
2-dr.. $830; Main (8) 2-dr., $565. ‘S53 
station wagon, $830, $505*; Custom (8) 
2-dr., $660, $560°, $555; 4-dr., $560. °52 
Main (8) 2-dr., $405*; Victoria (8) 2- 
dr., $400*; Custom (8) 2-dr., $395. -’51 
Custom (8) 4-dr., $305°, $175; 2-dr., 
$295, $255, $245, $240, $235; Deluxe (8) 
2-dr., $285. °50 station wagon, $265; 
Custom (8) 2-dr., $240, $165, $125. °49 
conv. $205; Custom (8) 2-dr., $180; 
4-dr., $195. 

HUDSON—’51 4-dr., $100. 

KAISER—'51 4-dr., $175°. 

MERCURY—'55 Monterey 2-dr., $1,380*. 
‘S44 Monterey 2-dr., $640. 52 Monterey 
4-dr., $485. °51 2-dr.. $340, $245; 4-dr., 
$305. °50 4-dr., $145, '49 4-dr., $100. ‘46 
2-dr., $155. 

NASH—’55 Rambler 2-dr., $1,040, $1,105. 
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Safety Citation— 


The President's Cup, top safety honor 
in the trucking industry, is presented by 
® C. Williams, president, American Truck- 
ing Assns., to Dan Dugan, president, Dan 
Dugan Oil Transport Co., Sioux Falls, S. D. 
The presentation was made at the spring 
Conference of the ATA Council of Safety 
Supervisors in Dallas. The trophy, awarded 
Snovally by Trailmobile, Inc., is presented 
fo the trucking company whose accident 

vency and highway safety promotion 
outstanding as judged in nationwide 
com petition. 








"53 4-dr., $255, $215. 

OLDSMOBILE—’52 (98) 2-dr., $445*%; 4- 
dr., $455, $350. °50 (88) 2-dr.. $235*; 
4-dr., $195, $180°. '49 (88) 2-dr., $155°. 

PACKARD—’ 50 4-dr., $120*. 

PLYMOUTH—’56 Savoy (8) 4-dr., $1,225. 
‘5S Savoy 4-dr., $855. °51 station wagon, 
$335, $330. 

PONTIAC—’56 Chieftain (8) 4-dr., $1,- 
600°. ‘54 4-dr., $355°. °53 Chieftain 2- 
dr., $330, °51 4-dr., $210. "50 2-dr., $130, 

STUDEBAKER—’50 Champion 2-dr., $105. 


MISCELLANEOUS—’52 Ford %-ton pick- 
up, $380. ‘51 Chevrolet %-ton pickup, 
$315; Ford %-ton pickup, $320. °50 
Chevrolet %-ton pickup, $445; Ford %- 
ton pickup, $355. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of May 21.) 


(Terrific sale percentage here this week 
as dealers were buying anything with 
retail possibilities. Prices were firm right 
down the line. Sold 100 cars out of 148 
consignments.) | 
BUICK—’56 Special Hardtop, $1,815*. °55 

Super 4-dr., $1,225*; Special 2-dr., $910. 
"563 RM 4-dr., $590° ‘52 Special 4-dr.. 
$445*, $390°; RM 2-dr., $260. ‘50 RM 
Hardtop, $160*. 

CADILLAC—’'56 (62) coupe, $3,500°. ‘55 
(62) conv., $3,450°. "54 (62) coupe, $1,- 
900°. °53 (75) 4-dr., $675°. "51 (62) 4-/ 
dr., $700*; (75) 4-dr., $425*. °50 (61) | 
4-dr., $410°. '48 (62) conv., $150*. 


CHEVROLET—'56 Bel Air (8) 4-dr., $1,-| 





225*; Two-ten (6) 4-dr., $1,230; 2-dr., 
$1,225, $1,150, $1,145; One-fifty 2-dr., 
$1,060. °55 Two-ten station wagon, $1,- | 
160; 4-dr., $925, 2 at $910, $905, $900; | 
Delray sedan, $600. '54 Two-ten station | 
wagon, $880°; 4-dr.. $700°; 2-dr., $700. 
"53 Bel Air 4-dr., $670*°. 52 Deluxe 4- 
dr., $425*. "51 Deluxe coupe, $230*. | 

CHRYSLER—'S4 NY 4-dr., $840°; 2-dr., | 
$810°. "51 4-dr., $110°. 

DeSOTO—'55 Firedome (8) 4-dr., $1,390*. 
*54 Powermaster 4-dr., $600*. 


| DODGE—'54 Coronet 4-dr., $675*; Mead-| 


owbrook 2-dr.. $365. "53 Meadowbrook | 
4-dr., $400. '52 Wayfarer 2-dr., $310°. 

FORD—'56 Victoria (8) coupe, $1,700°; | 
Custom (8) 2-dr., $1,000. °55 Country 
Squire, $1,510*; Custom (8) 4-dr., $935, 
$915; 2-dr., $900. '54 Victoria Hardtop, 
$900. ‘53 station wagon, $630. '52 station 
wagon, $400; Custom 2-dr., $275°. ‘Sl 
Victoria Hardtop, $255°. 

KAISER—’53 4-dr., $400°. °52 Virginian, | 
4-dr., $175. 

MERCURY—'57 Monterey 4-dr., $2,050°.| 
'55 Monterey 4-dr., $1,190°. ‘54 4-dr.,/ 
$845°. '53 Monterey station wagon, $750. 

NASH—’54 Ambassador 4-dr., $560. ‘53 
Ambassador 4-dr., $430°. 

OLDSMOBILE—'55 (98) 4-dr., $1,390*. "52 
(98) 4-dr., $340°; (88) 4-dr., $320°. ‘50 
(88) 4-dr., $130°. 

PACKARD—'52 Clipper 4-dr., $245*. ‘51 
Clipper conv., $160°. | 

PLYMOUTH—'55 Plaza station wagon, $1,- 
210°, $1,070; Savoy 2-dr.. $910; Plaza) 
2-dr., $710. °'54 station wagon, $735*;| 
Belvedere Hardtop, $550. ‘53 Hardtop, 
$550, $405; Cambridge 4-dr., $325; Cran- 
brook 4-dr., $435, $390. ‘52 Cranbrook! 
club coupe, $250. 

PONTIAC—'55 Chieftain 4-dr., $1,100°. "54 
Chieftain station wagon, $790°. ‘53 
Chieftain 4-dr., $610°. ‘52 Chieftain 4- 
dr., $300°. ‘49 Chieftain 2-dr.. $125°; 
4-dr., $105°. 

STUDEBAKER —'51 conv., $165; Com-/ 
mander 4-dr., $105°. 

* * * 


— Auctions in Brief — 
BEL AIR, MD. 


Bel Air Auto Auction, Sale every Thurs- 
day (May 23). A Bangup Sale! A lot of) 
fine cars sold without difficulty. 

* * * 
SYRA 

Syracuse Auto Auction. Sale every Wed-| 
nesday (May 22). Plenty of cars entered, | 
varying from ‘‘cheapies’’ to sharp iate/| 
models. Along with the cars were plenty 
of buyers for anything—$40 cars— $400 
cars—or $2,400 cars! Activity was excel- 
lent from start to finish. Could use many 
more real clean cars. Buyers from all 
points of the compass are begging for more 
clean cars. Sold 83 cars out of 116 entered. 

* * * 
IANAPO 

Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (May 23). Market remained 
steady today as 74 percent of our consign- 
ments changed hands. Medium and average 
cars off slightly. 

* * * 
WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (May 23). Clean cars were bringing 
premium prices today, and there was brisk 
activity among all makes and models. 

* * 


* 
EBENSBUORG, PA. 
Ebensburg Auto Auction. Sale every 
Thursday (May 23). Not much change in 
demand. Shortage of consignments cause 
prices to increase slightly. Sold 87 cars. 
* * 


* 
MASON CITY, IA. 
Central States Auto Auction, Sale every 
Wednesday (May 22). Consignments and 
sales remain average. 


Chicago Buick Dealers 


Elect Foley President 


CHICAGO.—Robert M. Foley sr., 
president of Foley Motor Sales, Wil- 
mette, has been elected president of 
the Metropolitan Buick Dealers 
Assn. of Chicago. 

J. Arthur Levy, president, North- 
west Auto Co., was elected vice- 
president. Levy’s son, Jack A. Levy, 
vice-president of Northwest, was re- 
elected treasurer and George Klee- 
burg, president of Kleeburg Buick, 
Inc., Highland Park, was reelected 


secretary. 
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-- OUTSTANDING FOR ALL 
MULTI-STOP NEEDS! 


Whenever products must be 
delivered to multiple locations, oll 
MONTPELIER BODIES provide ¢ css 
the best choice of vehicle. 
Engineered for easy loading, 
more parallel space, and 
maximum operating efficiency, 
MONTPELIER offers a 
COMPLETE LINE in both FRP 
(Fiberglass-Reinforced Plastic) 
and Lightweight Steel Construction. SIDE-AISLE DELIVER Y— 
ideal for house-to-house retail 
sales and deliveries. 


URBAN LOW-STEP DELIVER Y— 
for heavy duty multi-stop 
delivery service. 


aoe 


A new development from 
MONTPELIER's engineering .. . 
Special FRP translucent roof area 
construction is optional on either 
FRP or Lightweight Steel Bodies. 
Natural, diffused light makes the 
entire load space an effective 
workspace. 


WRITE OR CALL TODAY .. 


The Montpelier Manufacturing Co. 


MONTPELIER, OHIO 
Telephone: Montpelier 5-3161 
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FIRST AGAIN...now with the Mobil-D-Icer 


AUTO AIR CONDITIONER 


The industry leader — totally redesigned for all long, low 
’57’s. Push-button operation, two 2-speed fans, three 360° 
adjustable louvers—and the exclusive Mobil-D-Icer — an 
electric-automatic control guaranteeing even coil temperature 
and maximum refrigeration at all times. 


Write for illustrated brochure and information 


MOBIL-AIRE MFG. CO. « Box 122, Denison, Texas 
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Most Conform to Uniform Code... 


21 States Change Lighting Laws 


WASHINGTON. — Changes in 
motor-vehicle lighting requirements 
have been enacted in 21 states this 
year, according to the National 
Highway Users Conference. 

Most changes increased con- 
formity to the Uniform Vehicle 
Code, and a comprehensive Colo- 
rado measure contains virtually 
the entire Uniform Code lighting- 
equipment section. 

The lower (24-inch) minimum 
mounted height for headlamps, 
provided in the Uniform Vehicle 
Code as revised in 1956, has been 
adopted (with variations as noted) 
in Arizona, Colorado, Georgia, 
Idaho, Indiana, Michigan, Mon- 
tana, New Mexico (20-inch), Rhode 
Island, South Carolina, West Vir- 
ginia (22-inch) and Wyoming (21- 
inch). 

Bills lowering minimum head- 
lamp height are pending in Dela- 
ware (24-inch) and Maine (22- 
inch). 

New laws permitting vehicles to 
be equipped with two auxiliary 
passing lamps and two auxiliary 
driving lamps, in accordance with 


MEWA Advised 
To Put Greater 
Stress on Profits 


BOSTON.—“You may forget how 
much profit your company makes 
in favor of how much you sell, but 
it is unlikely that your bank or 
your suppliers will do likewise.” 


Cc. L. Hildreth, president, 
Emery-Waterhouse Co., Portland, 
Me., gave that warning at the 
Motor and Equipment Whole- 
salers Assn. convention here. 


He said the “rat race” for volume 
is not the Utopian answer “as some 
of our manufacturer friends would 
apparently have use believe.” 

The problem is not as easily 
solved for wholesalers with their 
relatively local markets, as it is for 
manufacturers “with their assem- 
bly lines aimed at national and 
even international markets.” 


Hildreth warned the wholesalers 
to disown the idea that reduced 
margins won't hurt them and urged 
them to work together closely in 
“smartening up and finding ways to 
do our job better.” 

Philip R. Beninato, sales man- 
ager, Official Distributing Corp., 
New York, was elected president 
of the association’s Young Execu- 
tives Group. 

He succeeds Edmund Klein- 
schmit, Automobile Equipment Co., 
Detroit. G. Norman Herberg, vice- 
president, Herberg Auto Service, 
Inc., Burlington, Vt., was named 
secretary. 








Detroit Imports Fords— 





the Uniform Code, have been en- 
acted in California, Colorado, 
Idaho and Montana. 

The code provision permitting 
vehicles more than 80 inches wide 
to be equipped with identification 
lamps (three-lamp clusters on 
front and rear) has been enacted 
in Colorado, Idaho and South 
Carolina, and a new law in South 


House Unit Kills 


Inspection Bill 
In North Carolina 


RALEIGH, N. C—A bill which 
called for annual safety inspection 
of motor vehicles has been killed 


by an unfavorable vote by the 
| 


House Roads Committee. 


The measure was backed by the 
North Carolina Automobile Dealers 
Assn., Gov. Luther H. Hodges and 
the State Motor Vehicles Depart- 
ment, 


The motion to give an unfavor- 
able report to the bill was made by 
Rep. V. C. Blake Thomas, of John- 
ston County, who contended that 
inspection of motor vehicles is 
“working on the wrong end of high- 
way safety” because “it’s the speed 
of the new cars that is causing 
most of the accidents.” 


The prospect of a minority report 
by the committee faded as the bill 
was reported into the House and 
placed on the unfavorable calendar, 
apparently spelling the end of the 
issue for this session of the Legis- 
lature. 

North Carolina tried compulsory 
inspection in 1947, but the law was 
a failure and was voted out in 1949 
because there were too few State- 
operated inspection lanes. Every 
attempt to revive the law has been 
defeated in the Legislature. 





‘Automobile Medicine Man’ 


| Dakota makes this equipment 
mandatory. 
South Dakota also enacted the 
Uniform Code requirements for 
clearance lamps. 


Simultaneous flashing lights used 
[to warn of a vehicular traffic 
hazard, as provided in the Uniform 
Code, are permitted by recent en- 
| actments in Colorado, Connecticut, 
|Idaho, Iowa and South Carolina. 
This provision also is pending in 
| California, Florida, Illinois, Michi- 
gan, Ohio, Oregon and Wisconsin. 

Special provisions for such 
traffic-hazard warning lamps on 
rural letter carriers’ vehicles have 
been enacted in Iowa, Michigan 
and South Dakota. 

Similar proposals are pending 
in California, Florida, Minois, 
Missouri, Oklahoma, Oregon, 
Pennsylvania and Wisconsin. 


The revised Uniform Vehicle 
Code turn-signal requirement, spe- 
cifying that turn-signals required 
on vehicles must consist of signal 
lamps, has been enacted in Ar- 
kansas, Colorado, Kansas (after 
Dec. 1, 1959) and Montana. Bills! 
containing this provision are pend-| 
ing in California and Texas. 


Safety Kit 
Dealer Equips Each Car 


With Fusees 


PHILADELPHIA.—A safety kit 
is furnished free to each buyer of 
a new car by Thornton-Fuller Co. 
(Dodge-Plymouth) here. 


The kit contains a section of re- 
flector tape and three 15-minute 
road fusees to be used as warning 
devices in case the car becomes dis- 
abled at night. 

“If only one accident is avoided, 
our plan is well worth the effort,” 
said Fritz Thornton, vice-president 
of the 50-year-old firm. 








Attacked by BBB Official 


LOS ANGELES.—A Better Busi- 
ness Bureau aide here has lashed 
out at the “automobile medicine 
man (who) pitches his ‘snake oil’ 
by mass advertising to today’s Mor- 
timer Snerds instead of from a 
horse-drawn wagon as in earlier 
days.” 

In a letter to a member of the 
NADA advertising committee, C. 
W. Dessart, trade practice con- 
sultant for BBB, said that he held 
a bias against the buyer who 
tried to cheat a dealer and the 
dealer who used “let the buyer 
beware” as his law. 


Dessart mentioned examples of 


The first mass shipment of English-built Fords is unloaded at the Port of Detroit 


from Swedish-Chicago Line's MV Fredborg on its initial visit of the season. The 110 
cars, mostly station wagons and sedans, were shipped by Ford of England from its 
Thames-side plant outside London and were the first to travel the all-water route 
direct to Detroit. 


what he finds undesirable in auto- 
mobile selling. 

He told of factory executives who 
came into the area to stimulate 
dealers. to double price class or 
“else.” A number of established 
dealers met the demand with resig- 
nations, he said. 

Dessart said one of the dealers 
lined up to replace a resigned 
dealer was an ex-convict with a 
lengthy record. “This operator suc- 
ceeded a Cadillac dual which had 
handled the line for 19 years and 
this ‘Wheel and Deal-er’ lasted | 
about 60 days,” he said. 

The BBB aide said one manu-| 
facturer’s agents had been working | 
with him since 1953. He said one of 
the results of this work was “they | 
|were more careful to keep com-| 
|plainants from registering com-| 
plaints with us, if possible.” 
| Dessart concluded by noting the 
difference between greed and com- 
petition and saying that “wheel 
|and deal operators don’t add any 
plus sales to the price class in any 
market.” 

Meanwhile, a Los Angeles 
dealership has been sued for 
$360,000 by 35 members of a club 
reportedly organized to purchase 
cars at cut rates. 

The 35 charged that Reg Fudge 
Co. induced them to join Valley 
Friends Auto Club. Members were 


4| supposed to get new cars at $900 


below the current price. 

They charged that they signed 
promissary notes, secured by mort- 
gages on the furniture and salaries, 
thinking that they were signing 
contracts for financing on the cut- 
rate purchases. 

An official of the dealership said 
there was not justification for the 
suit. 


Smog Study Group Moves 
LOS ANGELES.—The Air Pollu- 
tion Foundation red in 


establishment three years ago, has 
moved to 2556 Mission St. San 
Marino. 


ae 


— 





Dodge Dealer-Factory Leaders Meet— 


Dodge officials and members of the dealer executive committee get together at the 
Dodge Dealer Advisory Conference held in Chicago. From left are H. E. Johnston, 
Youngstown, O.; T. A. Rogers, Milwaukee, committee vice-chairman; M. B. Casler, Bir- 
mingham, Ala.; Ferris Miles, Redwood City, Calif., committee chairman; M. C. Patterson, 
Dodge president; C. B. Smith, Austin, Tex.; Louis J. Ouellette, director of Dodge dealer 


relations, and Lee F. Desmond, Dodge sales vice-president. 





Cleary Assails Illinois Bills 
As ‘Nuisance’ to Dealers 


By W. M. McCarty 
Staff Correspondent 

CHICAGO. — Edward L. Cleary, 
Chicago Automobile Trade Assn. 
executive vice-president, attacked 
the current term of the [Illinois 
legislature as unfriendly to automo- 
bile dealers. 


Speaking at the 53rd annual 
meeting of the association, 
Cleary listed several of the 
“nuisance bills” introduced in the 
legislature. He charged the bills 
would burden dealers. 


The “nuisance bills” include one 
requiring governors on passenger 
cars and trucks, one prohibiting 
turning back speedometers, one re- 
stricting the use of dealer license 
plates and another which would 
broaden the retailer’s occupational 
tax to cover parts used in service, 
Cleary said. 

He asked dealers to support three 
measures which he said would help 
auto retailing. 

One would exempt traded-in 


| property from the use tax, another 


would require Sunday closings and 
the third would limit financing 
charges, prohibit signing of blank 
contracts, require a full disclosure 
of terms and a refund in the event 
of prepayment. 
Four members were elected to 
three-year terms as directors. 
They are Joseph L. Bartell (Pon- 
tiac), James J. McManus (Chevro- 
let), C. J. McCorkle (Buick) and 
Frank H. Yarnall (Chevrolet). 
Featured speaker was J. C. 
(Larry) Doyle, general sales and | 
marketing manager of Edsel divi- 
sion. Doyle said doubts and fears 
about the stability of the American 
economy are “completely unjusti-| 
fied.” 
“The American economy is | 
sound and growing,” Doyle said. 
“It must continue to grow to keep | 
up with the increased needs and | 


wants of a rapidly expanding 

population and family formation.” 

Doyle said there is a continuing 
interest in automobiles on the part 
of the American people, and that 
the ability of people to buy is 
proven by statistics on family in- 
come, disposable income, credit 
availability and savings. 

“However, more people are not 
buying, not because they cannot 
afford it, but because they are not 
being sold,” Doyle said. 

He urged automobile dealers to 
concentrate on gaining a customer 
rather than simply making a sale, 
adding that the success of any 
business lies in its effectiveness in 
developing customers and keeping 
them satisfied as customers. 


Dealers Choose 
New Officers in 
3 Florida Cities 


TALLAHASSEE, Fila. — Automo- 
bile dealer associations in Tallahas- 
see, Bradenton and Lakeland have 
elected officers for the coming year. 

Heading the Tallahassee associa- 
tion is Frank Shaw (Ford), presi- 
dent, assisted by Lonnie Carr 
(Buick), vice-president; Billy Mayo 
(DeSoto-Plymouth), treasurer, and 
John T, McConnell (Chevrolet), sec- 
retary. 

In Bradenton, the dealers elected 
F. B. Firkins (Nash) to head the 
association. C. A. Alderman (Ford), 
is vice-president, and Lawrence 
Sauve (Lincoln-Mercury), is secre- 
tary-treasurer. 

Lakeland dealers elected Frank 
Foster (Lincoln-Mercury), presi- 
dent; Paul E. Naylor (Nash-Hud- 
son), vice-president, and George J. 
Husek (Cadillac-Oldsmobile), secre- 
tary-treasurer. 





No Charge for This Service— 


Window shopping at Kirby's Sales and 
Va., usually results in a tour of the firm's 


Service, Inc. (Dodge-Plymouth), Arlinglom 
modern service department, if owner Erle 
Kirby has his way about it. Here, Kirby shows off repair facilities and equipment 10 
a@ young housewife and her son, who a few minutes before had been looking at @ 
new car in the showroom. “I don't.mase who they are," Kirby says, “if they're inter 
ested enough in cars .do look. at them, they'll be interested in service.” 
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May Trails April by 3% . .. 


3 Million Mark Near 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 














4 (U. 8. PRODUCTION ONLY) 
5 Week Week 
* Ended Same Ended Total 
& June i, Week, May 25, Output, june 2, 
% 1957 1956* 1967* May 1966* 1957 
AMERICAN MOTORS... 1952 1366 2,494 10,616 57,395 45,529 
_ Hudson a... anal 43 182 3,930 = 11,161 
NGG ncecssssssseeee 120 8 160 708 10,303 «3=—_-2,969 
Rambler 0.0.0... 1,800 1358 2,291 9,726 43,162 41,399 
YSLER CORP. .... 19,544 9,632 30,447 123,488 411,734 607,840 
Chrysler ............. 700 987 3,157 11,324 50,723 61,188 
Imperial 20.0.0... 194 98 1,099 4018 4,885 20,352 
IR stcnliomeiccesesieson 1,450 874 2,244 10,602 49,222 65,593 
RP 4400 3,702 7,575 29,556 91,680 143,166 
Plymouth oo... 12,800 3,971 16,372 67,988 215,224 317,546 
FORD MOTOR. ............. 27,470 20,930 37,867 159,637 743,750 867,956 
he B Continental oo... cece in: , wathites 52 973 444 
“s a 23,850 19,920 30,457 131,017 600,416 692,471 
ROI a acsccscbcsensercosenes 520 326 834 3,115 24,164 20,983 
lee BP Mereury oon... 3,100 672 6,576 25,453 118,197 154,058 
_ | GENERAL MOTORS .. 32,913 45,263 55,171 233,044 1,511,624 1,319,823 
ey 3,860 7,619 7,694 31,691 286,336 211,880 
CadiMae oe. ecccccccccccceseees 2,016 2,660 3,339 14391 72,340 71,622 
Chevrolet oo... 18,600 24,605 29,710 128,913 760,615 665,229 
Oldsmobile .................... 4,187 5,970 7,704 30,567 222,364 198,029 
Sa 4,250 4,409 6,724 27,482 169,969 173,063 
SIDS iscsi 840 244 1449 5,912 54,271 32,799 
c Packard ooo... 10 244 20 223 «211,264 s« 6,049 
” Studebaker .................. ee? eat 1429 5,689 43,007 26,750 
= Total Cars, U. S............ 82,719 77,435 127,428 532,697 2,778,774 2,873,947 
. Revised. 
in- COMMERCIAL CARS 
it (U, S. PRODUCTION ONLY) 

Week Week dan. 1 dan. 1 
ot iol. Ge, teeth Cope Sad, Sant: 
ot 1957 1956* 1957* May 1956* 1957 
rot 6,200 5,673 6,887 31,504 170,067 157,796 
‘i. 90 78 121 518 «= «2,139: 2,007 
o- 48 64 380 2360«— «i865 )—Ctsé«éd«G1A 
le, 900 «1617 «1510 866,562 «38,686 936,445 
ny 5,600 4,832 7,877 33,573 136,990 156,053 
o 830 1580 «61,384 = «5,207 44,245 «= 30,488 

2,566 2,128 2,954 13,162 63,479 46,865 

230 328 3420 1458 )23=s_ «8,309 =‘ 7,763 
80 62 131 459 «= «1,602 ~—St—ié«iL:;SCSS DV 
Eo. catsinis 162 1038 (6025 65,147 
180 243 333 (1379 8203 7,103 
920 5810 s«1467) = «6,375 «26,588 26,851 
36 44 60 24 1480 1,213 

10- 17,824 17,230 23,308 100,815 509,688 480,819 

LS 

4 100,543 94,665 150,736 633,512 3,288,462 3,354,766 

ia- 

= 11,610 13,352 7,818 49,350 224,985 222,148 

yo § Grand Total, 

nd Cars and Trucks, 

C= U. S, and Canada....112,153 108,017 158,554 682,862 3,513,447 3,576,914 

ed Revised. Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel 

he Drive, ete. 

d), 5.B.: All U. S. totals include cars and trucks for military orders, 

ce “*Autocar, Freightliner and Sterling are included in White totals; Brockway included 

re. in Mack totals, 

nk 

- Chicago Dealers, BBB Cooperate... 

J. 

re- 





*‘Chain-Sales’ 


CHICAGO.—The Better Business 
: au has reported the termina- 
tion of “chain-sales” plans for sell- 
new automobiles in Chicago. 





The BBB also reported that auto 
ers are cooperating in making 
ections” admitting advertising 
ccuracies. 
According to the BBB, State’s At- 
hey Benjamin S. Adamowski 
ed Joseph Salerno, his assistant 
charge of the fraud and com- 
aint division, to investigate the 
S plan to see whether it vio- 
d state lottery statutes. 
Ee rineipals of the automobile 
erships involved and represen- 
fatives of the companies handling 
promotions were called in by 
erno, 
_The BBB said: “The dealers in- 
ed then were given a choice, in 
ect, between terminating their 
n-referral programs, or having 
facts presented to the Cook 
County grand jury. 
“The dealers were further in- 
ed tbat, whether or not the 
’s method violates state lottery 
ws, in the state’s attorney's 
on the promotion is not in the 
Public interest.” 
The agencies chose to discon- 
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Are Stopped 


tinue the program, in its present 
form, rather than risk prosecu- 
tion, it is reported. Two dealers 
are now operating a “single step” 

sales plan with only one referral, 
the bureau says. 

These agencies have been told by 
the bureau that “any evidence of 
misrepresentation will call for such 
further action as the facts and 
circumstances appear to warrant.” 

In other dealer advertising, the 
bureau reported several dealers 
have cooperated in correcting ad- 
vertising inaccuracies. One dealer, 
the BBB reports, admitted its sales- 
men “disparaged a used 1955 Pon- 
tiac, advertised at $1,095, in an ef- 
fort to sell a similar car—but at a 
higher price. 

“Another conceded its salesmen 
also disparaged—or erroneously re- 
ported as sold—vehicles advertised 
as ‘1955 Chevrolets, Fords, Plym- 
ouths ... as low as $895.’” 

The bureau said, “Still another 
dealership admitted $1,300 was not 
the full price of a 1956 Mercury 
which ‘can be financed by our 
bank.’ A fourth also owned that 
specific figures, assigned to a list 
of used cars, did not represent the 
full selling: price, but merely the 
portion which might be financed— 
after a normal downpayment.” 













= «|For ’37 Car Output 


(Continued from Page 1) 


DeSoto and a parts shortage at 
Chrysler division. 
= * 


—_—<: division, which orig- 
inally was scheduled to work its 
Detroit plant on Friday, was forced 
to send 8,000 workers home Tues- 
day morning (May 28) due to a 
parts shortage. The shortage was 
caused by a wildcat strike at Budd 
Co., supplier of body stampings for 
Chrysler. 

The day and a half work at 
Chrysler division gave Chrysler 


| 700 cars and Imperial 194 units 


for the week, The previous week 
saw Chrysler turn out 3,157 units 
and Imperial, 1,099. 

All Chrysler Corp. operations 


| were shut down on the West Coast 


both Thursday and Friday. 
. oa = 


Perce. working a three-day 


week, turned out 4,400 cars last 
week, as compared with 7,575 a 


|} week earlier, while DeSoto, also 


down Thursday and Friday, drop- 
ped from 2,244 to 1,450 units. 
Chevrolet, with its Atlanta plant 
working the full five days and all 
other car assembly operations on 


k, 
pared with 29,710 units a week 
earlier. 
The Chevrolet “long weekend” 

also dropped the General Motors’ 
unit more than 27,000 units behind 
Ford division in calendar-year car 
output. 
= = - 

poe division, with only its At- 

lanta assembly plants working 
Thursday, but 11 of its 15 assembly 
units in operation Friday, turned 
out an estimated 23,850 cars last 
week, compared with 30,457 units 
the previous five workdays. 

Buick, Oldsmobile and Pontiac 
output suffered last week as each 
division worked its “home plant” 
only Monday and Tuesday and 
their B-O-P assembly units went 
on three-day operations, except 
in Atlanta. 

The result was a drop from 7,694 
units the previous week to 3,860 last 
week for Buick; a decline from 
7,704 to 4,187 for Oldsmobile, and 
from 6,724 to 4,250 for Pontiac. 

> * 


ADILLAC also worked a three- 

day week last week and turned 
out an estimated 2,016 cars, com- 
pared with 3,339 a week earlier. 

Mercury, along with Lincoln, 


2s a Crowd 


Payroll Stunt Planned 
By Dealer Group 

DAYTON, O.—About 135,000 bills 
of $2 denomination: are being dis- 
tributed in pay envelopes by new- 
car dealers throughout Montgom- 
ery County. 

Plans for the stunt were an- 
nounced by Ralph Caverlee, execu- 
tive secretary of the Montgomery 
County Automotive Dealers Assn. 

He said the effort is guided at 
“reminding the people of this area 
of the importanee of the automo- 
bile business here.” Caverlee said 
the 1,500 employes in 34 member 
new-car firms in the county will be 
paid with $2 bills on two Fridays. 


Chevrolet Dealer, 96, 


Signs for 5 More Years 

KENYON, Minn. — Frank G. 
Held has renewed his 44-year-old 
Chevrolet franchise for five years. 
He'll be 101 years old when the 
franchise expires. 








Held is rounding out 63 years 
as an automobile and implement 
dealer here and at 96 says he has 
no intention of retiring. A son, 


bought a two-cylinder chain- 
driven car in 1906. He went into 
the automobile business two years 
later, and since then he has had 
dealerships for Dodge, Nash, 

Star, Buick 


Maxwell, } 
and Chevrolet. 





both of which assemble cars at 
Wayne, Mich., each worked three 
days last week, Lincoln turned 
out an estimated 520 cars last 
week, compared with 834 a week 
earlier, Mercury, which also 
worked its St, Los Angeles 
and Metuchen (N, J.) plants 

three days, dropped from 6,576 as- 
semblies the previous week to 3,- 
100 last week. 

American Motors, the only firm 
to schedule a full four day’s opera- 
tions, turned out 1,952 cars last 
week, compared with 2,494 a week 
earlier. 

= + * 


A BREAKDOWN of AMC opera- 
tions showed Rambler with 1,- 


Rust S-P Moves 
Nathan P. Rust has announced 
that his Louisville Studebaker- 
Packard dealership has moved to 
larger quarters at 960 S, Third St. 
It is the former site of Koster- 
Swope Buick, Inc. 
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800 assemblies last week, compared 
with 2,291 the previous week; Nash 
down from 160 to 120, and Hudson 
off from 43 to 32 units. 

Studebaker-Packard turned out 
840 units in three days last week, 
compared with 1,449 on a five- 

- day schedule the previous week. 
The two-day shutdown dropped 
Studebaker from 1,429 units the 
previous week to 830 last week, 
and cut 10 units from Packard’s 
output of 20 cars the previous 
week. 

Truck output dropped from 23,308 
units the previous week to an esti- 
mated 17,824 last week as most all 
makers worked only three days. 

* + = 
STIMATED truck output for 
May was 100,815 units, down 

3,711 units from the 104,526 as- 
semblies in April, but 4,818 more 
trucks than were produced during 
May a year ago, when 95,708 units 
rolled from the lines. 

Canadian assembly operations 
returned to a five-day schedule 
last week with the production of 
11,610 cars and trucks, compared 
with 17,818 the previous week, 
when makers were shut down one 
day in observance of Queen 
Victoria’s birthday. 

Despite the loss of a work day, 
Canadian vehicle output in May 
was estimated at 49,350 units—up 
540 units from the 48,810 cars and 
trucks turned out in April. 


Wonder World of Future 


Ford Engineering Chief 


Envisions New Materials 


Being Compounded Like Prescriptions 


ROMEO, Mich.—A Ford executive 
described a wonder world of the 
future in which electronic “brains” 
translate languages and metallur- 
gists fill engineers’ orders for new 
materials like pharmacists fill pre- 
scriptions. 

Andrew A. Kucher, engineering 
and research vice-president, told 
members of the Detroit section, 
Society of Auto- 
motive Engineers, 
that the automo- 
tive industry is on 
the threshold of a 
new era of en- 
gineering prog- 


ress. 

He addressed an 
SAE dinner meet- 
ing held at Ford’s 
Michigan Proving 
Ground near here 
as part of a 

dedicatory program for 
the new test facility. 

Kucher said that scientists in the 
next few decades will have learned 
so much about the structure of 
matter that it “no longer will be 
necessary to adapt systems to ma- 
terials.” 

“On the contrary,” he said, “the 
engineer will write a prescription 
for a material and hand it to a 
metallurgist, who will compound 


Gas Consumption 
Tops 56 Billion 
Gallons in 1956 


NEW YORK. — Gasoline con- 
sumption in the U. S. exceeded 56 
billion gallons in 1956, according to 
the American Petroleum Institute. 
This was 1.75 billion gallons more 
than the previous high which was 
set in 1955. 

The record-breaking figure in- 
cluded both motor-vehicle and off- 
highway consumption — that is, 
gasoline used by stationary engines, 
tractors, airplanes and other such 
units, 

California again led the states, 
accounting for 5.33 billion gallons, 
followed by Texas (4.5 billion); New 
York (3.67 billion), and Ohio (three 
billion). 

Completing the first 10 were: 
Pennsylvania (2.9 billion); Dlinois 
(2.8 billion); Michigan (2.4 billion); 
New Jersey (1.8 billion); Indiana 
(1.7 billion), and Missouri (1.6 bil- 
lion), 

Other states consuming more 
than one billion gallons of gasoline 


were Florida, Georgia, Kansas, 
Iowa, usetts, Minnesota, 
North Carolina, Tennessee, Vir- 
ginia and Wisconsin. 









the material in a fashion reminis- 
cent of modern pharmacy.” 
Predicting the development of 
intrieate machines for such func- 
tions as the translation of lan- 


of references on a subject of in- 
terest to him, but also to push a 
button and have a transcription 
presented to him.” 

Kucher asserted that “the devel- 
opment of the modern automobile 
has reached a stage where further 
advances will not be accomplished 
by trial and error alone.” 

“Future refinements will demand 
scientific and technical ‘know-how’ 
of high caliber and maturity, re- 
sulting in an additional demand on 
the engineers and scientists,” he 
said. “It is the task of science and 
applied research to take these gen- 
eral fields and extend their applica- 
tion to the automotive vehicle.” 

Kucher predicted that metals of 
the future will be much stronger. 

“For example,” he said, “the 
theoretical strength of present-day 
steels may be raised from 100,000 
pounds per square inch to about 
1,000,000 pounds per square inch, 
resulting. in lighter and stronger 
structures.” 

Kucher pointed out that high- 
temperature materials for use in 
the range of 2,000 to 3,000 degrees 
Fahrenheit undoubtedly will be de- 
veloped, and that ceramic and 
ceramic-metal compounds capable 
of withstanding rapid temperature 
changes will be 

“The 


“The other elements are becom- 
ing scarcer and, therefore, too 
costly for use even as alloy agents. 
The present cost of titanium is very 
likely to change in the near future 
to where it may easily compete 
with stainless steel.” 





Chevrolet Dealers 
In Truck Driveout 


the history of Chevrolet’s Fargo, 
(N. D.) zone was staged recently 
with a “driveout” of 185 vehicles 
by 157 dealers, 

After arriving from the com- 
pany’s Janesville (Wis.) assembly 
¢ Farge J E. Tuainen Ghaweeied 
a . &, 
national truck 














°*56 Dealer ‘Beefs’ 
Rise 14 Pct. at 
Detroit BBB 


DETROIT. — Better Business 


Bureau complaints against Detroit 


auto dealers rose 14 percent in 1956. 
There were 1,348 complaints in 1956 
compared to 1,175 in 1955. 

Last year the number of service 
calls about auto dealers rose almost 
400 percent, from 965 in 1955 to 
3,775 in 1956. 

William Carrico, BBB manager 
of the business relations depart- 
ment, said, “This shows that our 
program of persuading people to 
call us is beginning to pay off. 
We've conducted a publicity cam- 
paign along these lines.” 

Whenever a prospect asks the 
BBB about a dealer, he is told how 
long the dealer has been in busi- 
ness, the number of complaints 
against him and what to watch for 
if the complaints take a particular 
pattern. The prospect is also urged 
to take his time in the purchase 
and to get a sales contract. 

Last year the Detroit BBB asked 
all new and used-car dealers to 
adopt the Standards of Automobile 
Advertising prepared by a BBB ad- 
visory committee and approved by 
the Detroit Automobile Dealers 
Assn. 

The Standards provide that (1) 
the advertising must not give a 
misleading impression, that (2) 
each dealer ad shall make clear 
that the advertiser is a dealer and 
that (3) if advertised cars are not 
available, satisfactory proof shall 
be furnished. 

The BBB also reported that dur- 
ing 1956 a total of 2,411 special in- 
vestigations of used-car advertising 
were made and that notices were 
sent to dealers and media. Several 
dealers were called into the Wayne 
County Prosecutor's office and 
warned to halt their questionable 
advertising. 





Classified Want Ads 


BY AN EXCLUSIVE GMC truck dealer in 
one of the most progressive cities in the 
south. A service manager to take full 
charge of a moderniy equipped and up 
to date service department. He must be 

of handling men and customers, 
sober and reliable with proper back- 
ground and experience for the job. Top 
pay, permanent future, outstanding liv- 
ing conditions including education, reli- 
gion and convenience to markets. If you 
meet these requirements, answer this ad 
—but if not, please do not take up your 
time and ours. Box 7185, c/o Automotive 
News, Detroit 26. 
EXPERIENCED EQUIPMENT MEN to 
cover the state of Florida for distributor 
selling Scheneker back hoes and Auburn 
tractor-trenching machines. Write Equip- 
ment Distributors, Box 3940, Miami, Fia. 
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CLASSIFIED WANT ADS 


Reaching an estimated 150,000 
RATES TWENTY-TWO CENTS 
lle PER WORD. PAYMENT 
and address at r 
Box Number 
TEN DAYS 


Pi aa hie 


ads are for 


WANT AD DEPT 


HELP WANTED 


If you are thoroughly familiar with all 
phases pertaining to the supervision of a 
retail automobile accounting department, 
such as finance, operating control, taxes 
and auditing, one of Chicago’s largest 
GM dealers offers an outstanding oppor- 
tunity. Qualified applicants will receive 
very attractive remuneration in addition 
to many managerial benefits, This is a 
permanent position which should be con- 
sidered only by outstanding persons in 
this field. Please submit photo with com- 
plete resume of experience. All replies 
held in strictest confidence. Box 7153, c/o 
Automotive News, Detroit 26, Mich. 


SALES MANAGER — Large Chicago GM 
dealer is seeking a sales manager who 
possesses the qualities and characteristics 
of a successful leader in our present com- 
petitive market. Applicants should be 
aggressive and resourceful in handling 
the duties of supervision and training of 
sales personnel. This is a permanent posi- 
tion offering outstanding salary, man- 
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HELP WANTED 


ACCOUNTING MANAGER, TREASURER. | SERVICE MANAGER with Chevrolet ex- 


perience, to take full charge of modern 
newly equipped service department, for 
old established Chevrolet dealer in city 
of approximately 30,000 on Florida West 
Coast. Shop now doing $12,000 per month 
customer labor, If you can handle, give 
references, complete background, past 
experience, etc. Box 7183, c/o Automo- 


tive News, Detroit 26. 





agerial benefits and excellent opportunity; SALES MANAGER AVAILABLE due to 


for advancement. Please enclose photo 
with complete resume of experience. All 
replies confidential, Box 7152, c/o Auto- 
motive News, Detroit 26, 26, ich, 


GENERAL SALES MANAGER. Ford deal- 
ership in Pennsylvania single point city. 
1,200 car contract established 20 years, 


financially sound, currently running 100% | EX-NEW CAR DEALER, with full back- 


service absorption. Only thing we need 
is seasoned, volume, profit minded man 
able to build and direct hard-hitting sales 
force on sound basis. Good salary and 
profit incentive with one of oldest operat- 
ing group dealerships in U. 8. Give ref- 
erences, past experience and snapshot. 
Write Box 697, LaCrosse, Wis. 


GM DEALER ON FLORIDA Gold Coast 
needs combination body and paint man. 
The man we want is now employed but 
wants to live in Florida. Good working 
cenditions and plenty of work. Reopen- 
ing body shop in fastest growing town in 
Fiorida. Absolutely no drinkers or float- 
ers. ae, giving experience and refer- 
ences. Box 7162, c/o Automotive News, 
Detroit 26, Mich. 


EXPERIENCED SALES MANAGER 
wanted. Salary plus percentage of profits. 
29 year operation with a proven 
of profit performance. Dual franchise, 
Chevrolet and Oldsmobile, City of 18,000 
located in central Wisconsin, Will inter- 
view on reasonable notice, Write Box 
7182, c/o Automotive News, Detroit 26. 


SERVICE MANAGER for Buick dealer in 


. Reply giving 
d, availability and salary. Box 
Hn. c/o Automotive News, Detroit 26, 





SALESMEN, NOW CALLING on new-car 
dealers, who would like to sell Scotchiite 
dealer emblems as additional item. Ter- 
rife opportunity for energetic men. List 
territories covered. Box 7184, c/o Auto- 
motive News, Detroit 26. 





SALES REPRESENTATIVES 


Now Handling Other Lines Calling on Jobbers. You Can 
Now Handle AUTO-CRAT Automotive Safety Belts and 


Enjoy the Advantage of Selling 
@ The “standard” of the industry. 


@ The same belt now offered as original equipment. 


@ Liberal commissions. 
® Protected territories. 


East of the Mississippi reply to: 
AUTO-CRAT Mansfacturing Co. 
2850 Tyler Rd. 
Ypsilanti, Mich. 





West of the Mississippi reply to: 
AUTO-CRAT Manefacturing Co. 
1849 Biake Ave. 

Los Angeles 39, Calif. 


DISTRICT MANAGER FRANCHISES 


Auto inspection and | year warranty service . . . now 
sweeping the country . . . $25,000 to $50,000 earnings. 


Many territories still open 


. successful automotive 


sales background necessary. 
UNITED STATES CAR TESTING CO. 





Dayton 7, Ohio 
1669 ' 





sale of business. Unusually successful 
background. Over 20 years’ automobile 
experience. Can get and maintain vol- 
ume, Thirty-nine. Married, prefer 300 
car deal or larger. Western U. 8. only. 
Reply Box 7186, c/o Automotive News, 
Detroit 26. 





ground of experience and A-1 reference, 
would like to manage 200 to 500 car 
General Motors, Ford or Chrysler Corp. 
dealership in the south on salary and 
profit sharing plan. Box 7187, c/o Auto- 
motive News, Detroit 26. 


YOUNG, AGGRESSIVE general manager. 
Proven experience, capable of assuming 
full responsibility for successful and prof- 
itable operation, Desires position as sales | 
manager or general manager with buy-in 
privilege of Ford or GM dealership. Texas | 
location desired. Box 7188, c/o Automo- 
tive News, Detroit 26. } 


ARE YOU LOOKING FOR a good man? 
Fifty years of age. Had GM dealership 
over 10 years. Factory district manager 
15 years. Excellent background. Looking 
for position in Florida as manager. Open 
to any good offer. Prefer east or west 
coast town or city. Box 7189, c/o Auto-| 
motive News, Detroit 26. 





MANAGER 


Former dealer, age 40, interested in Gen- 
eral Manager or General Sales Manager 
500 to 1,500 units. Outstanding record of 
accomplishment in building strong profits 
out of sick dealerships. Daily operating 


control plus proven sales promotion which 
will double volume and profits within 90 


days. Interested in either short or long 
term on percentage basis. Excellent ref- 
erences from some of industry's top men. 
Box 7202, </o Automotive News, Detroit 26. 


ACCOUNTANT - BUSINESS MANAGER 
with large volume Chrysler and Ford 
dealer experience desires to be employed 
as such in new area. Know daily operat- 
ing control, forecasting and expense con- 
trol. Qualified to take over complete 
management, or advise general manager 
on operations, Prefer southwest or west 
coast area. Box 7129, c/o Automotive 
News, Detroit 26, Mich. 


GENERAL, SALES OR USED CAR MAN- 








outstanding 
hitting salesmen for balanced, profitable 
operation. Top references. Southerner, age 
33. No family deals. Box 7131, c/o Auto- 
motive News, Detroit 26, ich. 
ACCOUNTANT IN GM SYSTEMS and 
Business Management would like to make 
change to Washington, Oregon, Idaho, 
Colorado or Wyoming. 25 years’ experi- 
ence in accounting and income tax prob- 
lems of Chevrolet dealers. Replies con- 
fidential. Box 7166, c/o Automotive News, 
Detroit 26, Mich. 


SERVICE MANAGER—Top-notch perform- 
ance record with best customer relations 
and employe morale. 25 years’ GM ex- 
perience, Will relocate for a permanent 
position. Resume on request, Box 7168, 
c/o Automotive News, Detroit 26, Mich. 

MR. GM OR FORD DEALER—Can you 
use my 10 years’ experience in new and 
used-car operations? Honest, reliable, 
knowledge of all phases of automobile 
retailing and financing. Non - drinker. 
Could buy in small dealership, Michigan 
preferred. Box 7175, c/o Automotive News, 
Detroit 26, Mich. 


FORD PARTS AND SERVICE MANAGER 
with considerable business management 
experience. Will relocate. Prefer north- 
east. Box 7176, c/o Automotive News, 
Detroit 26, Mich. 


DEALERSHIPS AVAILABLE 
DEALERSHIP HANDLING PONTIAC— 
retailing 500 new, 700 used in trading 
area of 1,000,000. Modern facilities, good 
rental, best location in city. A 
profitable business with excellent future. 
be purchased outright or with Mo- 
= Holding participation. Reason for 
selling — health. Write Box 7192, c/o 
Automotive News, Detroit 26, 
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DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING PONTIAC ex- 
clusive in Ohio city—50,000 population. 
Heavily industrialized with diversified 
industries along with being an agricul- 
tural center. No used cars, no receiv- 
ables, no real estate. The best building 
facilities with good lease in entire com- 
munity. Low overhead, All departments, 
new cars, used cars, service and parts 
completely organized to point of effi- 
ciency—only need minimum supervision. 
Shows good profit to date. Selling be- 
cause of ill health. Box 7193, c/o Auto- 
motive News, Detroit 26. 





AGENCY HANDLING GENERAL MO- 
TORS line in booming central Kentucky. 
Best spot in nation. Over 150 new cars. 
Sell at profitable prices in this market. 
Broker. Box 7194, c/o Automotive News, 
Detroit 26. 


OLD ESTABLISHED DEALER “handling 
Dodge-Piymouth and Dodge trucks—lo- 
cated in the middle west. Excellent facili- 
ties. Will sacrifice sixty-five cents (65c) 
on the dollar on account of sickness. Box 
7195, c/o Automotive News, Detroit 26. 


FOR IMMEDIATE SALE at bangate grtee. 
Complete modern dealership layout, No 
used cars or accounts. New building in 
good location available for lease. Must 
qualify for Lincoln-Mercury franchise. 
O. A. Manske, Telephone Lincoln 6-1246 
or Lincoln 2-7025, Brownsville, Texas. 





SMALL DEALERSHIP HANDLING L-M— 
located in Indian River section of Florida 
east coast in prosperous citrus and farm- 
ing area. Low rent, good location; priced 
right. Factory approval necessary. Box 
7196, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING FORD. An in- 
dustrialized town of 25,000 in lIowa’s 
rich farming area. 300 car franchise. No 
real estate, desirable lease, nice facili- 
ties, ready to go and now making excel- 
lent profits. Parts will inventory for 
$35,000—equipment $20,000. Will discount 
if sold immediately. Owner has a larger 
deal in mind, Box 7191, c/o Automotive 
News, Detroit 26. 








DEALERSHIP HANDLING CHEVROLETS 
in West Texas. Excellent setup. Selling 
about 400 new cars per year. Box 7190, 
c/o Automotive News, Detroit 26. 


SOUTH FLORIDA DEALERSHIP, 300-500 
cars, one of Big Three. Top-notch loca- 
tion, good lease, almost new equipment 
and no problems to buy. Can be bought 
with or without used car lot and inven- 
tory. Substantial cash and factory ap- 
proval required. Box 7172, c/o Automo- 
tive News, Detroit 26, Mich. 


FOR SALE—400-600 CAR principal city 
dealership in Southern California. Now 
have Ford Motor Company franchise, One 
of 25 most profitable dealerships in United 
States in 1956. Good profits in 1957. Has 
never made under $100,000 per year since 
1946. 300,000 in trade area, modern fa- 
cilities, good rental. $75,000 handles. 
Partnership split-up reason for selling. 
One partner might consider partnership 
under right circumstances. P. O. Box 
— c/o Automotive News, Detroit 26, 

ich. 





HANDLING GM-—200-250 CAR DEAL. 
Thriving midwest city of 80,000 and 


growing. No obsolescence to buy — all 
quick turnover parts. Minimum but 
adequate shop equipment. Lowest in- 


vestment for the largest return. You'll 
have to see it to believe it. Box 7180, 
c/o Automotive News, Detroit 26. 





DEALERSHIP HANDLING OLDSMOBILE 
in midwestern farming and industrial 
community of 5,000 population. Trading 
area of approximately 250,000. Desirable 
lease and low overhead, Present volume 
100 cars with unlimited potential. Very 
reasonable price as owner has other busi- 
ness interest. Box 7155, c/o Automotive 
News, Detroit 26, Mich. 


FOR SALE: FLORIDA DEALERSHIP han- 
dling Pontiac—no accounts receivable— 
no used cars—good reason for selling. 
eee c/o Automotive News, Detroit 


DEALERSHIP FOR SALE handling Buick 
and GMC trucks, Central Arizona, Owner 

“has other interests. Box 7110, c/o Auto- 
motive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 


you send your replies direct to Classified 
Manager, Automotive News, Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 





DEALERSHIPS AVAILABLE 


HANDLING 3 GM LINES—colorful 
Mountains. 200 car potential, 90% 
coverage. Parts net $1,000 per mon, 
$600,000 ,000 net profit. $554 
and take over. Will sell or lease utr, 
modern building. Owner, Box 7195, e% 
Automotive News, Detroit 26. 


OO 


FOR SALE BY OWNERS 

Well equipped dealership handling Buig 
ideal location in beautiful Shenandoah V 

of Virginia. 150 car potential, populatiq 
18,000 and trading area 85,000, modern build 
ing, and used car lot and office. Annual ® 
dustrial payroll, $40,000, 

Box 7116, c/o Automotive News, Detroit % 


















































DEALERSHIP WANTED 


NEW CAR “BIG 3’’—Prefer Nassau @ 
Suffolk counties. Manhattan or Bron 
will be considered, Outright purchase o 
equal partnership will be considers, 
Presently a dealer of long standing, a 
suring factory acceptance. All replies 
held in strict confidence. Box 7156, ej» 
Automotive News, Detroit 26, Mich, 


WANTED: WESTERN STATES GM @& 
Ford products. Any size, any price. Cash 
I have factory approval and guarantee; 
your reply kept confidential even from 
factory. Box 7181, c/o Automotive News 
Detroit 26, Mich, 


FORD OR CHEVROLET DEALERSHIP 
wanted, preferably in town of 70,000 to 
100,000 population handling 500 to 1,009 
new cars annually. Have experience, cash 
and factory approval. Replies confiden- 
tial. Box 7124, c/o Automotive News, 
Detroit 26. 


WANTED TO PURCHASE in whole or in 
part—going dealership metropolitan New 
York or suburban areas. Factory ap- 
proval assured. Box 7197, c/o Automo 
tive News, Detroit 26. 


BUSINESS OPPORTUNITIES 
LE TT TEIN ITS 

















$1,000.00 per month or MORE 
commissions to representatives 
who can qualify. 













Want representatives now sell- 
ing seat covers, car mats and 
other accessories to car dealers 
only. 












Exclusive protected territories. 


World's largest manufacturer 
of license plate frames and 
monograms. 








Territories Available: 






Wisc. — Minn. 
No. & So. Dak. 
lowa — Nebr. 







Kans. — Mo. 
Ark. — La. 


Texas 
Pacific Northwest 














THE BENMATT 


ORGANIZATION, INC. 
3447 E. 15th St., Los Angeles 23, Calif. 










A EAA NANCE NEED SENOS 





BUSINESS WANTED 





ATTENTION 
CAR LEASING COMPANIES 


We will buy all or part of your assets, 
present operation and/or inventory. 


Box 7201, ¢/o Automotive News, Detroit 26. 
een 





DEALER SERVICES 


EXPERIENCED AUTOMOTIVE auctionests 
to liquidate your entire garage, 
tools, automobiles, etc. If you live any- 
where in the northeastern U. 8, and wast 
confident service, write, wire or phon 
Associated Auctioneers at 9 Airport Ré., 
Scotia, N. Y., or Tel, Sch’dy, DI 
or EX 9-3102. 


DO YOU NEED CASH? We are extremely 
familiar with the car business, and wil 
loan liberally on equipment and real & 
tate, First and second mortgages. Preftt 
deals in northeast states, Replies cont 
dential. Write: M. Z, Sherman, attorney, 
73 Tremont St., Boston, Mass. 





Inventory Service 
Buying or Selling a Dealership 
© Buy Right © Sell Right 
Parts—Accessories—Equipment 


Call or write for service details. 


Automotive Inventory 
Service Co. 


10040 Freeland, Detroit 27, Mich., WE 3-644 
——— at 


| 


Fire 
selli 
tests 
into 
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DEALERS MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers, Complete 
national list. June, 1957 checked, On 
addressed labels, 35M, $14 per M. Box 
7199, c/o Automotive News, Detroit 26. 


DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio, 


"Simplified 
Daily Operating Control" 


Does away with red tape and time 
consuming preparatory work. Tells you 
visually where you stand every working 
day. Gives your break-even point and 
when you have exceeded it in a single 








Same day ship- 





























lance. Dealers send $3.45 today with : 
odes on your letterhead. You will DECALS ca wean 
receive it postpaid by return mail, for — and solu- 
Automotive Enterprises ; 
‘ A . ® 
10600 Puritan Ave. Detroit 38, Mich. Station 10%30% 
; e Decals. —_ 
Wagons _ price cha 
‘mt SALES DOWN? 
56, eh i ee CANELL Co. 
cn, Fire up your sales force and generate rea 
Li St., Little , N. J. 
GM @fl gelling steam with one of these 10 sales con- | - iain Carrie ana 
a. fests designed to put Vim! Vigor! and Vitality Wood Parts (49-51 Ford-Merc.) 
n from § into your sales activity. 
| News, 
Send Today! as 
on All Ten Contests 
1 
x $5.00 ROBINSON CAR LEASING 
ni 
some, SALES CONTESTS FLEET LEASED CARS 
> or a | P.O. Box 417 Flint, Michigan 1955—1956 
in New AT WHOLESALE 
a CHEVROLETS, FORDS, PLYMOUTHS 
me Available in: Philadelphia, Baltimore, Wash- 
i ny ‘ eveland, 
} AAA DRIVEAWAY, INC. Derolt, . Chicago, Mitwaukes, —— 
ae ew F is, ~ 
— CHICAGO coin. ‘Neb. ‘Oklahoma City, Fort Worth 
Dallas, New Orleans, janta, ion. 
ae. — aaar ROBINSON CAR LEASING 


DIVISION 
free inside bugscreens provided if desired. 


se3 S. Dearborn ances Gani THE HERTZ CORP. 


For specific information in any city, address: 
1. E. Spatig, Used Car Mor. WeEbster 9-2144 
218 S. Wabash Ave. Chicago, Ill. 











MAILING LISTS 


Just Published 


DIRECTORY OF AMERICAN 
AUTOMOBILE DEALERS 


Now, at last, you can have a complete and 
mliable mailing list of over 44,000 Automobile 
lers—at less than $2 per thousand names. 











600 
CAR STOCK 
WE WHOLESALE DAILY 


"World's Largest Dealer" 
1,000 units turn monthly. 


tol. Dealers of 
| Ford Motor Co. t ; 
2 General Motors 18,500 30.00 
3 Chrysler Corp. 8,000 20.00 
4 All Others & foreign car 
dealers 9,000 20.00 
CHECK WITH ORDER PLEASE 
10% Discount on 2 or more volumes 





Amt. Names Price 
8,500 $20.00 


Phone, write, wire or call in person. 
Cliff Stewart, General Used Car Mgr. 


DON McCULLAGH 


B. KLEIN & CO. Chevrolet 
- A. 16700 Harper Ave. Detroit 24, Mich. 
3 East wane Be 7 10, N. Y. Tuxedo 1-7600 








CARS FOR SALE 


PUBLIC SALE OF 
STATE USED CARS 
60 CARS IN -HARRISBURG, PA. 
1955-1956 Chevys - Fords - Low Mileage 
Also older models 





Other cars and trucks at Allentown, Hollidaysburg, 


and Indiana, Pa. 
June 25, 1957 
By Sealed Bids 
These cars may be inspected Monday through Friday, 8:30 A.M to 5:00 
P.M., Holidays excepted. General public and Dealers are invited to bid. 


s Invitations to bid, listing cars, together with instructions to bidders, may 
be obtained by writing to: 


WL 


sets, 
ry. J. D. Adams, Director, Automotive Bureau, Commonwealth Garage, 22nd & 
on % Forster Streets, Harrisburg, Pa. 








CARS WANTED 


Top Prices For Your 


USED CARS 


Any Amount from 1 to 1,000 


We especially need pickup trucks, station wagons 
and Nash Ramblers. 


R. S. HENRY 


New Brighton, Pa. 


“> | atdeal| Geuassil || 
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A 





Phone 7637, New Brighton, Pa. 
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ATT’N DEALERS! 
1956 


FORDS 
AND 


PLYMOUTHS 


ANY QUANTITY! 
PRICED TO MOVE! 


a 
All 4-dr. ex-taxis with heater / defroster, 
good tires, clean inside and out. All in 
excellent operating shape; most in service 
only 8-10 months. Many available with 
power steering and automatic transmission. 
& 


Don't walt . . . call, wire or write 


CURRY CHEVROLET 


Western - Used 
Car Buyers 


.| Clean, new car tradeins, superbly recondi- 


tioned, honestly described. 


models monthly, in which both buyer and 
seller can benefit. Will furnish references. 
Not brokers. 


Write for our plan to 

FOURTH STREET MOTORS 
205 N. 4th St. 
Our Phone No. 6-6351 












OPPORTUNITY 
USED CARS 


EX-TAXIS 
FORD * PLYM * CHEVY 
1955's & 1956's 


ALL IN TOP OPERATING CONDI- 
TION, GOOD OR NEW RUBBER; ALL 
HAVE HEATERS, DEFROSTERS. 
CLEAN BODIES AND INTERIORS. 


PRICED FOR IMMEDIATE 
SALE! 
ANY QUANTITY . .5 to 500 
WRITE - WIRE - CALL 
JAMES F. WATERS. INC. 


New York's Taxicab Supplier for 20 Years 
38-15 Northern Blvd., Long Island City, N. Y. 


ST 6-3300 


H,. CHARTERS A, H, AUSTIN 








FOR SALE—1956 M.G.A. roadster slightly 
damaged and partly repaired, $1,200 in- 
cluding new parts. Gerlach Motor Co., 
McAdoo, Pa. 


PARTS FOR SALE 


BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 





BUSES FOR SALE 


SCHOOL BUSES 


We're getting ready for another big season. 





We are looking for an outlet for 15 late) 





NEW BUS 
FOR SALE 


1956 Dodge C3 PW 6 126 four wheel 
drive. 16 passenger Carpenter body model 
Cc 1210. 


Public service commission approved. 


BERN ARNOLD INC. 
Cortiand, New York 





MISCELLANEOUS 


Automatic Braking 


WITH BRAKE HOOK-UP 


ONLY... $5445 33% 


$61*° 


COMPLETE with 

Guide Cables and 
BRAKE HOOK-UP.......... 
QUICK-TOW Bumper- 
te-Bumper Tow Bar 


TRI-KING 3-Point Hook- 
Up intre-Stete Tow Bar 


TowKinG ,{""' 545% 


Tow Bar Sales Co. 
Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 
Call Collec on $100.00 orders 
40 So. Clinton St., Chicago 6, Ill. 





| 
EXCESS SHOP EQUIPMENT? 


| Why not sell thot extra equipment now 
DeKalb, Ill. 


standing idle in your shop? 


An advertisement in this section is the 
answer! 


AUTOMOTIVE NEWS 








TRUCK AND CAR SIGNS 






TS | SSS fess fists 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


$52.35 Fed. Tax included 
WITH AUTOMATIC BRAKE 


AND BRAKE CABLE 
Less Guide Cables 


GUIDE CABLES 
DEALERS’ SPECIAL (F.0.B. Factory Net) 


$9.90 Fed. Tax Included 
e & 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four = eck-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 
$44.85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 

e 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 

BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 





with plastic letters. Metal, wood and 
masonite letters also. Brass 
Signs for every purpose. Jim Ramsey, 
Inc., 175 Jefferson, Lexington, Ky. 


CONVERTIBLE TOPS—$18.75. Headlinings, 


$12.50. Clear plastic seat covers, $12.50. 
Free catalogue. Big Buck, 307 Cambridge 
St., Boston 14, Mass. 


MISCELLANEOUS 





NEW EDSEL DEALERS 


We have for sale one complete automotive spread 
consisting of furniture, fixtures, steel parts bins, 
machinery and shop equipment. This lay-out is 


adequate for operation of a 150-250 annual car 
deal. You can purchase for 30%, cost of new and 
save your capital for operations. Take delivery 
in West Virginia. 


Box 7200, c/o Automotive News, Detroit 26. 





‘New Subscription Order 


You can get your school bus when you want it || 


by calling us here. 


We will have our nearest representative get | 


in touch with you. 
Now Available 
54 and 60 passenger units, mounted on 
all popular type chassis. 


TRANSIT SALES AND SERVICE, INC. 
451 Kings Highway Bridgeport 5, Conn. 
Cali—Frank T, Mee, Jr. 

EDison 3-4139 or EDison 6-011! 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 
All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Ban 


he truck dealer 
who couldnt stop smiling... 


You’d keep smiling, too, if you had his trucks to sell. 


The great new Golden Anniversary INTERNATIONAL Trucks, recently 
announced, are the “hottest” trucks that INTERNATIONAL Dealers have 
ever had to sell. From 4,200 to 33,000 Ibs. GVW, they’re packed’ with 
power, performance and style features truck buyers want most. 


Join the winning INTERNATIONAL sales team. Sell the trucks that cost 
least to own. Sell the world’s most complete truck line—half-ton pickups 
to 96,000 Ibs. GVW—and put a smile on your face! 


Write: Manager of Sales, Motor ‘Truck Division, International Har- 
vester Company, 180 N. Michigan Avenue, Chicago 1. 


INTERNATIONAL TRUCKS 





